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Harry T. Klein, vice president 
and general counsel of The 
Texas Co., New York, has been 
chairman of the American Pe- 
troleum Industries Committee 
since its organization and has 
been active in the formation 
and putting into effect of the 
campaign to stop tax evasion 
and reduce gasoline taxes of 
this important branch of the In- 
stitute. 

Mr. Klein practiced and 
taught law in Cincinnati from 
1907 to 1917. Following service 
in the army during the war, he 
became associated with The 
Texas Co. in 1921 as assistant 
to Judge Edwin B. Parker, who 
was then general counsel. 


pointed general counsel and in 
1933 was elected a vice presi- 
dent of the company. 

He was chairman of the Na- 
tional Interpretation Committee 
under the petroleum industry’s 
original code. He has served on 
a number of the Institute’s pipe- 
line committees, including the 
Steering Committee, which han- 
dled the pipeline valuation pro- 
ceedings with the Interstate 
Commerce Commission. 




















In 1925 Mr. Klein was ap- 
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Lease and Agency Held Legal in Principle, 


Lease and License is Questioned 


WASHINGTON, April 22 
EASE and agency agree- 
ments do not violate the 
federal anti-trust laws, ac- 
ording to a letter from Chair- 
man Davis, of the Federal Trade 
Commission, made public today 
by Administrator Ickes. 

The commission thinks that 
lease and license agreements 
might be in violation, but would 
prefer to make a further in- 
vestigation before rendering an 
opinion, 

Davis’ letter answered 
four questions propounded by 
Ickes in handing down his 
March 4 ruling on exclusive 
lealing arrangements. It was 
emphasized that the answers 
vere preliminary and subject to 
modification or reversal in a 
formal proceeding under a com- 
plaint filed with the FTC. 


It was stated at the Petroleum 
\dministrative Board that it 
vas not likely that any change 
in Iekes’ March 4th ruling 
would be made because of the 
etter from Chairman Davis. 

Whether an exclusive deal- 
ing arrangement or price-dis- 
‘rimination to an exclusive deal- 
“r is a violation of the Clayton 
\ct or the Federal Trade Com- 
nission Act depends on the type 
f arrangement, according to 
Javis. 


the 


Where the company leases the 
premises and puts the lessor in 
exclusive 
taken a 


as its 


agent, it has 
“step toward a debat- 





By A. M. Petty 
N. P. N. Washington Bureau 


able method of distribution,” 
Davis said. Leasing of a pre- 
existing station is a “further 
step,’ he added. 

But the legality of these ar- 
rangements depends upon the 
intention of the company, aé- 
cording to Davis. His letter con- 
tinued: 

“Thus far, however, the com- 
mission has not found reason 
to believe that the contracts en- 
tered into by major oil compan- 
ies under the lease and agency 
arrangement do not create bona 
fide relationships of principal 
and agent and lessor and lessee. 


“These arrangements are not 
shown to be made in bad faith, 
although they provide a means 
of monopolizing retail outlets 
without the expense of acquir- 
ing fee title to the premises. 

“We have reason to believe 
(a) that these lease and agency 





OMPLETE text of the letter 
€ from Chairman Davis, of the 
Federal Trade Commission, to Oil 
Administrator Ickes upon the sub- 
ject of lease and agency and lease 
and license contracts of 
panies, including the four ques 
tions from Ickes upon which the 
letter is based, is published on 


oil com- 


p. 32-C of this issue. 











contracts are not unlawful as 
resale price maintenance under 
the Federal Trade Commission 
Act, (b) that they are not un- 
lawful under the price discrimi- 
nation and tying contracts pro- 
hibitions (Sections 2 and 3 ) of 
the Clayton Act, and (c) that 
they are probably not unlawful 
as an unfair method of compcti- 
tion, because monopolistic, un- 
der the Federal Trade Commis- 
sion Act; provided that the prac- 
tice of making these arrange- 
ments is not followed as the re- 
sult of mutual understanding 
with other distributing com- 
panies and provided that coer- 
cive measures to secure agents 
are not employed.” 
to 
commission 
dealing 
concentrate 


Davis hastened 
the trade 
exclusive 
tended to 


add that 
realized 
contracts 
business 


in the hands of larger com- 
panies. Huge size and integra- 


tion, however, do not of them- 
selves violate the anti-trust 
laws, he pointed out. 

However, this does not mean 
that “size and integration may 


not easily be so misused as to 
violate existing law,’ he con- 


tinued. 

“Tf the major oil companies,”’ 
Davis Suggested, ‘‘were shown 
to have used their powers as in- 
tegrated eoncerns in such a 
way, for example, as to reduce 
prices in any given section to 
put local rivals out of business; 
or to have high maintained 
prices for raw material 
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supplies while cutting prices 
of the refined product 
to or below cost so as to 


force from the business compet- 
ing concerns which’ purchase 
their raw materials; or to have 
used coercive or oppressive 
means to secure leaseholds and 
exclusive agency or license ar- 
rangements for retail outlets, 
quite different aspects, under 
the anti-trust laws, may then 
be presented.” 


Because the FTC investiga- 
tion in 1933 was largely con- 
fined to lease and agency agree- 
ments, and especially to lubri- 
cating oil contracts as a part 
of such agreements, Davis was 
unwilling to give an opinion on 
the lease and license contracts 
without further investigation. 


He did say, however, that the 
commission “has reason to be- 
lieve that this method of distri- 
bution is a contravention of 
the FTC Act and Clayton Act, 
provided that the effect is to 
substantially lessen or serious- 
ly menace the competition of in- 
dependent distributors.”’ 


Davis said that the FTC in 


1933 had found concerted action 
on the part of certain large 
companies to put in effect ex- 
clusive dealing arrangements. 
Whether it has continued since, 
the Commission “is not ap- 
prised”. However, ‘‘concert of 
action” is not a vital feature 
of this method of competition, 
he added. 

Regarding Ickes’ question as 
to whether exclusive dealing 
contracts for gasoline and mo- 
tor fuels had been “sufficiently 
discriminatory against small 
enterprise and otherwise unfair 
to warrant their prohibition un- 
der the provisions of the NIRA,” 
the FTC said that a further in- 
vestigation was necessary and 
suggested that the Oil Admin- 
istration finance it. 

Under his March 4 order (see 
N.P.N., March 6th) Ickes out- 
lawed exclusive dealing ar- 
rangements for lube oils and 
other products but withheld a 
decision on existing exclusive 
gasoline contracts pending a re- 
port by the FTC. However, 
Ickes prohibited the writing of 
any new exclusive gasoline con- 
tracts. 


New Bill Takes Code from Industry's 


Hands Titus 


WASHINGTON, April 18 
HE Harrison Bill is not an 
“extension”? of NIRA but a 
complete about-face from 
the industrial self-government 
policy of the present law, accord- 
ing to Louis Titus, counsel for 
the Planning and Co-ordination 
Committee, who appeared April 
17 before the Senate finance 
committee which wound up its 
NRA hearings today. 
Under this bill, the oil indus- 


try could be deprived of any 
voice as to what goes into its 


new code, who shall administer 
it or how much it shall cost, 
Titus pointed out. 

Code authorities—like the P. 
& C. Committee—might be com- 
posed in part of persons not con- 
nected with the oil industry. To 
have any final authority at all, 
the code authority would have to 
be made up entirely of govern- 
ment officials. This would mean 
that the Petroleum Administra- 
tive Board would become the 
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Tells Senate 


code authority for the oil indus- 
try, he added. 

Such code authorities are em- 
powered to levy assessments and 
force collections from the indus- 
try which would have no say as 
to how much or in what way this 
money would be spent. 

The President is authorized to 
change any code or grant exemp- 
tions as he sees fit, Titus con- 
tinued. Provisions for the im- 
position of ‘‘limited codes’’ are 
broad enough to cover as much 
as a code submitted and ap- 
proved in the regular manner. 

While purporting to exempt 
from the anti-trust laws persons 
complying with a code or agree- 
ment, approved by the President, 
the new bill does not in fact do 
so, he pointed out. 

He said that the bill gives 
code administrative agencies the 
power to subpena witnesses and 
compel production of books and 
records, backing this up with 
heavy fines and imprisonment. 





The bill gives the President 
power to write an entirely new 
code without any reference to 
the industry. 

Titus said the oil 
been ‘‘very helpful.”’ 

“If this bill were to continue 
the codes as they are, or the set- 
up as it is, or with minor modifi- 
cations,” Titus told the Commit- 
tee, ‘“‘I would not be here at all. 
But it seems to me that you are 
taking away most of the virtues 
of the present Act by this bill.” 


code has 


Cost of Administering 
Code is $4,000,000 


WASHINGTON, April 23.-— 
Administration of the oil code 
has cost the industry approxi- 
mately $4,000,000 to date. 

Figures compiled by the Plan- 
ning and Co-ordination Com- 
mittee show that the total cash 
outlay by the national, regional, 
state and local code committees 
from Sept. 1, 1933 to March 1, 
1935, was $1,956,414. Of this 
$537,113 was spent by the P. & 
C. Committee. 

The industry is also support- 
ing the federal oil administra- 
tion through the 0.1 cent per 
barrel tax on crude at the well 
and refinery. From June 9, 1934 
to April 1, 1935, this tax brought 
in $1,291,761, 

“xpenditures of the Petro- 
leum Administrative Board and 


the Petroleum Labor Policy 
Board, from Sept. 1, 1933 to 
June 30, 1934, were about 


$237,000. No figures are avail- 
able on expenses of the Division 
of Investigation, under Louis R. 
Glavis; but it is understood that 
they were more than for the rest 
of the oil administration. 

Add to this current tax collec- 
tions and expenditures of the 
code committees and the total is 
about $4,000,000. 

Chairman Collett, of the P. & 
C. Committee, pointed out that 
the principal contribution of the 
industry has been the time and 
efforts of oil men on various 
code committees who have 
served without pay. 

“Unlike some other codes,” 
said Mr. Collett, ‘‘there has been 
no complaint that the small oil 
operator is being overburdened 
with assessments for the oil 
code. There has been no com- 
pulsion. Contributions from oil 
companies have been volun- 
tary.” 
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Mr. Glavis Appears to Have Been Kicked Upstairs 


By Lawrence E. Smith 


TULSA, April 22 

IEWING the matter from close range, it 
seems that Oil Administrator Ickes has 

just about fixed things in East Texas to 

give the maximum aid and comfort to the boys 
who want to run a little ‘“‘hot’’ oil now and then. 

It seems that his new Federal Petroleum Su- 
pervisory Agency succeeds Glavis and his human 
bloodhounds, except that the bloodhounds re- 
main and become FPSA ferrets. Glavis gets out, 
according to Ickes, but goes back in whenever 
he feels like it. 

The situation up to the date of the recent 
change has been this: Glavis had a crew of 
trail-sniffers and clue-finders on what was loose- 
ly referred to as duty. They were the evidence 
getters and the whole business was part of the 
Ickes carnival. 

Then there was the Federal Tender Board, 
three men who had the say about oil moving from 
Nast Texas into the channels of interstate com- 
merce. This board had a bunch of investigators 
also, but they did not investigate in conjunction 
with the Glavis people. The latter crowd in- 
vestigated the tender board investigators and 
the board members themselves, turning up such 
interesting items as the approximate time the 
board and its investigators ate breakfast, when 
they took out from Tyler to the field and what 
they did with their spare time. 

The tender board and its agents also worked 
for Ickes and was in some way or other connected 
with the Petroleum Administrative Board, of 
Washington. 

That makes three agencies that had to do with 
East Texas. Two were concerned with keeping 
‘hot’? oil from moving out of the state and the 
Glavis gang was concerned with bothering the 
others at their work. The latest action of Ickes 
in bringing about composure of the quarrel be- 
tween the Glavis unit and the others is nothing 
short of an exhibition of statesmanlike genius. 

Now Glavis has a new bunch on which to train 
his microscope. The FPSA is added to the list of 
Ickes’ agencies that must have the personal at- 
tention of the super-sleuth, or ‘‘ace investi- 
gator,’’ as Glavis is referred to in the press. He 
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can come into East Texas, or send someone in, 
to watch the tender board, the FPSA and such 
members of the PAB as happen to be touring 
those parts. They will, of course, be followed as 
they leave Washington. 


Glavis really gets the breaks, as he will not 
be officially in East Texas any more but can be 
there incognito, thus giving him and his men 
that splendid air of physical detachment so es- 
sential to good detective work. 

Ickes at first said that the Glavis personnel 
in East Texas would be transferred to the new 
F PSA but a little later he said Glavis’ boys would 
remain in East Texas to carry on their regular 
interior department duties. Those duties, as pre- 
viously observed, were trailing and reporting on 
the tender board and its personnel. Telephone 
lineman make the best agents for the Glavis di- 
vision. 

Since he was designated by the President to 
handle the East Texas job back in July, 1938, 
Ickes has been a great boon to the East Texas 
folk who like to roughhouse a little now and 
then. Glavis’ crew arrived on the scene early and 
began ordering everybody to make out reports. 
It took the rugged individualists about two 
weeks to discover that the reports were not being 
read, merely tied in bundles and stacked in the 
corner. After that everybody went on about his 
business, subject only to such annoyances as the 
state authorities could provide. 


One of the “‘hot” oil practitioners recently re- 
marked that he hoped some day to go to Wash- 
ington and obtain audience with Ickes. He said 
he wanted to shake the oil administrator by the 
hand and thank him for about 15 months of real 
blessings. He said he was a little scared when 
the news came out that it was unlawful to ship 
“hot’’ oil in interstate commerce and it looked 
as though his business might suffer a set-back. 
But when Ickes issued an order providing that 
the shipper had merely to make affidavit that 
the shipment was legal and it was learned that 
no attempt was being made by the Glavis crew 
to see whether the affidavits bespoke the de- 
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ponent’s true thoughts, the Promised Land had 
really been provided. 

All the shipper had to do was to sign a little 
form saying he was a good, law-abiding citizen 
and that his gasoline or other product had been 
produced in complete conformity to the regu- 
lations made and provided by the Texas Rail- 
road Commission and any rules or orders issued 
by Ickes. He didn’t even have to sign his own 
name, for there was nobody around to look into 
that. So dozens of them grew waggish and signed 
Ickes’ name. 

Under any ordinary procedure some one of 50 
or 60 investigators would have discovered that 
the name of their most august chief was being 
taken in vain, but not the Glavis ‘‘dicks.’’ They 





never did find out or, if they did they dismissed 
it as being of no importance, that, according to 
the records of the railroads, Ickes was doing the 
biggest business of anybody in shipping oil by 
tank cars. 


From the present appearance of the new ar- 
rangement it looks as though Glavis is still king 
of the East Texas investigating business and the 
tender board is nicely parked behind the eight- 
ball. If that be true, the summer will be en- 
livened by resumption of the guerilla warfare 
which Glavis has conducted against the PAB 
and its offspring, the tender board. The boys who 
make a little run of “hot’”’ oil ever and anon 
should find this arrangement ideal both for their 
amusement and profit. 


Founding of Independent Oil Industry In West 


ls Monument to Frank Fretter 


By Warren C. Platt, Editor 


EW oil men today can look back 30 and 
F iver years and see the oil industry as it 

then was, and appreciate the factors that at 
that early period brought about the oil industry 
of today. 

One can get a fair understanding of these 
early days of the present oil industry and par- 
ticularly the start of the Independent portion of 
the industry as it is known today, by looking 
back over the life of Frank B. Fretter, president 
of the National Refining Co., who died a week 
ago. ; 

He and his company and his early associates 
can very properly be called the pioneers of the 
Independent oil industry particularly in the 
west; the man and the organization that made 
it possible for the coming and the existence of 
the early Independent refiners of the west and 
the early Independent jobbers. 

We do not intend to open up the closet and 
trot out the bones of the old Standard-Independ- 
ent fight of those days. Looking back one 
realizes that there is much to be said on both 
sides of that argument. Men are human beings 
and when they fight they fight. They are fight- 
ing today only under different rules. They 
fought 25 and more years ago, but under rules 
that permitted blows that are severely frowned 
upon under the idealistic standards of the New 
Deal. 

The old Standard Oil crowd of those days is 
gone. The Standard Oil men of today are of a 
new period, many of them recruited from the 
anti-Standard crowd of yesterday. So we look 
into the past only to appraise a man, just as we 
would look into the past and see in it material 
to appraise approvingly many of his competitors. 
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The real beginning of the vast Independent 
oil industry of the west as we know it today 
can very properly be said practically to have 
started with the erection by the National Refin- 
ing Co. of its refinery at Coffeyville, Kansas al- 
most 30 years ago and the company’s construc- 
tion of bulk stations from there to the Canadian 
line. The oil fields of Kansas were blowing off 
their surplus and the then big shallow sand fields 
around Bartlesville, Okla. were at their height. 


Small Independent refineries had been started. 
mostly by producers who could not get the pipe- 
lines to take their oil because of the surplus on 
the market. These made a poor grade of kero- 
sine, then the primary product, and a poorer 
grade of gasoline. There were practically no 
Independent jobbers, or bulk station owners. 
The best mailing list of such in the country, 
showed only some 125 for the entire U. S. and 
not all of these handled light oils. The Stand- 
ards did some 85 per cent of the business most 
every where. The Gulf was just getting started 
mostly as a production company and The Texas 
Co. was interested almost entirely in fuel oil on 
the Gulf Coast. 


The key to the oil situation in those days was 
freight rates, tank cars being the chief means 
of transportation, horse drawn tank wagons be- 
ing the only other means outside of a few crude 
oi pipelines. The freight rate fabric had been 
built up over a period of many years, and quite 
naturally too, with commodity (lower) rates 
from Standard oil refining points and naturally 
no special rates from points at which there had 
not been refineries. 

That meant that special rates applied from 
the Standard’s refining points at Neodesha. 
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Kans., Sugar Creek, Mo. and Whiting, Ind. and 
later Alton, Ill. But no such rates were in effect 
from points in the newly discovered fields where 
the Independent refiner from lack of cash, had 
to locate, 


The National Refining Co., like all the rest of 
the Independents, started on a shoestring, but 
it had built itself into a fair sized company in 
some 15 years by the time it constructed its re- 
finery at Coffeyville, Kans. But more important 
than that was the fact that because of its refin- 
eries in the east, it had been one of the promi- 
nent organizers and backers of the National 
Petroleum Association, which about 27 years ago 
got set up to open up avenues of better freight 
rates from the refineries of its members to their 
jobbers and to other points where new jobbers 
could enter business. 


The association, under the leadership of its 
general counsel the late Judge Chamberlin, and 
under its traffic manager, Fred W. Boltz, still 
living, fought and got better and better freight 
rates from the refineries of its members in 
Pennsylvania as well as from the refinery of its 
then lone member in the West, that of the Na- 
tional at Coffeyville. 


One could see the new Independent oil indus- 
try unfold and grow from year to year, yes even 
from month to month, as this fight developed. 
The attack was before the Interstate Commerce 
Commission, which had just been given full 
authority to raise and lower freight rates as it 
deemed best. Thousands and thousands of cases 
were filed, fought and won, because the rate 
between each and every point had to be made 
the subject of a special case. Blanket petitions 
covering hundreds of points did not come into 
use until much later. 


HIS was a long, tedious and expensive process 

as it took from six months to a year and some- 
times more to get a case through and won. But 
the association kept persistently at it and the 
members of the association courageously footed 
what then seemed an enormous bill for some- 
times almost bankrupt businesses. The few In- 
dependent refiners of the west, tried to have an 
association but for many years they did not have 
the money to finance one and carry on such a 
fight. As they came into existence and could 
dig up the money some of them joined the Na- 
tional Petroleum Association. But the main 
fight had to be pioneered and carried on from 
the treasuries of the older Pennsylvania refin- 
eries and that of the National. 


Coffeyville, Kansas, is so located geographic- 
ally that any change in rates from tnat point, 
especially north and east would naturally apply 
to the whole Kansas and Oklahoma refining ter- 
ritory. Ags the National battered down the rates 
and was able to enjoy an increase of gallonage 
at its then few bulk stations, and was able to 
push into new territory with new stations, the 
other refiners could and did follow. New jobbers 
came into being until in a few years time the 
west was well filled with Independent jobbers. 
many of whom built up large businesses, some 
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larger than the whole National Refining Co. was 
at the time it started that plant at Coffeyville. 
While the railroads, urged by the Independ- 
ents’ big competitor, fought most vigorously all 
efforts to reduce rates, one should not get the 
idea that the Independents were asking any un- 


fair advantage, nor seeking abnormally low 
rates. They only sought, but never got, the 
Same scale of rates as applied from the refin- 
eries of their big competitor, figuring on a ton- 
mile basis. So long as they could get within 
shooting distance of these other rates they were 
able to grow and compete with the big competi- 
tor by reason of the same advantage that the 
smaller company has today, less overhead and 
the fact that the owner himself is sitting on the 
job managing the details of his own business. 


HE National Refining Co., and the National 

Petroleum Association did much fighting be- 
fore western legislatures for laws against unfair 
price discrimination. All of those on the statute 
books of western states, together with the favor- 
able court decisions that grew from them, can 
be credited to this combination. They also 
fought for a reasonable elimination of spying by 
the oil inspection departments. And at one 
memorable legislative session in Kansas Mr. 
Fretter and a group of Independent oil produc- 
ers fought all session for a $5,000,000 appropri- 
ation to build a state-owned refinery to run the 
crude of the producers which, because of a sur- 
plus, the pipeline would not buy. 

Frank Fretter and his associates were going 
to run the refinery, for the benefit of their sta- 
tions. It is not tipping off any secret today to 
admit that these men were not as serious in their 
plans as they seemed, as it was more of a re- 
taliatory measure against the pipeline company 
to make it take the crude and against the big 
distributing competitor to make it quit cutting 
prices. The campaign was reasonably success- 
ful even though the refinery was never built, be- 
cause it showed the big people that the newcom- 
ers could fight with ability even though broke 
and that they had the popular side of the argu- 
ment. 


All this campaigning in the west was under 
the personal direction of Frank Fretter. His 
chief associate and president, J. I. Lamprecht, 
watched the eastern end and tried to get the 
money to carry on the campaign. Fretter was 
in his early forties in those days, quick, aggres- 
sive, even pugnacious and tremendously re- 
sourceful. He took many a licking but never 
admitted it. He spent most of his days and 
nights and a great deal of his strength, a loss 
which made him rather inactive in recent years, 
chasing up and down the west, buying crude oil, 
drilling wells, getting pipelines laid, opening up 
a new bulk station, fighting against a price war 
and back to see how the new refinery was get- 
ting along. However, he rather gleefully ad- 
mitted in those days that he did not know one 
end of the refinery from another. He did not 
have time to learn. He put a good man in charge 
of its construction, and that man is running it 
today, then Fretter went on about the more im- 


portant business of getting crude and selling the 
products at something other than a loss. 

It was out in the west one of those days some 
30 years ago that Fretter once really felt that 
he might be licked. The price wars on kerosine 
had drained the company’s treasury and credit 
just about dry. For all he knew they might be 
closed up any day. He decided he might as well 
go down with his colors flying so he raised his 
prices in Kansas City to a profitable level, even 
though that meant 4 or 5 cents a gallon over 
the competition, then he called on all his trade, 
mostly grocers, and told them the story of what 
the company meant to each of them and to the 
community, in fact to the whole U. S. and the 
world and of its quality products. Fretter said 
the first man he tackled was not much inter- 
ested and went on waiting on the trade, but Fret- 
ter, desperate, followed him around his store, 
helped him dish up pickles and sugar and draw 
vinegar and kerosine until by the end of the 
day the man had agreed to the new scheme, 
agreed to the new price and to put on the sales 
talk to his trade. Then Fretter went on to the 
next. 

The plan worked. National’s kerosine busi- 
ness went on a profitable basis regardless of com- 
petition and from it came the settled policy of 
the company on its National Light Oil. A short 
time later he had the necessity of doing the same 
thing with gasoline and from that came White 
Rose Gasoline, always at 3 cents above the top 
price of the competition. 

It was Fretter who drummed this into his 
fast growing sales organization. He lived with 
it, drank it and even his coffee was flavored with 
it. So thoroughly had this fighting sales spirit 
gotten into the company that 20 years or more 
ago when the company bought from the ash pile 
the wrecked Canadian Oil Companies, Fretter at 
once put the policy into effect where no policy 
except price cutting had ever obtained, and in- 
side of six months, much to the National’s sur- 
prise, the darn thing started making profits and 
it has done so ever since. 

So looking back, if you will pardon me in do- 
ing so with a life-long friend, Frank Fretter not 
only opened up the west to the Independent re- 
finer and jobber by getting a livable scale of 
freight rates in effect, but he early set a sales 
standard that was used by every sales manager 
to jack up his sales organization. His sales pol- 
icy of better prices and quality, toned up the 


whole west and the east as far back as Ohio. 
It showed weak and embryonic salesmen, sales 
managers and bosses, what could be done. It 
undoubtedly was a strong influence against the 
price cutting that otherwise might have obtained 
had the policy been one of gallonage at any 
cost, which has been followed by so many com- 
panies since. Frank Fretter got the business, 
good business and big business, but in doing so 
he shamed his competitors—not himself—and he 
set a high mark for them to shoot at. They 
shot at it but few indeed ever hit it, and then 
only after Fretter had showed them how to 
do it. 

In addition to all this he set a standard, differ- 
ent from all except the old Rockefeller com- 
panies, in company management. As fast as they 
possibly could he and his associate—they ran 
the business practically as partners — made 
profits, plowed them back into the business and 
built up cash and bond reserves against the rainy 
day. It was almost 20 years ago that they paid 
off the last penny of borrowed money and be- 
gan accumulating a sizeable cash and U.S. bond 
surplus. Not a penny has been borrowed since 
and, despite the tragedies of the last several 
years, a fair portion of that hard money sur- 
plus is still there. 

The company is far larger and far stronger 
than the average oil man suspects, because the 
two geniuses who built it never beat their bass 
drums, except over the quality of their products. 
While the din on that theme was at times ter- 
rific, they left it to the checks that silently went 
through the mails to their stockholders to do 
the talking on how good the company was. 

This is a story that a friend deserves, a friend 
who for really almost 30 years, even before | 
started this paper, has been big brother and 
Dutch Uncle to me. Young as I am in com- 
parison, there really are only a scant dozen of 
us or less left of that early group that debated 
over and helped plan and balleyhoo, if you will, 
those early fights. 

Long as this story is, I trust it has been in- 
teresting, not just to that scant dozen, but to 
the thousands of newcomers in the oil industry, 
and that these, from this brief sketch of this 
early and venturesome pioneer of Independent 
oil, will get some of the values that are in the 
life of Frank Fretter, which they can apply to 
their own business. And the first of these is 
to go get a profit. 





Gulf Production Company 
Manager is Dead 


By Telegraph 


TYLER, 
Underwood Nazro, 
dent and general manager of 
Gulf Production Co., and Gulf 
Pipe Line Co. of Texas, died Sun- 
day, at his home in Houston. He 
was 60 years old. In failing 
health for several years he had 
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been active in his official duties 
until very recently. 

Nazro was one of the out- 
standing oil men in the south- 
west. He went to Spindletop as 
an independent operator short- 
ly after 1900 and in 1912 was 
elected vice-president and gen- 
eral manager of the J. M. Guf- 
fey Petroleum Co. He continued 
without change of title or duties 
when the Gulf companies ac- 
quired the Guffey interests. 


Nazro was accounted by oil 
men as one of the most astute 


of the period in which he was ac- 
tive. He was not widely known 
publicly as he appeared little 
before the public or in the press. 
He was an unyielding opponent 
of political interference with 
business and about three years 
ago in testimony before a Texas 
senate committee gave one of 
the most forceful arguments 
that has yet appeared against 
governmental supervision of oil. 

Of his immedate family those 
surviving are his widow, one son 
and a daughter. 
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Texas Again May Prevent Passage 
Of Thomas Oil Control Bill 


By A. M. Petty 
N. P. N. Staff Writer 


WASHINGTON, April 20 

UPPORTERS of the Thomas 

S oil bill are wondering just 

how much pressure the 

White House will exert to secure 

its enactment by ‘Congress at 
this session. 

Without the active support of 
the President, the bill is con- 
ceded little or no chance of pass- 
ing. 

The proposal of Indiana in- 
dependent marketers that the 
bill be amended to provide for 
disintegration of major com- 
pany operations met with ob- 
jections from Russell Brown, 
counsel for the Independent Pe- 
troleum Association of America, 
which sponsored the bill. 

“We ought to cure one evil 
at a time,’”’ Brown said. ‘“‘The 
bill has aroused enough contro- 
versy without tacking on such 
an amendment.” 

The Thomas Bill does not di- 
rectly concern the marketing or 
refining branches, it was point- 
ed out. It covers only crude pro- 
duction. 

A week ago it seemed that a 
presidential message was in 
prospect. But this hope was ap- 
parently blasted Friday. Reply- 
ing to a direct question, Presi- 
dent Roosevelt told newspaper- 
men that he did not expect to 
send a message to Congress on 
oil. 

This was contrary to the im- 
pression of congressional oil 
leaders who were summoned to 
the White House April 13 for a 
conference with Administrator 
Ickes on oil legislation. 

There was a general under- 
standing, according to several 
participants in the conference, 
that the President would call 
upon Congress to approve the in- 
terstate oil compact and enact 
needed federal legislation to 
guard against a breakdown of 
state control. 


This was viewed as an intent 


to indorse the Thomas Dill. 


which provides for a compact 
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and includes legislation to con- 
tro] indirectly the production of 
crude should the compact or 
state law fail. 

Some attributed the Presi- 
dent’s ‘change of mind’’ to ef- 
forts of Governor Allred of 
Texas, who presented opposition 
to the Thomas bill at the hear- 
ings before the Senate Commit- 
tee on Mines and Mining, which 
closed Wednesday. 

Allred got in some intensive 
‘missionary work’’ around Cap- 
itol Hill the last of the week. 
He fanned resentment, already 
smouldering, at the “slight” to 
Texas in the White House oil 
conference .No Texan attended. 
None was invited, it is under- 
stood, 

The youthful Texas governor 
called upon Congressman Cole, 
chairman of the House oil sub- 
committee, and afterwards re- 
ported he had a ‘‘very satisfac- 
tory’’ conference. 


BOUT his conference with 
President Roosevelt, Allred 
would say nothing. 

The President’s statement 
Friday does not eliminate the 
possibility that he will send a 
strong letter to congressional 
leaders urging enactment of the 
Thomas bill, it was pointed out. 

This he did for the Thomas- 
Disney Bill last year, but it 
failed to pass. Conditions are 
less favorable this year. 

Last year, the President had 
an unquestioned hold on Con- 
gress. Texas senators and con- 
gressmen dared not oppose the 
oil bill openly. However, their 
dilatory tactics behind scenes 
blocked it from reaching a vote 
in either the Senate or House. 
This year Texas’ opposition is 
out in the open. 

Earlier this year, Congress- 
man Rayburn, Texas, chairman 
of the interstate commerce com- 
mittee, stated on the House 
floor that he was opposed to any 





legislation like the Thomas-Dis- 
ney Bill which would ‘“‘make 
one man the dictator of the oil 
industry.”’ 

Rayburn said then that he 
favored leaving oil control to 
the states, either by their own 
laws or through a compact; 
“But if the states can’t do it, 
then a higher authority must 
step in,” he added. As late 
two days ago, Rayburn said his 
views were unchanged. 


as 


“We now have the Connally 
‘hot’ oil law and Congress prob- 
ably will pass a compact if they 
don’t try to hang too much on 
it,’ Rayburn continued. ‘That 
will be a challenge to the states 
to control the oil problem. We 
ought to give them a chance to 
prove themselves.” 

Coming from the man who 
last year blocked the Thomas- 
Disney Bill, despite letters and 
personal telephone calls from 
the President, Rayburn’s atti- 
tude is a high hurdle for the oil 
bill to take. 

Rayburn’s attitude is reflect- 
ed by at least a majority of the 
Cole oil subcommittee, it is be- 
lieved. 

Ickes’ backing of federal oil 
control and pressing the Presi- 
dent to seek legislation at this 
session doesn’t make the pro- 
posal any more acceptable to 
senators and congressmen gen- 
erally. He is even less popular 
around the Capitol than a year 
ago. He will handle the distri- 
bution of a large part of the 
five-billion dollar work-relief 
fund, but is not expected to use 
this to win votes for his oil pro- 
gram. 

A year ago, it appeared that 
95 per cent of the oil industry 
favored principles of the 
Thomas-Disney Bill. But that 
accord has fallen apart, prin- 
cipally because of dissatisfac- 
tion with Ickes’ administration 
of the oil code, as pointed out 
by Judge Beaty in his testimony 
supporting the Thomas Bill. 

Ickes’ belief that the 
try should be regulated as a 
“public utility’? from well to 
gasoline pump is well-known. 
Many in the industry—rightly 
or wrongly, believe that the 
Thomas bill is a step toward 
complete federal control, in 
the hands of Ickes. 


The opposition to further oil 
legislation was stronger and 


indus- 








able to present a better argu- 
ment this year. While the ma- 
jor companies may not have ac- 
tively supported the Thomas- 
Disney bill last year, there is no 
doubt about their opposition 
this year. 

Axtell J. Byles, president of 
the American Petroleum Insti- 
tute, presented what many be- 
lieved the most forceful argu- 
ment! of the hearings in oppos- 
ing the bill. 

Governor Allred declared the 
bill contemplated a ‘‘federal oil 
caictatorship.”’ He called atten- 
tion to Ickes’ suggestion that 
the bill be amended to vest con- 
trol in the Secretary of Interior 
(Ickes) instead of a_ board 
chosen from the industry. 

Allred said Ickes favored this 
bill as a “‘stepin the right direc- 
tion,’’ because he realized that 
a comprehensive bill could not 
be passed now. 

“Texas will never submit to 
dictatorship through a bill of 
this kind or through dictation as 
to what shall be incorporated 
in an interstate compact,” he 
declared. 

Attorney General McCraw, of 
Texas, assailed the ‘‘do-no- 
thing’? policy of Louis Glavis, 
head of the Interior Depart- 
ment’s division of investigation. 
‘“‘Glavis has had 40 men in East 
Texas for more than a year—in- 
vestigating who, I don’t know 
reporting to whom, I don't 
know. Nobody knows what he is 
doing. I say this to show that 
federal control is no guarantee 
of success,” he added. 

Both McCraw’ and_ other 
Texas officials, however, had 
high praise for the co-operation 
given them by the Federal 
Tender Board. 


Chairman Thompson of the 
Texas Railroad Commission de- 
nounced the bill as ‘“‘unconstitu- 
tional and unnecessary.” 

“Texas is controlling oil pro- 
duction to the point where vio- 
lations are negligible,” he 
added. “Not a single injunction 
is pending against the commis- 
sion’s production regulation or- 
ders. The industry is almost 
unanimously supporting the 
state’s proration laws and or- 
ders. The state legislature is 
fully alive to needs of the situa- 
tion and has perfected proration 
laws almost to the ideal.”’ 


‘See page 42 for 
Bvyle’s arguments 





a summary of Mr 
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Off the witness stand, Thomp- 
son answered charges of 
Charles Roeser, Fort Worth, 
that oil was being stored in 
open pits in violation of commis- 
sion regulations by saying “all 
those pits are now under injunc- 
tion.”’ Roeser inserted in the 
record a list of East Texas re- 
fineries which he said were 
using open storage pits. 

C. C. Brown, representing 
Governor Marland, of Okla- 
homa, and R. L. Patterson, per- 
sonal representative of Gover- 
nor Merriam, of California, both 
opposed the bill and urged Con- 
gress to give the states a chance 
to handle the oil problem 
through the compact. 

No producers from Texas ap- 
peared against the bill. Cali- 
fornia oil men appearing were 
solidly opposed to it, including 
Rush M. Blodget, representing 
the California Oil Producers’ 
Agency; W. H. Geis, indepen- 
dent producer; and C. C. Spicer, 
Republic Petroleum Co. 


BRIEF by the American Pe- 

troleum Co., Houston, pre- 
senting its side of the Papoose 
case was put in the record to il- 
lustrate “‘results of such federal 
legislation regardless of the 
President’s good intentions 
when authority is placed in in- 
experienced, incompetent = or 
misguided department heads 
who in turn pass responsibility 
and actual direction of enforce- 
ment to subordinates.” 

Declaring that they ‘‘cannot 
understand why our state offi- 
cials are fighting the Thomas 
bill as it will help them to do 
their job better,’ R. W. Fair 
and W. P. Moore, members of 
the state tender board in East 
Texas, wired a strong plea for 
passage of the bill. 

A letter from Governor Lan- 
don, of Kansas, was read into 
the record urging support of the 
bill. He was the only state gov- 
ernor supporting the measure; 
last year the governors of all 


the oil-producing states were 
for it. 
“Our experience has_ been 


that the problem of balanced 
production cannot be achieved 
by the action of any single state, 


but requires federal action,” 
said Governor Landon. 
Senator Capper of Kansas 





appeared at the hearings to in- 
dorse the measure. 
J. D. Battle, National Coal 


association, supported the bill 
“because of its promise of fur- 


ther restrictions upon waste- 
ful excess production of fuel oi! 
from the unfair competition of 
which we are surely entitled to 
relief.”’ 


Rebuttal testimony for the 
proponents was offered by J. D. 
Collett, Fort Worth, filling in 
for Wirt Franklin who was ill. 
Collett said the interstate com- 
pact was not likely to get com- 
plete results because it was pre- 
dicated on “physical waste” 
alone. He pointed out that a 
state might exceed greatly the 
demand for its oil but still pre- 
vent “‘physical waste.”’ 


Ineffectual as the compact 
plan may be, the pleas of the 
governors of Texas, California. 
and Oklahoma that the plan be 
given a chance, are expected to 
be powerful. Backing this up is 
the degree of control attained 
by Texas authorities (giving 
due credit to the Federal 
Tender Board) in recent weeks, 
and the promise of California to 
enact a state control law. 


A definite test of the constitu- 
tionality of federal production 
control is headed for the U. S. 
Supreme Court in the Wilshire 
case, opponents of the bill point 
out. While this point is being 
decided, the compact plan could 
be undergoing a test. If it fails. 
and the court upholds federal 
control, Congress will meet 
again in six months, it was sug- 
gested. 


In the face of these argu- 
ments and increased opposition 
from the states and the in- 
dustry, the Thomas bill is in for 
rough sledding. With other 
more important items in his 
legislative program facing a 
fight, it may be that the Presi- 
dent will not choose to risk 
further controversy by attempt- 
ing to jam the Thomas Dil! 
through the closing weeks of 
the present session. 


The President may ask for 
approval of the interstate com- 
pact and let it rest there for this 
session. Another probability is 
that the Cole committee wil! 
come forward with its final 
recommendations, which are ex- 
pected to include: a state com- 
pact, a federal agency to com- 
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pile statistics on consumptive 
demand and recommend (not 
impose) quotas to the states, 





and limitation of imports. This 
would probably be acceptable to 
Texas and the other states. 


New Section to Thomas Bill ls Proposed 


To Separate Integrated Companies 


CLEVELAND, April 22 

HE Indiana Independent Pe- 

T troteam Association is seek- 

ing to amend the Thomas 

bill for federal regulation of the 

oil industry to include provision 

for the separation of integrated 

companies in producing, pipe- 

line, refining and marketing 
branches of the industry. 

In so doing the Indiana asso- 
ciation is making concrete ap- 
plication of the suggestion in 
the report of the Petroleum 
Code Survey Committee a few 
weeks ago that separate cor- 


porations be required, for in- 
tegrated companies, in each 


branch of the business. 

This suggestion was for the 
protection of small enterprises 
in the oil industry and to meet 
the criticism that the large in- 
tegrated companies’ subsidize 
losses in their operations in re- 
fining and marketing with their 
profits made in producing. 

The Indiana association pro- 
poses to add to the _ present 
Thomas bill the requirement 
that no “‘person’”’ may engage in 
more than one branch of the in- 


dustry and ‘“‘shall conduct an 
integral business. in __ itself, 
separate and apart from any 


other business and conducted, in 
all respects, without any secret 
dealings with the business of 
any other branch.” 


The duties of the Federal 
Petroleum Board, as set up in 
the Thomas bill, would be en- 
larged to require it to secure the 
necessary reports from oil com- 
panies to determine that the 
segregation of activities was 
maintained. 

The amendment proposed by 
the Indiana marketers would 
allow a “person” engaged in 
business in one branch of the 
industry to hold stock in a cor- 


poration engaged in another 
branch. 
It is also proposed by the 


Indiana marketers that a new 
section be added to the Thomas 
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bill, entitled ‘“‘Business Prac- 
tices.”” One clause of this would 
forbid the transfer or use of 
profits from one branch or one 
business to another. Another 
clause would prohibit the sale or 
transfer of petroleum products 
where the effect was to create a 
monopoly. 

While the hearings on the 
Thomas bill before the Senate 
Committee on Mines and Mining 
have ended, a letter from the 
Indiana association states the 
committee chairman has prom- 
ised that, if sufficient industrial 
support for the proposed amend- 
ments are shown, they would be 
considered by the committee be- 
fore it is reported out. The 
Indiana association is urging 
jobbers in all middle western 
states to wire the committee and 
their own members of Congress 
asking consideration of the pro- 
posals. 


The action of the Indiana as- 
sociation is the outgrowth of a 
resolution adopted by the mem- 
bership at a meeting April 11. 
L. J. Scheidt, president, and a 
committee were in Washington 
last week interviewing Con- 
gressmen to find out if such a 
bill would be given serious con- 
sideration. 


“This committee met with 
such favorable reception that it 
was felt that the time is very 
propitious for the introduction 
of a bill of this nature,’’ stated 
the secretary of the Indiana as- 
sociation in a letter to independ- 
ent marketers. 


Titus’ Salary $22,500 


WASHINGTON, April 18.— 
Louis Titus receives $22,500 a 
year for his services as counsel 
for the Planning and Co-ordina- 
tion Committee, according to his 
testimony before the Senate 
NRA committee yesterday. 






Ashton on Labor Committee 
By Teletype 
99 


WASHINGTON, April 23.- 
H. T. Ashton, general manager, 
Lubrite Division, of Socony- 
Vacuum Oil Co., Inc., St. Louis, 
has been appointed vice-chair- 
man of the labor sub-committee 
of the Planning and Co-ordina- 
tion Committee, it was an- 
nounced today. Mr. Ashton has 
been active over the past year in 
labor matters confronting the 
marketing branch of the oil in- 
dustry. 


Opposition to Fuel Oil 
Tax Bill Growing 


By Teletype 


WASHINGTON, April 
Opposition to the Lloyd fuel oil 


on 
24. 


tax bill is steadily mounting. 
Congressman Wesley Disney, 


Tulsa, member of the Ways and 
Means Committee, today said 
his mail is heavy with protests. 
Disney said he would work to 
line up members of the com- 
mittee against this additional 
levy on an industry ‘already 
overburdened with taxes.”’ 

Congressman Lloyd, Wash- 
ington, sponsor of the bill to tax 
fuel oil and diesel oil 0.5 cent 
a gallon ‘“‘to equalize competi- 
tion with coal’’, said the Ways 
and Means Committee would 
take up his bill and other tax 
matters after finishing with the 
new NIRA. When this will be 
is uncertain. However, Presi- 
dent Roosevelt has announced 
that he wants the gasoline lube 
oil, and similar ‘‘nuisance”’ 
taxes extended. 


Court Delays Drilling 
In Oklahoma City 


OKLAHOMA CITY, April 20. 
—District Judge Clarence Mills, 
Oklahoma county, held up pro- 
posed development of the area 
within the limits of Oklahoma 
City where drilling was the sub- 
ject of a special election March 


5 When he temporarily _ re- 
strained the city from issuing 
further drilling permits and 


ordered oil companies to cease 
work on five locations. 

The order was issued on a pe- 
tition of nine property owners. 
The bases of the suit are con- 


that the charter 


tentions 
provision under which the elec- 
tion was held is invalid, that the 


city 


petitioners purchased and im- 
proved their property in the 
belief that it had been zoned for 
residential, apartment house 
and retail establishments and 
that the permitting of drilling 
was, in effect, licensing a 
nuisance. 

A further contention was that 
the election was illegal in that 
it was not paid for wholly by the 
city but that oil companies in- 
terested in the area had con- 
tributed to payment of the ex- 
pense of holding the election. 
It was asserted that Phillips 
Petroleum Co. had contributed 
$5750 of the expense. 

The zone was described as one 
containing 1200 acres of land in 
which 25,000 people lived. It 
was said to contain 2899 one- 
story buildings, 193 two-story 
buildings, 76 duplexes, 79 apart- 
ments, 185 business establish- 
ments, 12 churches, five schools 
and one hospital. 


Equipment Rule Violation 
Under Investigation 


WASHINGTON, April 22.— 
An ingenious arrangement by a 
major company to supply a deal- 
er with pumps and other station 
equipment free of charge has 
been discovered in a large east- 
ern city, according to reports in 
oil circles here today. 

An investigation has been 
made and prosecution recom- 
mended by the Oil Administra- 
tion, it is reported. The Justice 
Department is understood to be 
working on the case now. The 
code prohibits the giving away 
or loaning of equipment. 

The complaint is that funds 
were deposited in a bank under 
an escrow agreement to be used 
on call of the station operator to 
pay for station equipment and 
construction. 


To Dismantle Retinery 


TULSA, April 20.—Brown- 
Strauss Corp., Kansas City, Mo., 
has purchased the Sapulpa, 
Okla., refinery of the Continen- 
tal Oil Co. The plant will be 
dismantled and sold piecemeal. 

Originally built as a 4000- 
barrei complete plant by the Sa- 
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pulpa Refining Co. the refinery 
was one of the first in Oklahoma 
to install a Cross cracking plant. 
Investment by the original own- 
ers in the plant was said to have 
been about $2,500,000. 


Effect of 30-Hour Week 
Law Shown by Editors 


WASHINGTON, April 23.— 
Widespread strikes, general la- 
bor unrest, loss of business con- 
fidence and other effects likely 
to prove injurious to recovery 
may be expected as an after- 
math if the proposed 30-hour 
week bill, now sponsored by the 
American Federation of Labor, 
passes Congress. 

Such are the conclusions 
reached in a report just issued 
by the Committee on Labor 
Problems of the Associated 
Business Papers and National 
Conference of Business Paper 
Editors. NATIONAL PETROLEUM 
NEws is a member of both or- 
ganizations. 

This committee set out to as- 
certain what the direct effects of 
a rigid shortening of the work 
week would be. Significant 
among their findings is that la- 
bor costs would increase any- 
where from 5% to 300° de- 
pending largely upon man hours 
required per unit of production. 

Fear for the American stand- 
ard of living is expressed. These 
editors who are intimately fa- 


miliar with the economics as 
well as with the mechanics of 
production show that sound 


progress in the direction of a 
shorter work week is contingent 
upon the increased productivity 
of individual workmen. They 
point out that only if that pro- 
ductivity can be increased is it 
possible for employers to in- 
crease actual wages. 

The editors’ report shows that 
the proposed legislation works 
at direct cross purposes with 
the government’s agricultural 
program and that adoption of 
the 30-hour week would most 
certainly defeat efforts now 
made to bring about more equit- 
able production for prices of the 
agricultural products as against 
the products of industry. 

The report itself sets up the 
proponents’ arguments for the 
legislation, the economic factors 
that must be weighed in pass- 





ing judgment upon such legis- 
lation, takes into consideration 
case studies made in such indus- 
tries as coal mining, transporta- 
tion and automobile production 
and concludes with a succinct 
summary of editorial opinion 
which is based upon contacts 
with every part of the business 
front. 

Complete copies of this study 
are available at headquarters of 
the Associated Business Papers, 
330 W. 42nd St., New York, at 
a price of 10 cents each. 


Money Available to List 
Dust Stricken Area 


TOPEKA, April 
dust storms have been respon- 
sible for an appropriation of 
$250,000 by the federal govern- 
ment to be used in contour list- 
ing of 200,000 to 250,000 acres 
of land in western Kansas. This 
move is an effort of the govern- 
ment to prevent wind erosion. 
The plan also will be tried in 
Oklahoma, Texas, New Mexico 
and Colorado. 


23.—Recent 


A portion of the appropriation 
will be used for the purchase of 
gasoline, tractor fuel, distillate 
and lubricating oil. The FERA 
reports that appropriations have 
been set aside to cover the pur- 
chase of one gallon of third 
grade gasoline and one-sixteenth 
gallon of lubricating oil to each 
acre worked. While tractor 
power will be used extensively, 
reports indicated that horses 
and mules also would be used. 


Union Announces Demands 


CLEVELAND, April 23.—The 
Cleveland service station op- 
erators’ union has opened its 
campaign for a new contract 
with oil companies to replace 
the contract which expires May 
16. A letter was sent to the 18 
large companies by the union 
April 18 outlining its demands. 


The union asks a pay increase 
of 12% per cent, a new defini- 
tion of specialized operator, va- 
cations with pay, changes in the 
time limit on arbitration of dis- 
putes and the closed shop. 

An answer was asked by Ap- 
ril 24. The union signified its 
willingness to begin negotia- 
tions at once. 
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Dismissal of Tender Injunction Opens 


Possible Loophole for ‘Hot’ Oil 


TULSA, April 20 
HE East Texas field quieted 
T appreciably during the week 
and it was agreed that only 
tendered oil was being processed 
in the few plants running. There 
were only 12 in operation one 
day. However, dissolution of 
injunctions against all railroads 
in the state on April 16 was 
looked upon by some as opening 
anew avenue of trouble. 

These injunctions, obtained by 
the state in December in the dis- 
trict court of Travis county, 
bound all carriers to accept no 
shipments unless state approved 
tenders were shown. The rail- 
roads obtained removal of the 
case to federal court where it 
has reposed ever since. 

Dismissal the past week was 
by agreement of counsel for the 
railroads and state. The the- 
ory presented to Federal Judge 
McMillan was that the carriers 
themselves are requiring tend- 
ers on all intrastate shipments, 
these being issued by the Texas 
Railroad Commission, and on 
interstate movements as re- 
quired by the federal tender 
board. This board has jurisdic- 
tion over the interstate ship- 
ments, under the Connally law, 
and is not bound by the state 
court orders as is the railroad 
commission. 

But the federal board’s juris- 
diction is limited to the five 
counties in which the East Tex- 
as field is situated. It is so lim- 
ited by the Ickes order which 
created the board. Thus, there 
is the possibility that a shipper 
may get a state intrastate tender 
and ship from the district to a 
point within the state, then re- 
bill to interstate destination. 

The railroads, with federal 
court order dissolved, are not 
under compulsion to observe the 
state tender system on _ inter- 
state movement and it is not to 
be hoped that they will enter 
heartily into the sport of check- 
ing ‘‘hot’’ oil. Their first de- 
sire, as demonstrated on many 
occasions in the past, is to get 
traffic. 

Despite the claims of certain 
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Plants Open Again 


TULSA, April 23.—Several of 
alleged “hot’’ oil refineries in East 
Texas, shut down most of last week, 


were reported here today to be firing 
up again and shortly would be offering 
gasoline for intrastate movement. 
While the plants were shut down 
“dock” price had risen to around 4.5 
cents a gallon, exclusive of taxes. Un- 
confirmed reports here were that new 
quotations at the dock were now closer 


to 4 cents. 


ardent Texans that “‘hot’’ oil has 
been reduced to a mere trickle, 
company observers assert that it 
is at least 30,000 barrels daily. 
About the only measure of the 
volume they have—and it is 
quite inadequate—is the rate of 
refinery operation and shipments 
of products by truck and rail. 
How much more is being pro- 
duced and stored, either in steel 
tankage or in the numerous pits 
of the field which are supposed 
to hold only fuel oil, there is no 
way of determining. 


TULSA, April 20.—Two inter- 
esting, and somewhat signifi- 
cant, events occurred in the East 
Texas refining district this week 
while Texans were in Washing: 
ton for the Thomas oil control 
bill hearings. 


One was the shutting down of 
virtually every one of the plants 


which had been running ‘‘hot”’ 
crude. 

The other was an advance of 
2 to 2.5 cents a gallon in the 


“dock”’ or “‘field’’ price for third 
grade gasoline, and an advance 
of 1 cent in the retail price in 
some of the larger north cen- 
tral Texas cities. 

Late in the week oil company 
scouts reported only 12 refin- 
eries were operating in the East 
Texas area, and all of them were 
operating on allowable crude. 
Gasoline for truck movement 
was reported to be scarcer than 
it had been for some time. There 
were two reasons given for the 
shut down of ‘“hot’’ oil plants. 


One of the 


that 


reports 
state officials had grown very 


was 


earnest in their threats of re- 
ceivership actions against some 
of the refiners. 


The other report seemed to tie 
in somehow with the Senate 
committee hearings on _ the 
Thomas bill, and the desire of 
the Texas ‘“stay-at-homes’’ to 
“do their bit’’ while more not- 
able Texans went to Washing- 
ton to raise their voices against 
the proposed measure. 


Late in the week, 
the 


meanwhile, 


came report that one or 
more refiners who had “shut 
down,’’ really had shut down 


only the loading rack and while 
refusing to sell to trucks were 
still operating and putting prod- 
ucts in storage to have a run- 
ning start when “business is re- 
sumed.”’ 


The fact remains, however, 
that dock prices have advanced 
the past week from 2 to 2.5 
cents, ex-tax, to around 4.5 cents 
a gallon, and that tank wagon 
prices are around 5 cents a gal- 
lon, ex-tax. 

Tank car prices have not re- 
acted as well, due primarily to 
the fact that gasoline for ship- 
ment in tank cars and in inter- 
state commerce was. already 
relatively scarce and prices well 
in line with other refining dis- 
tricts. The Federal Tender 
Board apparently has’ been 
watching the interstate move- 
ment of “hot’’ products with 
considerable diligence, thus 
making the products scarce. 

The Magnolia Petroleum Co. 
late in the week recognized the 
improved price situation and an- 
nounced an advance of 1 cent in 
its third grade gasoline price 
at Dallas and other north cen- 
tral cities. The new retail price 
is 18 cents a gallon, taxes in- 
cluded. Other major marketers 
were understood to be prepared 
to meet the advance by Mag- 
nolia. 


PAB Opens Denver Office 
WASHINGTON, April 19. 
The Petroleum Administrative 
Board today announced estab- 
lishment of a field office in U. S. 


National Bank building, Den- 
ver, Colo., with Chas. A. Gra- 
ham in charge, to ‘‘deal with 


petroleum code problems in the 
Rocky Mountain area.” 





Flat Price Fuel Bids 
Asked in New York 


WASHINGTON, April 22.— 
Attention of the Oil Administra- 
tion has been called to the bid 
forms for fuel oil sent out by the 
New York state department of 
purehases requiring flat price 
bids which are violations of the 
oil code. Moreover, top price 
bids (permissible under the 
code) are barred. 

A scale of discounts is listed 
which differs from that in the 
code (the commercial discount 
rule was rescinded only for 
gasoline and motor fuel). Pros- 
pective bidders were further 
confused by the requirement 
that they certify they are com- 
plying with the code. 


Orders Oil Survey 
In Australia 


LONDON, April 21.—On his 
return to London from Australia 
Sir John Cadman, chairman of 
Anglo Persian Oil Co., ordered 
K. Gray and Doctor Lees, to fly 
to Australia to begin a search 
there for oil deposits. An in- 
vestigation also will be made of 
New Guinea as a source for pe- 
troleum. 

Some prospecting for oil has 
been done in Australia from 
time to time in the past without 
notable success. 


B. L. Boye Again Heads 
Asphalt Institute 


NEW YORK, April 22.—B. L. 
Boye was re-elected president 
of The Asphalt Institute at the 
recent annual meeting of the 
board of directors. Mr. Boye, 
who has been with Socony-Vac- 
uum for 35 years, now heads 
that company’s asphalt and fuel 
oil activities. 

Other officers elected were 
A. M. Maxwell, Standard Oil of 
Ohio; Leroy M. Law, Shell Pe- 
troleum Corp.; J. A. Blood, 
Standard Oil Co. of California 
and T. M. Martin, Lion Oil Re- 
fining Co., vice-presidents. W. 
W. McFarland, Warner-Quinlan 
Co., was re-elected secretary 
and Herbert Spencer, Standard 


of New Jersey, was re-elected 
treasurer. The board of direc- 
tors renamed C. W. Bayliss, 
Barber Asphalt Co., chairman of 
the executive committee, and 
elected Messrs McFarland, Mar- 
tin and Blood as other commit- 
tee members. J. E. Pennybacker 
continues aS managing director. 


Sealer Wants Meters 
On Fuel Trucks 


CHICAGO, April 22.—An or- 
dinance requiring all trucks de- 
livering fuel oil in Chicago to 
install meters will be asked of 
the city council, so James 
O’Keefe, city sealer, announced 
yesterday. 

A conference on fuel oil truck 
meters will be held April 24 by 
O’Keefe and F. B. Caldwell, 
Burning Oil Distributors Asso- 
ciation, at the city hall. 

O’Keefe said he desired the 
ordinance to protect fuel oil 
customers, and to increase rev- 
enue for his department. He 
charged that the measuring 
stick method of checking a truck 
compartment is antiquated, and 
that a test by bucketing oil out 
in 5-gallon lots is costly and an 
almost impossible task. 

Of the 1100 fuel oil delivery 
trucks in Chicago O’Keefe said 
only 359 were tested last year. 


Open Navy Lube Bids May 10 


WASHINGTON, April 18.— 
Bids will be opened May 10 for 
lubricating oil purchased under 
Navy contracts during the fiscal 
year beginning July 1, it was 
announced today. Oil for all 
government agencies will be 
purchased under the navy con- 
tracts this year. Estimated 
quantities total about 3,600,000 
gallons. 


Stanolind Opens Houston Office 


TULSA.—Stanolind Oil & Gas 
Co. is establishing a Texas- 
Louisiana Gulf Coast division 
office in Houston. A. L. Selig, 
who has been manager of the 
Texas-New Mexico division of 
the Stanolind exploration de- 
partment, will head the Hous- 
ton office. It will function 
under the general direction of 
Vice-President A. M. McCorkle, 
Fort Worth. 


Gas Measurement Course 


Opens April 23 


NORMAN, Okla., April 20. 
Final preparations have been 
made for the opening of the 
eleventh annual Southwestern 
Gas Measurement Short Course, 
to be held at the University of 
Oklahoma here April 23, 24 and 
25. 

Cash prizes will be awarded 
this year to entrants for reports 
on “What I Learned at the Me- 
ter School.” These reports are 
to be turned in to company su- 
periors who in turn will send 
them to Prof. W. H. Carson, 
College of Engineering, Uni- 
versity of Oklahoma. First prize 
will be $15, second prize $10, 
and five $5 prizes will be given. 

The annual banquet will be 
held Wednesday night, April 
24. 

A large number of gas equip- 
ment manufacturers have ob- 
tained space for exhibits. 


U. S. Crude Stocks Cut 
195,000 Barrels 


WASHINGTON, April 18. — 
Crude oil stocks totaled 324,- 
289,000 barrels on April 13, a 
decrease of 195,000 barrels 
from the previous week, accord- 
ing to a report today by Admin- 
istrator Ickes. Stocks a year 
ago were 341,922,000 barrels. 

Chg. from 


Apr.6 Apr. 13 Apr. 6 


Grade of Crude (Thousands of Barrels): 


Ps OE cisco ns ventcanee 4,530 4,526 - 4 
CURE RL. inssccccissseccess 925 885 40 
Lima-N. E. Ind.-Mich..... 1,280 1,228 62 
PRR ee, Wee REEL cccesacccessecsars 11,552 11,501 — 51 
Oe; DR. BU AER. scence 9.898 10,047 +4149 
W. Tex. and S. E. N. Mex. 30,585 $1,269 4684 
ORE “TOROS cosscccesecesnsessicte 30,633 30,275 -—-358 
Other Mid-Cont. .............. 149,198 148,552 —646 
Gulf Coast. ....................000 20,314 20,893 +579 
Rocky Mountain ............ 27,676 27,6837 — 39 
California icdecssptnssdarescstes (OC 492 

Domestic . snisbarsvagssep Ole SaneaL 271 

Foreign crude ............ 3,872 3,948 + 76 
Total . 324,484 324,289 -195 


Safety Conference Called 


TULSA, April 13.—The Oil 
Belt Safety Conference will be 
held April 29, in Ranger, Tex. 
A. W. Breeland, Lone Star Gas 
Co., is chairman and Dean 
Hiatt, Texas Pacific Coal & Oil 
Co., heads the program commit- 
tee. 
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New Jersey Standard Enters St. Louis 


Marketing its “Esso. Brands 


By E. L. Barringer 
N. P. N. Staff Writer 


ST. LOUIS, April 20 
HE “Esso” gasoline brand 
Toot the Standard Oil Co. of 
New Jersey made its initial 
appearance in midwestern serv- 
ice stations this week, marketed 
in St. Louis by Esso, Ince., 
through three service stations. 


Interest in the latest major 
company competition in the 
middle west centers on why the 
New Jersey Standard brand is 
being introduced now. Three 
possible reasons were mentioned 
in trade gossip: 


First, that the New 
Standard plans extensive ex- 
pansion in the middle west 
through existing marketing fa- 
cilities; second, that the move is 
in retaliation for the Standard 
of Indiana’s marketing activi- 
ties in the east; and third, that 
the New Jersey Standard trade 
mark is being protected. 

Three service stations, 
with a bulk plant, have 
leased by Esso, Inc. Two sta- 
tions were dealer outlets, on 
main traveled highways and not 
in what is considered residential 
community locations. 

The third outlet adjoins a 
bulk plant, in a suburb north- 
west of St. Louis. The plant has 
three horizontal gasoline stor- 
age tanks on the rear of the 
property. One tank holds 13,- 
200 gallons, the other two 
11,500 gallons each. A smaller 
fourth tank, on the ground, 
formerly stored Kkerosine. A 
small station building and 
pump island are on the front of 
the property. The company’s 
office is in a building adjoining 
the station property. 

The bulk plant-service station 
formerly was the Torch Oil Co. 


Jersey 


one 
been 


trackage outlet, idle for more 
thana year. Two tank car mar- 
keters in St. Louis built the 
plant about five years ago when 
expanding into retail market- 
Ing. 


All properties are reported to 
have been acquired by the 


\pril 24, 1935 


company’s local 
Louis attorney. 
Gasoline is brought to St. 
Louis in tank cars from Mem- 
phis, where the Standard Oil Co. 
of Louisiana, also a marketer of 
“Esso” products, has a marine 


agent, a St. 





N indication that Esso, Inc., 
Aitie new subsidiary of the 
Standard of New Jersey, expects 
to spread out through the middle 
west is seen in an advertisement 
published on Pages 94 and 95 in 
this issue of NATIONAL PETROLEUM 
NEWS. 

In this advertisement the com- 
pany says that “ . the products 
of Esso Marketers, known from 
Maine to Louisiana, are to be in- 
troduced and made available in the 
Middle West as well as in the East 
and South... ” 











terminal. Products are hauled 
from the bulk plant by a local 
contract hauler. <A third grade 
gasoline is not being marketed. 

The first newspaper advertise- 
ment was published April 16, 
with the caption, ‘‘A new sign on 
the horizon. Not connected with 
Standard Oil Co. (Indiana),”’ 


and a drawing of an “‘Esso”’ sign 
on a station curb pole. 
Announcement of the New 


Jersey Standard brand coming 
into middle west service stations 
caused the rumor mills to grind 
here and in Chicago. For 
several years reports have come 
and gone about major companies 
expanding in the middle west 
through existing organizations, 


or of some larger marketing 
units selling out. Such rumors 
were revived this week, linked 


to the “‘Esso”’ brand coming into 
St. Louis. 

Many marketers believe that 
some of these rumors are mate- 
rializing now. These marketers 
point to middle west expansion 
in recent years of the former 
Standard Oil Co. of New York, 
with four refiner-marketer com- 
panies now units of Socony- 
Vacuum Oil Co. supplying 
company stations, dealers and 
jobbers. These marketers be- 
lieve a similar expansion is un- 
derway with the New Jersey 
Standard. 

Another reason advanced for 
csso, Inc., coming into St. Louis 
was that of retaliation on the 
Standard Oil Co. of Indiana for 
its marketing operations in the 
east and south through Pan 
American and American Oil Co., 


in the New Jersey Standard’s 
home territory. 

The Indiana Standard in 
June, 1927, purchased the con- 


trolling stock in the Pan Amer- 
ican Eastern Petroleum Co., 
which owned a majority of the 
voting stock in the Pan Ameri- 
can Petroleum & Transport Co.! 
Indiana Standard had been a 
dominating spirit in Pan Ameri- 
can since April 1, 1925 when the 
eastern and foreign oil prop- 
News, 
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One of the new Esso, Inc., stations at St. Louis 
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Sign at a new Esso station in St. Louis 

showing how Standard of New Jersey 

is preventing possibility of confusion 
as to Ownership of the facility 


erties of E. L. 
purchased. 

Pan American has extensive 
producing and refining ‘opera- 
tions, domestic and foreign, and 
also markets in the eastern 
territory. 

On February, 1933, the 
diana Standard’s seaboard 
erations were integrated.’ The 
group included Pan American, 
with its subsidiary Mexican Pe- 
troleum Corp., American Oil Co., 
and Lord Baltimore Filling Sta- 
tions, Inc. All these companies 
retained their corporate names. 

Marketing operations of these 


Doheny were 


In- 
Op- 


companies extend from Maine 
southward, ineluding Ohio, 
through the middle Atlantic 


section, to Florida and along the 
Gulf coast into Louisiana. 

Brand names are “Pan Am” 
for Pan American and ‘‘Amoco”’ 
for American Oil Co. 

The third reason for the move 
was that the New Jersey 
Standard brand name was being 
protected in the middle west and 
legal ground work laid in case 
of infringement. The reason is 
based on the type of advertise- 
ment published, stressing the 
trade mark and lack of any con- 
nection with the Indiana Stand- 


ard, and the few stations 
established. 

Latest figures available on the 
extent of the St. Louis market 


are 1300 outlets, 1934 gallonage 
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March 


of 113,518,000 gallons, and 
motor vehicle registration of 
146,589 of which about 100,000 
are passenger cars. The 1300 
outlets include all types, drive-in 
stations, trackage and garage 
installations. 

All questions asked at the 
office of Esso, Inc., in St. Louis, 
were referred to headquarters in 
the Rockefeller Center Bldg., 
New York. 

At New York officials 
Standard of New Jersey 
reluctant to comment. 


of 
were 


Hydrogenated Gasoline 
Shipped by British 


LON DON—The first shipment 
of gasoline, some 300,000 gal- 
lons, produced by the hydro- 
genation of creosote at the huge 
new plant of Imperial Chemical 
Industries at Billingham, Eng- 
land, was loaded into the S. S. 
Otterhound at Billingham on 
April 9. 

This spirit is to be delivered 
to the Shell-Mex-B.P. Company, 
one of the enterprises that is 
undertaking distribution on be- 
half of the producers, and the 
delivery initiates regular traf- 
fic between Billingham and East 
Coast ports. 

Early in May deliveries of 
gasoline from the direct hydro- 
genation of coal will begin at 
Billingham. 


Nebraska Entry Ports 
Are Announced 


LINCOLN, Nebr., April 23.- 
Ports of entry for gasoline en- 
tering Nebraska by truck are 
announced by D. F. Felton, di- 
rector, Department of Agricul- 
ture. 

Following are entry 
open 24 hours per day: Sioux 
City, Blair, Omaha, Nebraska 
City, Falls City, Dawson, Wy- 
more, Chester, Guide Rock, 
Franklin, Bushness, Henry and 
Harrison. 

Following are minor ports of 
entry, open during the day and 
where arrangements can be 
made in an emergency during 
other hours: Plattsmouth, Du- 
bois, Burchard, Fairbury, Su- 
perior, Red Cloud, Alma, Beav- 


ports 





er City, McCook, Trenton, Haig- 
ler, Lamar and Lorenzo. 

Port of entry law becomes ef- 
fective at noon on May 1, and 
all trucks must enter the state 
on designated highways and 
stop at first port for inspection 
and clearance papers and pay 
the state 5-cent gasoline tax. 


Appeals Court to Hear 
Code Case Soon 


WASHINGTON, April 20.— 
The Government’s appeal from 
the adverse decision in the Mills’ 
premium case will be argued 
during the week of April 29 be- 
fore the Fourth Circuit Court of 
Appeals at Richmond, Va. 

Federal Judge Chesnut at 
Baltimore last July denied an 


injunction against Herman L. 
Mills, operator of a chain of 


trackside stations in Maryland 
and Pennsylvania, for allegedly 
violating Art. V. Rule 17 by giv- 
ing away glassware with sales 
of gasoline. 

Basis of the decision was that 
the defendant was not engaged 
in interstate commerce and that 
his activities did not substan- 
tially affect such commerce, 
hence was not subject to federal 
regulation. 

The government’s brief de- 
fends constitutionality of NIRA 
and the oil code. Effect of pre- 
mium-giving on gasoline price 
structure is traced. Stress is 
placed on recent Supreme Court 
decisions upholding state laws 
against trading stamps, and the 
decision in Federal Trade Com- 
mission vs, Keppell Bros. in 
which a ban on a candy lottery 
device was upheld. 

This is the first marketing 
case under the oil code to reach 
an appellate court. 


Gas Taxes Cause Revolt 


A growing tendency for mo- 
torists and oil men to revolt 
against the imposition of unrea- 
sonable gasoline taxes and op 
pressive motor fuel laws is re- 
ported by the American Petro- 
leum Institute. Recent gasoline 
tax strikes have occurred in 
Panama, Paris, Lima, and San- 
tiago, and motorists’ rebellions 
in Rio de Janiero, and Lincoln, 
Neb. 
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Success Assured 


for Stabilization 


Program, Arnott Tells Refiners 


CLEVELAND, April 19 

HE House of Petroleum is 

| being placed in order. 

That was the encouraging 

message presented to members 

of the National Petroleum Asso- 

ciation at its 32nd semi-annual 

meeting in Cleveland April 18- 
19. 


Socony-Vacuum’s C. A. Ar- 
nott, who is general chairman 
of the oil industry’s stabiliza- 
tion program under the code, 
stated that the producing and 
refining branches of the in- 
dustry have practically all sub- 
scribed to the stabilization 
movement and that the work 
now being done is among mar- 
keting companies to bring this 
branch into line. 


East Texas, the ‘hot spot’ of 
the industry in recent months, 
is now under control so no il- 
legitimate crude is finding its 
way out of the state. ‘“‘Produc- 
tion now shows a stability it has 
not shown as far back as we can 
look,”’ said Mr. Arnott. 


Paul G. Blazer, Ashland Re- 
fining Co., chairman of the Pe- 
troleum Code Survey Commit- 
tee, speaking on the subject of 


“Refining and Marketing For 
Profits’’ also was. optimistic 


about the future. He mentioned 
the near-normal levels which 
gasoline prices had recently ap- 
proached, and said; “It should 
be only a 
gasoline should be on a profit- 
able basis.” 


Optimistic tributes, however, 
consumed only a small part of 
the program. On describing the 
stabilization program Mr. Ar- 
nott stated that the major com- 
panies had been enlisted to 
stop selling their products to 
companies and dealers who 
were competing with the larger 
oil companies’ own sales divi- 
sions by cutting prices, and that 
the co-operation of the majors 
in this respect had been largely 
secured. 


Mr. Arnott said the cut-price 
operators are now being sup- 
plied largely by the Mid-Con- 
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short time before , 


tinent and Pennsylvania inde- 
pendent refiners. He intimated 
that, as a result of the price cut- 
ters’ activities, consideration is 
being given by some major com- 
panies to raising the octane 
number of the present third 
grade gasoline to 65. Mr. Arnott 
said this would bring into the 
trade a fourth grade of gaso- 
line, as lower octane material 
would find its way to market in 
some manner. 

Mr. Arnott spoke against a 
cut in the price of crude, as 
suggested in the Code Survey 
Committee’s report in the event 
the tank car and retail markets 
are not brought to the proper 
level, and said a cut in crude 
would only level off the entire 
gasoline market structure at 
the lower crude level and any 
lasting benefit to the industry 
would be lacking. 


OOKING at the present gen- 
eral marketing situation in 

the light of events of the past 
two years, said conditions were 
greatly improved at the start of 
the 1935 season of heavy gaso- 
line consumption. 

Mr. Blazer in his address sup- 
ported the independent refiner 
in selling the price cutter. 
“Where else will an independ- 
ent refiner find a market for his 
products?” he asked. 

He stressed the point that the 
major companies, through ad- 
vertising and other advantages 
over the independent, have been 
able to attract a larger per- 
centage of the available gallon- 
age. 


“The independent who sells 
to a price cutter is no worse 
than the major, for it makes 
little difference whether the 


concession is given away in the 
torm of service to consumers, as 
in the case of the majors, or 
whether it is in a price conces- 
sion to the sellers,’’ said Mr. 
Blazer. 

“With the marketing expense 
of some major companies run- 
ning to 7 and 8 cents,”’ he con- 








tinued, ‘and the independent 
marketer getting a total spread 
of only 5 cents, the latter is un- 
der a distinct handicap.” 


He likewise defended the po- 
sition in the marketing industry 
of the low price station. ‘‘The 
cut price service station is the 
most corrective influence in the 
industry today, for without it 
the cost of marketing would 
continue to climb up and up. 


“The multiplicity of service 
stations has opened an oppor- 
tunity for trackside stations,” 
he continued, “for every new 
station adds something to the 
cost of marketing’ gasoline, 
making the industry all the 
more vulnerable to price cut- 
ters.” 

“Price wars are symptoms of 
a malady, and stabilization is 
simply an alleviation of the 
pain,’ Mr. Blazer said. ‘‘Stabil- 
ization alone cannot solve the 
problem. In order to make a 
profit we must first correct the 
condition which makes stabili- 
zation necessary.”’ 

Referring to the suggestion 
in the code survey committee’s 
report, for separate companies, 
in the four branches, of the in- 
dustry’s integrated interests, 
Mr. Blazer said this would only 
be necessary if the large inte- 
grated companies failed to 
change their practice of subsi- 
dizing losses in marketing with 
earnings made in the produc- 
tion branch of their business. 

Charles L. Suhr, Pennzoil’s 
board chairman, and president 
of the National Petroleum Asso- 
ciation, opened the convention 
with an expression of hope that 
the increased number of service 
stations which are being leased 
out by refiners may mark an 
end of the cycle of refining com- 
panies going extensively into 
the retail business. 

Mr. Suhr stated that the shift 
of gasoline from the specialty to 
the commodity class made it 
difficult to justify the cost of 
advertising and specialty retail 
representation with which we 
try to keep gasoline a specialty, 
when we turn right around and 
in our price structures treat it 
as a commodity.” 

Speaking of the high cost of 
selling gasoline at retail, Mr. 
Suhr said: ‘“T doubt if our av- 
erage service stations are actu- 
ally serving customers more 
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than 20 per cent of the time. The 


remaining 80 per cent, it is 
quietly piling up overhead ex- 
pense against its profits. Yet, 
right today, let one company 
build a new station at an inter- 
section and appear to be doing 
business and you’ll find one or 
two competitors hastily drilling 
offsets on other corners of the 
same intersection. Beautiful in 
design, resplendent with paint, 
fully manned by spic and span 
attendants, they face each other 
across the street and, in a high- 
ly refined manner, quietly starve 
together. 

Baird H. Markham, director 
of the American Petroleum In- 
dustries Committee, spoke at 
the opening session of the con- 
vention on the subject of ‘““What 
Price Taxes.’’ He made a plea 
to oil men, that they, through 
their service station attendants, 
educate the motoring public to 
the huge tax bill being paid out 
of the motorist’s pocket. In this 
connection he said; ‘“‘These 
citizens constitute, for 3 to 5 
minutes, every time they drive 
into a service station, a listen- 
ing audience. They should be 
given some information other 
than the current price of gaso- 
line and the_ prospects. of 
changes in the weather. The 
least they could be told is the 
difference between price and 
cost as represented by taxes, 
and I am inclined to believe that 
they would react by showing 
good will toward an industry 
which expresses its concern over 
the taxes that drain money from 
their pockets.” 

Standardization of diesel fuel 
oils to not more than three 
types or classes such that their 
names or numbers will signify 
identical characteristics at all 
times and places in this country 
was asked of the oil industry by 
R. M. Dilworth, chief engineer, 
Electro-Motive Corp. (General 
Motors subsidiary), speaking on 
the subject “Fuel and Lubri- 
cants for Railway Diesel En- 
gines.’’ 

Variability in fuel oil for 
diesel engines in their present 
state of development is causing 
no end of trouble in the devel- 
opment as well as acceptance of 
the smaller high-speed diesel 
engine, said Mr. Dilworth. Al- 
though admitting that probably 
no two diesel manufacturers 
want the same oil, he pointed 
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cut that, even if they did, no 
two fuel refiners would furnish 
identical fuels on the same 
specifications. The small high- 
speed diesel does not compare 
with the old familiar diesel 
which would ‘‘burn any oil that 
would flow through a pipe”’ and 
this fact should be recognized, 
he said. 

In these words the whole 
problem of diesel fuels was laid 
in the lap ot the oil industry. A 
word of caution in the way of a 
reminder of the yearly changes 
in octane number ol gasoline 
and in its refining was addeua 
by the speaker to suggest that 
similar difficulties snould be 
avoided with diesel fuel. 


R. DILWORTH praised the 
ability OL petroieum chem- 
ists to Supply iubvricating oll 
which wou.u meet the exacting 
conditions encountered in the 
diesel. Unaer these conditions 
the oil is always avove 2U0°, is 
“tried on grids on the cylinder 
Walls,’ is aerated at these tem- 
peratures without excess oxida- 
tion, and stilt lubricates at 
higher pressures than have here- 
totore been demanded of an Oll. 
“What Interests People 
And Why” was the subject of a 
talk given by Mortimer Berko- 
witz, vice-president of the 
American Weekly. He said that 
self-interest is fundamental in 
the make-up of all of us and 
that this fact must be consid- 
ered in advertising. A man can 
be stimulated to read if he is 
made to feel that he is the sole 
purpose of the article or adver- 
tisement, said Mr. Berkowitz. 





A general review of the finan- 
cial condition of the nation in 
the light of the present govern- 
mental spending program was 
made by Paul J. Eakin, finan- 
cial analyst of Hornblower and 
Weeks. His subject was ‘“‘Shall 
We Pay As We Go?” He said the 
government was incurring tre- 
mendous future liabilities due 
to the present spending pro- 
gram, and that ‘“‘considering the 
money we have spent for re- 
covery, ours does not compare 
favorably with some of the na- 
tions, such as Great Britain, 
which has adopted a_ pay-as- 
you-go plan.”’ 


The first night of the conven- 





tion a fellowship supper was 
held at the Hermit Club, which 
was followed by entertainment 
arranged by Fred G. Clark. 


May Crude Allowable Up 
33,900 Bbls. Daily 


WASHINGTON, April 17. — 
Administrator Ickes today set 
the national crude oil produc- 
tion allowable for May at 2,- 
561,200 barrels daily, an in- 
crease of 33,900 barrels over 
the April allowable which was 
2,527,300. The allowable for 
May, 1934, was 2,366,200 bar- 
rels. 

Texas’ quota was raised to 
1,082,900, a gain of 11,900 bar- 
rels. Kansas was given an 
increase of 7400, and Okla- 
homa, 6900 barrels. 


The Pennsylvania allowable 
for April was the highest since 
federal allocations were started 
in 1933. But the May allowable 
for the Keystone State was 
hiked 200 barrels, making it 
44,500 barrels. New York’s 
May allowable, 11,900 barrels, 
also continues at record height. 


State allowables for May, 
with comparative figures for 
April, follow: 

State May April Change 
Arkansas 30,300 30,700 400 
California 494,200 493,300 + 900 
CCORDTTIO  evicccccrsenescss 3,900 3,700 200 
Illinois _..... 11,000 11,000 No chge 
RII: ccna Sscev canteens 2,000 2,300 - 300 
RNY. etcaciccocs es 148,400 141,000 + 7,400 
Kentucky 14,500 15,300 - 800 
Louisiana ........... » HAZ 111,000 + 1,200 
Michigan _............... 34,300 32,700 + 1,600 
Montana ................ 11,000 9,70Q + 1,300 
New Mexico ........... 51,500 49,700 + 1,800 
New York . 11,900 11,700 + 200 
MN sacrad taki personnes. 11,300 11,300 No chge. 
Oklahoma ................. 500,200 493,300 + 6,900 
Pennsylvania ......... 44,500 44,300 + 200 
Texas vssreeeeeeeses 032,900 1,021,000 +11,900 
West Virginia ...... 11,000 11,000 Nochge. 
Wyoming ...... 86,100 34,300 + 1,800 

Bee te eee 2,561,200 2,527,300 +33,900 


Buys Ohio Oil Co. Properties 

CASPER, Wyo. — Sinclair- 
Wyoming Oil Co. has concluded 
purchase of the Ohio Oil Co. 
properties in the Salt Creek 
field. Included were 53. oil 
wells, a gasoline plant and 
field camp. The Sinclair-Wyo- 
ming company, which operates 
other production in Salt Creek 
and the refinery at Parco, Wyo., 
built by the Producers & Re- 
finers Corp., will move the pro- 
duction from the newly acquired 
leases to Parco. 
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Text of Federal Trade Commission Letter 


On Exclusive Gasoline Contracts 


OLLOWING is the complete 

text of a letter written to 

Oil Administrator Ickes by 
Ewin L. Davis, chairman of the 
Federal Trade Commission, in 
response to a request for the 
Commission’s views regarding 
the legality of Lease and 
Agency and Lease and License 
methods of excluding competing 
brands of motor fuel from re- 
tail outlets: 


My dear Mr. Ickes: 

Reply is herewith submitted to your 
letter of March 4th, wherein you re- 
quested the views of this Commission 
on the effect and legality of certain 
types of exclusive dealing contracts 
for the distribution of motor fuels. 
The present reply supplements the 
Commission’s letter to General Hugh 
S. Johnson, National Recovery Ad- 
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ministrator, of November 1, 1933. 


At the outset the Commission de- 
sires to state the extent to which it 
may feasibly express its views on these 
matters. Such statement is deemed 
appropriate in order to avoid the pos- 
sibility of misunderstanding, even 
though it may seem repetitive of por- 
tions of the letter to General Johnson. 


The Commission is entrusted with 
specific statutory authority to prevent 
unfair methods of competition under 
the Federal Trade Commission Act 
and to prohibit certain practices spec- 
ified by Sections 2, 3, 7 and 8 of the 
Clayton Act under conditions defined 
in these Sections. The N.I.R.A., in 
Title I, Section 3 (b), includes among 
unfair methods of competition within 


the meaning of the Federal Trade 
Commission Act any violation of 
standards of fair competition  pre- 


scribed by codes; and expressly nega- 
tives any construction of its provisions 
which would impair ihe powers of this 
Commission. 


Under the former Act it is the duty 
of the Commission to ascertain in a 
preliminary way, and as a prerequisite 
the issuance of a complaint, 
whether there is reason to believe that 
the person to be charged has used any 
unfair method of competition. It 


lo 


must also, as a prerequisite to the is- 
suance of any complaint, appear to the 
Commission that a proceeding by it in 
respect to such method of competition 
would be in the interest of the public. 
While 


frequently after further steps 
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have been taken the Commission is- 
sues an order to cease and desist; on 
other numerous occasions the Com- 
mission finds that such preliminary 
reason for belief is not supported by 
the facts and the law and enters an 
order of dismissal. 

The views of the Commission both 
as to the law and facts hereinafter set 
forth must be deemed to be of the 
same character as views which the 
Commission reaches as a prerequisite 
to the issuance of any complaint; they 
are not to be regarded as a final ex- 
pression of the Commission’s opinions. 
A final decision by the Commission is 
possible under the statutes only after 
a trial of the issues and an opportu- 
nity for presentation of the facts and 


the law or after full admission by 
parties respondent. 
ENCE the Commission expresses 


herein views which are subject to its 
reconsideration and possible modifica- 
tion or reversal, in the event that a 
complaint, involving the same or sim- 
ilar questions, should hereafter be is- 
sued in a formal proceeding. 

Each of your inquiries will be quot- 
ed and such response as we deem 
practicable at the present state of the 
Commission’s knowledge of the facts 
will be subjoined. 

“1. Is it a violation of the Clayton 
Act or Federal Trade Commission Act 
for a company engaged in the petro- 
leum industry to secure the exclusive 
handling of its products at a retail 
outlet or to discriminate in price in 
favor of an exclusive dealer?” 

The answer depends in a vital way 
upon the method employed to obtain 
exclusive outlet privileges. That the 
type of arrangement may be crucial 
seems implicit in the second question: 

“2. Is such arrangement affected by 

a. <A leasehold interest in the re- 
tail facility by the supplying company; 

b. An agreement of agency; 

ce. <A combination of leasehold in- 
terest in the facility with an agency 
agreement (1) where the lessor is the 
operator; (2) where the lessor is not; 
of leasehold in- 

with a license 


d. <A combination 
terest in the property 
agreement?” 

Under existing law, 
legal objection against a 
establishing, in pursuance 
vidual policy, retail at 
owned and operated by it through an 


there is no 
distributor 
of its indi- 


outlets sites 









agent. A company may so integrate 
its organization as to be at the same 
time the manufacturer, the carrier, 
the wholesaler and the retailer of its 
own merchandise. 

Where bona fide leasehold interests 
are secured by a producing company 
for retail purposes and agents, not the 
lessors of the premises, are installed 
and where this method of distribution 
is followed independently and not in 
concert with other distributors, we 
have little hesitancy in expressing 
reason to believe that the arrange- 
ment does not constitute a violation of 
either the Federal Trade Commission 
Act or the Clayton Act. 


Where the producing company ob- 
tains exclusive retail control of the 
premises through leases from the 


owners and puts these lessors into the 
business as company’s exclusive re- 
tail agents, it has taken a step toward 
a debatable method of distribution. It 
has barred a series of potential com- 
petitive outlets to its rivals, and has 
definitely reduced the opportunity of 
all men to go into the business of re- 
tailing petroleum products of various 
rival distributors in each locality 
where exclusive outlets have been es- 
tablished. The likelihood that bona 
fide relationships of principal and 
agent and of lessor and lessee are not 
formed, has been somewhat increased. 


A further step is taken when the 
producing company secures leases 
from proprietors of pre-existing out- 
lets which have previously dealt in 
competitors’ products, or at least have 
been free to do so, and gives them 
back contracts of agency under which 
they thereafter must deal exclusively 
in the products of the company with 
which they contract. 


The question of legality turns, we 
believe, upon whether these contracts 
for lease and for agency actually 
create the legal relationships of prin- 
cipal and agent and of lessor and 
lessee. If they are drawn in the form 
of agency and lease instruments as a 
subterfuge without bona fide inten- 
tion to lease the premises or to 
sume the status of principal and agent 
the exclusive dealing feature, we have 
reason to believe, would render this 
method unlawful. 


as- 


Thus far, however, the Commission 
has not found reason to believe that 
the contracts entered into by major 
oil companies under the lease and 


agency arrangement do not create 
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bona fide relationships of principal 
and agent and lessor and lessee. These 
arrangements are not shown to be 
made in bad faith although they pro- 
vide a means of monopolizing retail 
outlets without the expense of acquir- 
ing fee title to the premises. We have 
reason to believe (a) that these lease 
and agency contracts are not unlaw- 
ful as resale price maintenance under 
the Federal Trade Commission Act, 
(b) that they are not unlawful under 
the price discrimination and _ tying 
contracts prohibitions (Sections 2 and 
3) of the Clayton Act, and (c) that 
they are probably* not unlawful as 
an unfair method of competition, be- 
cause monopolistic, under the Federal 
Trade Commission Act; provided that 
the practice of making these arrange- 
ments is not followed as the result of 


mutual understanding with other dis- 
tributing companies, and _ provided 


that coercive measures’ to 


agents are not employed. 


secure 


that the Com 
the fact that 


contracts tend 


This does not mean 
mission is oblivious of 
the lease and agency 
directly to concentrate trade in the 
hands of such company as thus be- 
comes the principal and the sole sup 
plier of formerly independent retail- 
ers; and that these contracts tend to 
eliminate small distributors and to 
prevent new distributors from break- 
ing into the field where contracts of 
this kind are numerous. We think 
that it tends towards each of these 
things. 

But we are mindful also of the lim- 
itations of the Federal Trade Commis- 
sion and Clayton acts. The anti-trust 
policy and statutes have _ hitherto 
taken little cognizance of the dangers 
of huge size and of integration; we 
include here two types of integration, 


that is, both territorial throughout 
the country and industrial from the 


production of raw materials to the de- 
livery of highly refined or fabricated 
products to the ultimate consumer. 
Leading Supreme Court decisions in- 
terpreting the anti-trust statutes have 
not treated huge size and integration, 
in the absence of unfair methods of 
competition or combinations or con- 
spiracies in restraint of interstate 
commerce, as violative of the anti- 
trust statutes. 

Our above opinions as to the lease 
and agency method are expressed in 
recognition of the fact that size and 
integration of themselves are not con- 
trary to the publie interest embodied 


in anti-trust legislation. It is not 

*Doubt remains with respect to the last point 
made above, ‘“c”, in view of an intimation in 
the opinion in U. S. vs. General Electric Co.., 
272 U. S. 476. Therein the court, having found 
that the contracts in that case involved were 
true contracts of agency and not of sale, inti- 


mated that the court would be under obligation 
to consider the effects of the contracts of 


agency were it not that the merchandise in- 
volved patented articles as to which the Gen- 
eral Electric Co. had a monopoly by its patents. 
It is difficult to see how such judicial consid- 


eration could, without legislative aid outside the 
present anti-trust statutes, result in a decision 
that it is unlawful for corporations to lease 
retail stations and place agents in control. 
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however to be inferred that size and 
integration may not easily be so mis- 


used as to violate existing law. If the 
major oil companies were shown to 
have used their powers as integrated 
concerns in such a way, for example, 
as to reduce prices in any given sec- 
tion to put local rivals out of busi- 
ness; or to have high maintained 
prices for raw material supplies while 
cutting prices of the refined product 
to or below cost so as to force from 
the business competing concerns which 
purchase their raw materials; or to 
have used coercive or oppressive 
means to secure leaseholds and ex- 
clusive agency or license arrangements 
for retail outlets, quite different as- 
pects, under the anti-trust laws, may 
then be presented. 

The lease and license method of dis- 
tribution must next be considered. 
Under this form the oil company se- 
cures a lease upon the premises where 
retail sales of petroleum are to be 
made and licenses the retailer to sell 
thereon its own products exclusively. 


of arrangement. In some cases the 
licensee is the owner of the premises 
which he leases to the oil company 
and may or may not have been an in- 
dependent retailer before accepting 
the license; in other cases the lease of 
the premises is made by the oil com- 
pany from some third party and the 
licensee is a retailer who, previous to 
the reception of a license from the 
particular oil distributor in question, 
has conducted a retail establishment 
at which he either did sell, or at least 
was free to sell, the products of com- 
peting oil distributors. 

Accordingly it will be seen that 
these contracts in some cases establish 
new exclusive outlets and in other 
cases close to rival distributors pre-ex- 
isting outlets. This distinction, how- 
ever, we do not regard as fundamen- 
tal. The fact that the licensee was an 
independent retailer before the ar- 
rangement was made may be deemed 
a matter of aggravation, but we do 
not have reason to believe that it af- 
fords a sound line of demarcation be- 
tween lawful and unlawful methods. 

The Commission’s investigation 
which terminated about midsummer of 
1933, bore most strongly upon the 
lease and agency method rather than 
that of lease and license. It was con- 
ducted chiefly in seven south-eastern 
states and to a limited extent only in 
certain parts of the middle West. 
Moreover it had to do more with the 
hardships resulting to independent dis- 
tributors of lubricating oils than with 
the hardships of distributors of gaso- 
line and motor fuels. The order of the 
Administrator of March 4, 1935, is 
calculated to give relief to the distrib- 
utors with respect to all petroleum 
produets other than gasoline and mo- 
tor fuels. 

The remaining question in 


re again there are various types 


which 





the Administrator is interested is that 
of the effect of the lease and license 
method upon distributors of gasoline 
and motor fuels. The Commission has 
reason to believe that this method of 
distribution is in contravention of the 
Federal Trade Commission and Clay- 
ton Acts, provided that the effect is to 
substantially lessen or seriously men- 
ace the competition of independent 
distributors. 

The Commission believes that before 
it can give an opinion upon whether 
the lease and license method has the 
effects necessary to constitute it viola- 
tive of the Federal Trade Commission 
Act or Clayton Act, a further investi- 
gation, which can now be restricted to 
that method in its effect upon gasoline 
and motor fuels, should be made. 
While it is deemed necessary to in- 
quire whether the effects of such meth- 
od may be to substantially lessen com- 
petition or tend toward monopoly, the 
answer should not be deemed to turn 
solely upon such question of fact. The 
size of the corporations using the 
method and the general monopolistic 
intent are also important questions to 
consider. 
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3. Have companies used any types 
of agreements of this character in con- 
cert in violation of the applicable anti- 
trust laws?” 

The Commission has reason to be- 
lieve that concert of action, in support 
of these methods, in violation of the 
Iederal Trade Commission Act was at 
one time indulged in by certain of the 
large distributing companies. This 
concerted action was prior to the close 
of the investigation made by the Com- 
mission in 1938. Whether it has con- 
tinued, the Commission is not apprised. 

It should be noted however, that 
concert of action is not in this matter 
a vital practical feature of the method 
of competition as it is in cases directed 


against price-fixing agreements, con- 
certed basing points, boycotting of so- 
called ‘‘illegitimate’’ concerns, and 
numerous other types of anti-trust 
cases. The concert of action could be 
sloughed off and the method remain 
intact. This is because those who 


withdrew from this method of competi- 
tion as well as from the combination 
to pursue that method would doubt- 
less meet with competitive losses rath- 
er than competitive gains. 

Hence litigation to break up a com- 
bination of major oil companies would 
not go to the heart of the trouble. 
The combination if it still persists is 
incidental. It could be discontinued 
in conformity with decree of court or 
order of this Commission without af- 
fording to independent distributors 
and retailers or to the publie any fund- 
amental relief. 


“4. In the event that any of these 
arrangements are prima facie valid, 
has their use, in view of the proceed- 
ings before the Commission and the 
investigations made by it, been suffi- 
ciently discriminatory against small 
enterprises and otherwise unfair to 
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warrant their prohibition under the 
provisions of the National Industrial 
Recovery Act?” 

What has been said above about the 
jease and agency and lease and license 
methods of marketing is expressly con- 
fined to their status under the anti- 
trust laws. The Administrator oper- 
ates under a statute which specifically 
and in contrast with anti-trust laws 
negatives a design ‘“‘io eliminate or 
oppress small enterprises” or to ‘‘dis- 
criminate against them’? and which 
confers broad discretionary authority. 
He is not constrained by the above con- 
siderations of law and has already, in 
the order of March 4, banned the 
methods in question as to the market- 
ing of petroleum products other than 
gasoline and motor fuels. We assume 
that his fourth question relates to the 
use of these methods as employed in 
the distribution of gasoline and motor 
fuel only. 

The Commission concurs with the 
Administrator as to the importance of 
a further investigation in order to as- 
certain the effect of these practices on 
the independent oil companies’ trade 
in the latter products. 

The Commission will undertake such 
investigation as the Administrator 
may request and will present such facts 
and conclusions of law as, resulting 
from such investigation, it may have 
reason to believe to be justified. The 
Commission must add that in view of 
its limited funds, the cost of any in- 
vestigation so conducted at the Ad- 
ministrator’s request, will necessarily 
be subject to reimbursement to tte 
Commission’s funds. 


Sincerely yours, 
(s) Ewin L. Davis 
Chairman 


To Process Canadian 


Bituminous Sands 


EDMONTON, Alberta, April 
18.—Max W. Ball, representing 
the Canadian Northern Oil Sand 
Products Ltd., has obtained an 
agreement with the Province of 
Alberta whereby he may secure 
a 21-year lease, renewable, on 
3840 acres of bituminous sand 
lands in northern Alberta. He 
also has an agreement with the 
Parks Branch of the Depart- 
ment of the Interior, Ottawa, 
regarding its 600-acre bitumi- 
nous sand reserve near McMur- 
ray and Waterways, the pres- 
ent terminus of the railway. 


These agreements require 
that the company proceed at 
once with the erection and op- 
eration of a 250-ton per day 
separation plant. A three-year 
probation period is allowed in 
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which to demonstrate ability to 
work the sands effectively. Pros- 
pecting of crown lands for pick- 
ing the 3840 acres of lease may 
be carried on during the three 
years. The lease will be granted 
upon the successful conclusion 
of the demonstration work. 


The company proposes to 
start operations on the Parks 
Branch reserve close to the rail- 
way. A 250-ton separation plant 
of the hot water type will be 
commenced during 1935 and 
completed and operated during 
1936. As soon as the small unit 
has been proved, it is planned 
to enlarge the separation plant 
capacity to 3000 tons per day. A 
400-barrel refinery will be 
erected during 1935-6 at a suit- 
able site convenient to the rail- 
way as a first stage and will 
be enlarged to 3000 barrels 
when separation operations are 
stepped up. 


It is estimated that $150,000 
will be required for initial steps 
and that somewhat more than 
$1,000,000 will be required for 
the 3000-barrel separation and 
refining plant. 


The company is being advised 
by the A. J. Smith Engineering 
Corp., Kansas City, regarding 


its refinery equipment. The bi- 
tuminous sand oil is a viscous, 
asphaltic material. Heat treat- 
ment at a moderate tempera- 
ture followed by fractionation 





George W. Van Fleet, Director and 
supervisor, petroleum supervisory 
agency 


yields about 25 per cent gaso- 
line, 5 per cent tractor and die- 
sel fuel, 55 per cent asphalt and 
15 per cent loss and plant fuel. 
A yield of from 40 to 45 per 
cent gasoline can be secured by 
drastic cracking, the residue be- 
ing coke. 

The present headquarters of 
the Canadian Northern Oil Sand 
Products Ltd. is 703 Northern 
Ontario Building, Bay St., To- 
ronto, 2, Ont. 


Insurance Investigator 


Heads Enforcement 


CHICAGO, April 20.—A life 
insurance special investigator, 
George W. Van Fleet, has been 
selected by the oil administra- 
tion as director and supervisor 
of the new petroleum super- 
visory agency on East Texas en- 
forcement. 


Mr. Van Fleet lives in Win- 


netka, Ill., the fourth suburb 
north of Chicago, along Lake 
Michigan. His home is a rel- 


atively short distance from that 
of Administrator Ickes. 


The supposition here is that 
Ickes and Van Fleet were 
brought together through busi- 
ness relations, as Ickes while a 
practicing attorney did a con- 
siderable amount of legal work 
on estates; and Van Fleet has 
been in the insurance business 
at least 12 years. 


Mr. Van Fleet is not known in 
the political, business, or finan- 
cial life of Winnetka. Inquiries 
about the family developed that 
Mrs. Van Fleet is well known 
through her management of an 
antique shop in the village. 


The family lived in Minneapo- 
lis for ten years, where Mr. Van 
Fleet represented a life in- 
surance company, and about 
two years ago moved to 
Winnetka. As far as is known 
he has never been identified 
with the petroleum business. 


At Washington Administrator 
Ickes stated that he selected 
Mr. Van Fleet “purely on the 
basis of his experience. He has 
had an executive position with 
an insurance company for some 
years. He is a man of mature 
judgment and balance, like I 
have been looking for for some 
time,”’ Ickes said. 
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@ This new Wheaton Catalog—just off the press—shows you the 
last word in modern equipment for the oil industry. It illustrates and 
describes not only the famous Wheaton Products that have been leaders 
year after year, but also the many new Wheaton faucets, valves and 
fittings which embody important improvements in design, which may 
be the means of saving you money. Every oil company should have 
at least one copy of Catalog No. 26 for ready reference. Just let 
us know how many you wish, and we will send them promptly. 
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Gas Polymerization May Add a Billion 
Gallons to Motor Fuel Output 


NEW YORK, April 23 
BILLION gallons — 25 
million barrels—of gaso- 
line, may be added to the 

present production of motor 
fuel by proved methods of poly- 
merization of cracking. still 
gases, prominent petroleum 
chemists announced here today. 
This huge quantity of gasoline 
represents an increase of nearly 
six per cent of our 1934 produc- 
tion. In comparative anti-knock 
rating the polymerized fuel is 
equivalent to a much greater 
percentage of the total. 


Petroleum chemists, speaking 
before the spring meeting of the 
American Chemical Society, dis- 
cussed in comprehensive detail 
recently developed commercial 
methods, already in large-scale 
operation in refineries in this 
country, which will change to a 
considerable degree the aspects 
and trends of American motor 
fuel production. 


With raw material in the form 
of highly unsaturated cracked 
gases, now used chiefly as cheap 
fuel in the refineries and prac- 
tically useless for other pur- 
poses, it is prophesied that, with- 
in a very few years, the new 
types of processes will become as 
common as are vapor recovery 
plants. 

Five years ago the latter were 
considered as experiments, and 
were not universally adopted un- 
til their economy was proved by 
the operation of the first few in- 
stallations. It seems highly 
probable that, five years hence 
the polymerization unit will be 
as universal as vapor recovery 
is at present. 

Polymerization of unsatur- 
ated hydrocarbons is not new to 
the laboratory chemist. The 
commercial application of the 
principle, however, has lagged 
until the demands for economy 
and the requirements for motor 
fuels possessing the character- 
istics of these polymerized hy- 
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drocarbons made the commer- 
cial development practicable. To 
make a chemical process pay its 
way has always been both a 
brake on, and a spur to, tech- 
nical progress. 

In a symposium presenting a 
dozen important papers on vari- 
ous phases of the gas pyrolysis- 
polymerization field, American 
chemists sounded the last words 
in this, one of the most inten- 
sively studied subjects of recent 
years. 


WO years ago Dr. A. E. Dun- 

stan, head of the research and 
development staff of the Anglo- 
Persian Oil Company, of Eng- 
land, told chemists of the Petro- 
leum Division of the A.C.S. at 
Chicago some of the details of 
the long and painstaking work 
which had resulted in gratifying 
success. Some years ago a semi- 
commercial and later a larger 
commercial polymerization unit 
was developed by Pure Oil Co. 
technologists, to conserve the 
high cracked gas production of 
vapor-phase cracking units. This 
last is a heat-and-pressure proc- 
ess. 

The most recent commercial 
development in polymerization 
is that announced today by V. 
N. Ipatieff, B. B. Corson and 
rustav Egloff, of the research 
staff of Universal Oil Products 
Co. By this process an average 
yield of 3.5 gallons of above 8? 
octane number motor fuel is pro- 
duced commercially per thou- 
sand cubic feet of cracked still 
gases treated. 

Estimating the annual Amer- 
ican production of cracked gases 
at 300 billion cubic feet per year, 
this amount should produce 
more than the billion gallons 
mentioned. Yields from selected 


raw materials, such as stabilizer 
reflux from vapor phase crack- 
ing, containing up to 70 per cent 
of propylene and butylenes, as 
high as 15 gallons per thousand 
feet of gas have been obtained. 
A commercial plant capable of 
treating three million feet of 
gas per day is in operation, in 
an American refinery, it is un- 
derstood. 

Two types of processes have 
been developed to commercial 
success for polymerization, each 
with its advocates and with its 
own field of application, it ap- 
pears. The earliest, as previ- 
ously mentioned, employs rela- 
tively high heat and pressure, 
controlling these two factors, 
along with contact time, to gov- 
ern the reactions. 


The Universal process just 
announced employs relatively 
low pressures and temperatures 
and what is described as a ‘‘sol- 
id phosphoric acid” catalyst. 
This catalyst, according to dis- 
closures made today, appears to 
be the acid impregnated in an 
inert solid carrier to form the 
contact mass. It is claimed to 
be easily and fully regenerated, 
is not poisoned by carbon mon- 
oxide, hydrogen sulfide or by 
mercaptan = sulfur. The first 
large laboratory scale, or pilot. 
plant consisted of four vertical, 
electrically heated towers, in 
series, charged with catalyst, 
and connected to a_ stabilizer 
unit. The towers were built to 
operate at as high as 1500 
pounds pressure. A temperature 
of 446 F. and pressures of 200 
pounds per square inch are 
found to be satisfactory, the au- 
thors stated. 

Polymerizing receiver gas 
from a liquid phase cracking op- 
eration, containing around 24-25 
per cent total unsaturates, yields 
of three to four gallons were ob- 
tained. Stabilizer reflux from 
‘liquid-vapor’”” phase cracking 
containing nearly 40 per cent of 
propylene and butylenes pro- 
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duced an average of six gallons. 
Gases containing 60 to 65 per 
cent of ethylene, propylene and 
butylenes gave about seven 
gallons, while the maximum 
yield was obtained from gases 
with 67 per cent propylene and 
butylenes. Conversion of the 
last type of gas ranged from 84 
to 99 per cent of the total un- 
saturates in the feed gas. The 
octane number by the Motor 
method is 82, while the octane 
“blending value’”’ is 110 to 120. 

The obvious advantage of this 
type of polymerization process 
is that relatively low pressures 
and temperatures are used. The 
result is cheaper equipment of 
lesser weight and cheaper met- 
al; longer equipment life, and 
lower heating expense. The dis- 
advantage, also obvious, is the 
expense of preparing the cata- 
lyst, and the necessity for its 
periodic rejuvenation. Because 
of the catalyst’s ruggedness 
which is stressed by the authors, 
and its unsusceptibility to pois- 
oning by sulfur and other im- 
purities and by-products, this 
disadvantage is apparently mini- 
mized. 


Ipatieff, in another paper be- 
fore the division, showed that 
the mechanism of polymeriza- 
tion with this catalyst is a two- 
step reaction. At relatively low 
temperatures, olefins react with 
phosphoric acid to form addi- 
tion products (392 F. for ethy- 
lene, and below 260 F. for propy- 
lene). At the polymerizer op- 
erating temperatures employed 
these addition products dissoci- 
ate, and the ‘‘nascent’’ organic 
radicals combine to form the 
new molecule of a greater num- 
ber of carbon atoms, forming 
mono-olefins of, chiefly, twice 
the number of carbon atoms as 
are found in the original olefin. 
For instance propylene forms 
mainly hexylenes, nonylenes, of 
six and nine carbon atoms re- 
spectively. Under more severe 
conditions, aromatic molecules 
are formed. 

The intermediate or addition 
products were isolated by Ipa- 
tieff, by contacting propylene at 
257 F. and elevated pressures 
with phosphoric acid, resulting 
in a homogeneous liquid, consid- 
ered to be iso-propyl phosphate. 
Heating this liquid at 302 F. 





produced two layers, the upper 
layer proving to be the propy- 
lene polymer, the lower being 
phosphoric acid capable of fur- 
ther use as catalyst for the same 
reaction. Using ethylene, the 
intermediate reaction liquid was 
proved to be mono-ethyl phos- 
phoric acid, by neutralization 
with barium hydroxide, and 
analysis for barium and phos- 
phoric acid. Further heating of 
this liquid produced an upper 
layer of hydrocarbon liquid, and 
recovery of the phosphoric acid. 

The catalyst is prepared by 
mixing liquid phosphoric acid 
with various inert solid carriers. 
It was found that the reactivity 
of the catalyst was dependent 
“to a considerable extent upon 
the method of preparation and 
upon the character of the solid 
absorbent,’ to quote the au- 
thor’s words. The nature of the 
solid material determined upon 
for commercial work was not 
disclosed. 

Under specific conditions of 
temperature, pressure, and gas 
rate, propylene was found in 
laboratory work to polymerize 
up to 80-93 per cent per pass 


What Polymerization Means to the Refiner 








N HIS process of changing his plant into a 
chemical factory, instead of a plant system 
using a series of comparatively unscientific 

and often unrelated processes, the petroleum 
refiner is finding it increasingly necessary to 
utilize not only every possible chemical and en- 
gineering development which makes more effi- 
cient operation and more useful products, but 
to conserve raw material and reduce losses to 
the maximum degree. 

Fifteen or 20 years ago, a refinery typical of 
that day could be ‘‘paid out’”’ in six months to 
a year. Still gases, heavy residues could be 
burned in the open air, or dumped wherever the 
laws would permit. Little attention was paid 
either to conserving crude or to efficient operat- 
ing methods. The profit margin carried the 
load, like the Mexican vaquero’s horse carried 
the too-heavy saddle—without effort of the 
rider. 

Nowadays the profit margin is very small. A 
small fraction of one sent per gallon may mean 
the difference between profit and loss on the 
product. A difference of one or two per cent in 
yields may make or break the refiner. A dif- 
ference of four or five octane numbers may make 
a difference in price of finished gasoline at the 
refinery large enough to invite or prevent bank- 
ruptcy. 

On all three of these points, polymerization, 


with its conservation of the raw material, the 
charging stock, its reduction of overall operat- 
ing costs per unit of product, its probability of 
increase in the average knock rating of total 
gasoline, and the production of special, very 
high actane rating products for very exacting 
uses, offers to the refiner, when further details 
of efficient application are more completely 
worked out, an additional most powerful string 
to his industrial bow. 

In an industry so highly and savagely com- 
petitive, a large percentage of executives and 
executive-engineers are more generally con- 
vinced than ever of the deciding part which 
the Twins—a highly competitive product quali- 
ty, and low production cost—play in reaching a 
favorable decision in the economic ring. 

Probably polymerization processes have not 
yet reached the point of general application to 
any refinery, to be operated by average refinery 
personnel of the present intelligence and ex- 
perience level. Nevertheless, it seems apparent 
that little remains to be discovered regarding 
the main principles of commercial application. 
This process, of whatever type the individual 
refiner may eventually choose, will soon become 
another of the tools soon to be added to the 
already imposing list employed by every suc- 
cessful refiner. It is a problem which each re- 
finer must study intensively. 
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», a can take the gumbugs out of cracked gasoline 
with sulfuric acid but you take out antiknock value 
at the same time and some of the gasoline too 
Unsaturated hydro-carbon molecules gang up with 
oxygen molecules from the air and turn into gum- 
bugs—if they get a chance 


Universal Liquid Inhibitor is a chemical cop that 
keeps the gumbugs from forming—saves all the 
antiknock value and all the gasoline 


And saves acid cost 


If you would like to know what Universal Liquid 
Inhibitor will do for you, just send us samples of 
your cracked gasoline [he sooner you do, the 
sooner you can forget your gum troubles 


Chicago Illinois Owner and Licensor 
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\§ Dubbs Cracking Process 








through a tube filled with the 
solid catalyst. The catalyst was 
active for a long as 300 hours or 
more, and is rejuvenated to its 
“original activity”’ by treatment 
with air and steam, presumably 
in situ in the container. 

A remarkable result was 
found by prelimiary treatment 
of the catalyst bed with a higher 
molecular weight olefin, buty- 
lene, for a short time before in- 
troducing propylene. Conver- 
sion of propylene amounted to 
13 per cent in three hours. By 
forcing alpha-butylene through 
the tube then, for one hour, a 
six-hour run showed that 39 per 
cent of the propylene used was 
polymerized, or three times the 
tirst result in only twice the 
time. 

In all of the experiments re- 
ported by various authors, it ap- 
pears proven that the higher 
the molecular weight of the 
olefin the greater the yields of 
polymer, as was shown above in 
discussing the paper by Ipatieff, 
Corson and Egloft. The less re- 
active olefins react more readily 
in the presence of the higher 
molecular weight, more reactive 
olefins than when the less re- 
active gases are treated alone. 
Also, mixed polymers, contain- 
ing residues from different ole- 
fins in the same polymer mole- 
cule, are produced when mixed 
olefins are catalyzed, as for in- 
stance the addition of propylene 
to butylene, ete. 

Pure phosphoric acid was 
found to be a stronger polymer- 
izing agent than solutions of 
lower acid strength, according 
to Ipatieff and Corson. Iso- 
butylene reacts most readily of 
the butylenes, with n-butylene 
the least reactive. The latter 
reacts more readily in the pres- 
ence of the iso-olefin than when 
treated pure. 


High Aromatic Yields 


As pioneers in the application 
of heat and pressure processes, 
without catalysts, to commer- 
cial practice in polymerization, 
Cc. BR. Wagener, Pure Oil Co. 
showed that as result of several 
vears of investigation, a com- 
mercial unit is now operating, 
capable of producing 400° bar- 
rels per day of motor fuel from 
vapor phase cracking still gases. 
These gases showed as high as 
about 50 per cent of polymeriz- 
able olefins and di-olefins. 

Following results obtained on a 
large pilot plant, a unit capable 


of handling five million cubic 
feet of gas per day was installed. 
Operating at around 1025 F., it 
was found that sulfur did not in- 
terfere, although Wagner is of 
the opinion that very high tem- 
peratures might fix sulfur in the 
products. Under the conditions 
used it was not necessary to re- 
move hydrogen sulfide from the 
gas. The olefins were removed 
from the raw gas by selective 
absorption and fed to the unit 
as a liquid at 600-800 Ibs. 

Polymerization of these ole- 
fins is strongly exothermic, it is 
found. The author relates an 
instance early in the investiga- 
tion, when an operator attempt- 
ed to halt the excessive rise in 
temperature, after reaction had 
started, by using pipe still con- 
trol methods, increasing the 
speed of the gas compressor. 
This forced 15 to 20 per cent 
more gas through the unit, re- 
sulting in a temperature in- 
crease from 940 F. to well above 
1300 F. in less than two min- 
utes, Since tube still muffle tem- 
peratures were lower, it was 
evident that the rise was due to 
the heat of reaction and not to 
better heat transfer to the 
gases. 


EATING the inlet gases to 
about 1100 F. and maintain- 
ing the temperature at 1200- 
1300 F. by heat of reaction, 
a gasoline fraction was pro- 
duced with an _ octane rat- 


ing (A. S. T. M.) of 100, 
and sulfur-free. Practically 


pure aromatic hydrocarbons, 
benzene, toluene, naphthalene, 
etc., were isolated from th? 
product, by fractionation after 
treatment with two to. four 
pounds of sulfuric acid per bar- 
rel. Wagner estimates that a 
billion gallons of aromatic hyd- 
rocarbon can be produced an- 
nually from available still gases 
in the U.S. by this method. 

As would be expected, yields 
of gasoline hydrocarbons varied 
widely, dependent on the per- 
centage of various olefin groups 
in the treated gases. Treating 
absorber tail gases, containing 
25.6 per cent of ethylene, 16.8 
per cent propylene, and only 2.3 
per cent of C, compounds, Wag- 
ner reports a total yield of 3.23 
gallons of condensate per 1000 
cubie feet of gas. From stabil- 
izer reflux liquid containing 1.6 
per cent ethylene, 27.1 per cent 


of propylene, and 66.5 per cent 
of C. compounds, the yield was 
9 gallons per thousand, nearly 
three times the yield shown 
above. 

Over a cracking unit tempera- 
ture range from 1060 to 1125 
F., the author found that varia- 
tion in temperature in this 
range had little if any effect on 
the composition of the gases 
made available for treatment. 
From a dozen analyses of 
cracked gases included in the 
paper, the highest proportion of 
C, hydrocarbons was found in 
the gas from cracking topped 
crudes such as Mt. Pleasant, 
Mid-Continent, and Van, Texas, 
crudes. Propylene in these 
gases reported ranged from 12 
to 18 per cent; ethylene from 20 
to 30 per cent, with large per- 
centages of methane and hydro- 
gen. At the higher pressures 
and temperatures, all hydrogen 
sulfide was removed from the 
gases prior to treatment, to pre- 
vent formation of mercaptans 
with the olefins. 

Polymerization percentage in- 
creases, through increasing con- 
tact time, with all olefins 
studied, under heat and pres- 
sure until a maximum is 
reached. Sullivan, Ruthruff and 
Kuentzel of Standard Oil Co. 
(Indiana) found in an exhaus- 
tive study of the effect of con- 
tact time, temperature and pres- 
Sure on results of polymerizing 
olefins. Maximum polymeriza- 
tion of ethylene was attained 
at a contact time of eight min- 
utes, after which the curve 
started downward. With pro- 
pylene, yields were consistent- 
ly lower than those from ethy- 
lene. 


Giving more careful attention 
to the study at higher pressures, 
Sullivan and associates found: 
“Conversion increases rapidly 
with increasing contact time up 
to a maximum, beyond which 
further increase in time of con- 
tact results in little or no in- 
crease in liquid yield. With 
ethylene at 800 F., conversion 
was 67 per cent at 14 minutes, 
72.3 per cent at 27 minutes and 
only 73.2 per cent after 59.5 
minutes. At 850 F. increasing 
contact time beyond 22 minutes 
resulted in lowered yields of 
liquid, indicating that polymer 
destruction by cracking was 
proceeding more rapidly than 
plymer formation by polymeri- 
zation. <A liquid yield of 81 per 
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cent was observed at 850 F. and 
22.4 minutes which decreased 
to 69 per cent on increasing con- 
tact time to 62 minutes. 


“The ethylene polymers pro- 
duced at 2000 pounds had A.P.I. 
gravities varying from 48° to 
54° and contained (in their 
higher temperature range) 
from 60 to 70 per cent gasoline 
with research knock ratings of 
65 octane number. Propylene 
at 2000 pounds pressure formed 
polymers having A.P.I. gravities 
of 50 to 55° and containing from 
65-70 per cent gasoline of about 
75 to 80 octane number, re- 
search.” 


Illustrating concisely the ef- 
fect of varying pressures on 
polymer yield from the two ole- 
fins studied, the accompanying 
table (Table VI of the authors’ 
paper), illustrates clearly the 
effect of varying pressure, 
through the temperature range 
employed, on yields and on re- 
search method octane ratings. 
The alphabetical designations 
above each column have’ been 
added, for easy reference 
thereto in the last column. The 
last column is also added here, 
merely as a means of obtaining 
a comparative figure to indicate 
a “figure of merit’’ based on the 
product of gasoline yield times 
the octane rating of the gaso- 
line produced, as a possible rel- 
ative and qualitative indication 
of the results obtained. 


and 10.6 minutes contact, re- 
spectively. The higher temper- 
ature and shorter contact time 
gave the higher octane rating, 
lower temperature gave higher 
yields, 80 and 75 octane num- 
ber respectively. 


The data in this table illus- 
trate clearly the authors’ obser- 
vation that, with increasing se- 
verity of operating conditions, 
yields, etc., reach a maximum 
and then either show a falling 
off or only a very slight increase 
for additional increments of 
pressure, temperature and time. 


By the pyrolysis of saturated 
hydrocarbons the authors 
found that yields of olefins are 
highest when using high tem- 
peratures and _ short contact 
times. Here again optimum 
conditions are reached, beyond 
which yields are reduced. Nor- 
mal butane showed morethan 
100 per cent volume yield of 
olefins, a weight yield, however, 
of slightly above 60 per cent. 
Apparently because its struc- 
ture prevents decomposition in 
the direction of forming an ole- 
fin and a paraffin other than 
methane, isobutane forms main- 
ly iso-butylene, in about 60 per 
cent weight, and 80 per cent by 
volume. Volume yield of pro- 
pylene from propane reached a 
maximum of 82 per cent, at 
1500 F., while ethylene showed 
as high as 74 per cent volume 
conversion at 1530-1550 F. 





Effect of Pressure on the Polymerization of Ethylene and 
Propylene 


G 


A B Cc D E F O.N. 

Press. Temp. Time % Yield °A.P.I. PerCent (Res.) DXFXG* 

Charge Lbs. °F. Min. Liquid Liquid Gasoline Gaso. 100,00 | 
Ethylene........ 500 850 8.1 59.1 49.0 73.8 78 3.40 
Ethylene........ 1000 850 27.4 70.0 49.3 69.5 68 3.32 
Ethylene........ 2000 850 22.4 80.8 48.0 62.5 64 3.24 
Ethylene........ 3000 700 85.0 75.0 46.5 40.2 62 1.87 
Ethylene........ 3000 750 43.0 74.8 47.5 47.3 63 2.23 
Ethylene........ 3000 800 17.3 74.3 47.7 55.0 62 2.53 
Ethylene........ 3000 850 9.6 71.4 50.1 67.1 63 3.02 
Propylene...... 500 850 5.7 16.3 53.2 80.3 78 1.02 
Propylene...... 1000 800 22.6 46.9 53.6 73.1 87 2.98 
Propylene...... 2000 800 16.9 64.0 53.4 69.5 75 3.34 
Propylene...... 2000 850 10.6 62.8 49.8 66.2 80 3.32 
Propylene...... 3000 750 27.3 62.6 52.7 59.5 75 2.80 
Propylene...... 3000 800 16.4 61.0 52.5 63.4 74 2.86 
Propylene...... 3000 850 8.7 61.2 50.3 67.1 74 3.05 


*Not included in authors’ original 


Comparing these added fig- 
ures (Which are not the original 
authors’ calculations) the op- 
timum conditions for polymeri- 
zation of ethylene are 500 
pounds, 850 F., and eight min- 
utes contact. For propylene, 
the best yields are at 2000 
pounds, 800 to 850 F., with 16.9 
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paper. 


Gayer’s Work Confirmed 


Employing aluminum silicate 
as a catalyst, Whitmore and 
Marschner, of Pennsylvania 
State College, confirmed the 
work of Gayer (Ind. Eng. Chem. 
25, 1122 (1933) ), who showed 
that, in polymerizing propylene, 


instead of a normal and regular 
formation of molecules which 
are exact multiples of three car- 
bon atoms, molecules of five-, 
seven-and eight-carbon atom 
olefins are formed. The cata- 
lyst’s activity was proved also. 

Thirty-four per cent yield of 
propylene polymer was_ oOb- 
tained, which, on exhaustive 
fractionation of the lower-boil- 
ing half, showed 10 per cent of 
Cs compounds, 35 per cent of 
Co, 25 per cent of C7 and 30 per 
cent of Cs compounds, Of the 
higher-boiling half of the prod- 
uct, about 50 per cent was 
nonenes, formed apparently by 
combination of three propylene 
radicals. 


HESE investigators also iden- 

tified many of the individual 
olefins produced, mainly by the 
hydrolysis of the dibromides, 
the reaction employed to sep- 
arate different compounds in 
the mixture. Trimethylethy- 
lene is the lowest boiling prod- 
uct formed by the polymeriza- 
tion conditions these authors 
used. Of the Ce group 2-methyl- 
pentene-2 and tetramethylethy- 
lene are found in greatest yield, 
accompanied by 2-methylpen- 
tane, a paraffin. This work is 
being continued, the present pa- 
per being a preliminary report. 

To the chemist interested in 
clear reviews of the literature 
on polymerization, and Ssumma- 
tions of the conclusions reached 
by various investigators, the 
two papers, by Per K. Frolich 
and P. J. Wiezevich, and by 
Gustav Egloff and Edith Wil- 
son respectively, will be found 
invaluable. Together these 
authors include some 137 litera- 
ture references, Frolich espe- 
cially including numerous pat- 
ent references. The details of 
these papers are too numerous 
and too voluminous to discuss 
here, but the assembly of the 
main findings and conclusions 
of a large number of investiga- 
tors presented represents the 
heart of research to date on this 
subject, probably the most ab- 
sorbing topic now to cracking 
and refining technologists. 

A number of authors also pre- 
sented important papers on vari- 
ous phases of the subject, such 
as hydrogenation of olefins for 
analytical purposes, pyrolysis of 
saturated hydrocarbons, the 
kinetics of pyrolysis, etc. 
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Cash Penalties Put Teeth in Revised 


California Marketing Agreements 


By Jack N. Westsmith 
N. P. N. Staff Writer 


LOS ANGELES, April 19 
UPPLEMENTARY  market- 
S ing agreements for this ter- 
ritory modifying those 
made in June, 1934, became ef- 
fective April 19. 

Endorsement has been re- 
ceived from 38 of the 41 sig- 
natories to the original three- 
party pact between members of 
the Pacific Coast Petroleum 
Agency, independent refiners 
and Oil Administrator Ickes. 
Unanimous acceptance of the 
modified pact was expected by 
April 22. 

These supplementary agree- 
ments, which are intended to 
act as a stop gap until a revised 
pact can be prepared and ac- 
cepted for operation after June 
15, embody a number of impor- 
tant changes. Activities of mar- 
keting affiliates have been re- 
stricted, strict control has been 
established over the sale of 
surplus gasoline bought by the 
Agency from independent refin- 
ers, and severe penalties have 
been provided for violations of 
the agreements. 

Duplication of wholesale dis- 
tribution in many sections of 
the Pacific Coast has been 
named as a frequent cause of 
breaks in the price structure. 
To eliminate this disturbing 
factor, a clause has been in- 
serted in the agreements pro- 
hibiting any company from 
serving its trade in any given 
area by more than one type of 
distribution. The company is 
given the option of marketing 
its products through company- 
operated facilities, by an af- 
filiate or by a distributor, but 
not more than one of these shall 
operate for the same company 
in any territory. 

In the past, some major com- 
panies, having bought surplus 
gasoline from an independent 
refiner at the regular Agency 
price, are then alleged to have 
resold this gasoline, or other 
third-grade product, to the 
same refiner at a figure lower 
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than the Agency price. The in- 
dependent refiner, in turn, sold 
the gasoline under another 
brand at a second profit. 

To prevent a repetition of 
these practices, a clause has 
been inserted in the agreements 
providing that no member of 
the Agency shall sell any third- 
grade gasoline to a _ refiner 
member, either directly or in- 
directly. 


O PUT teeth into the agree- 

ment, all signatories are re- 
quired to put up a cash deposit 
of $10,000, or furnish satis- 
factory security. These cash de- 
posits are to be placed in a re- 
volving fund and used to prose- 
cute violators of the terms of 
the agreements. 

Penalties of $500 for each 
day of an offense are stipulated 
and arbitrary authority to im- 
pose penalties is given to a ju- 
dicial committee of three. This 
consists of Charles R. Jones, 
vice-president, Rio Grande Oil 
Co., representing member com- 
panies; C. A. Johnston, presi- 
dent, Socal Oil & Refining Co., 
representing the refiner group; 
and W. C. Van Fleet, general 
manager of the Agency. 


Daily meetings of the two 
committees, representing the 
member companies and the in- 
dependent refiners, were held 
the past week. They were sched- 
uled to reconvene April 22 and 
to continue in session until 
agreement had been reached on 
a complete revision of the 
three-party pact. 


No provision has been made 
in the supplementary agree- 
ments for a differential in favor 
of competitive brands of gaso- 
line. Apparently no immediate 
chance exists for unanimous ap- 
proval of any provision of that 
kind or even for a wider margin 
for competitive and third-grade 
brands. However, officials of the 
independent service station op- 
erators’ association assert that 


they have positive assurance 
that Administrator Ickes will 
not approve new agreements to 
become effective June 15 unless 
they contain some such conces- 
sion aS permission to sell com- 
petitive brands of gasoline at a 
lower price than major-compa- 
ny third grade, a wider margin 
for competitive brands, or eli- 
mination of major companies 
from the third-grade field. 

Retail prices for major-com- 
pany gasoline at company- 
owned service stations in the 
Los Angeles basin area were 
held the past week, without ex- 
ception, at 16 cents a gallon for 
third-grade brands, 18 cents for 
standard brands, and 20 cents 
for Ethyl, inclusive of 4 cents 
tax. Although independent re- 
finers in general met these 
prices, considerable quantities 
of low-priced gasoline contin- 
ued to be offered in the basin 
area, aS well as in certain parts 
of the San Joaquin valley. Grad- 
ual improvement was noted as 
the week closed, but a large 
number of service stations still 
posted 13.5 cent signs, with 
more than a sprinkling at 12.5 
cents. 


Reorganization Plan 


Before Directors 


TULSA, April 20. — The 
Barnsdall Corp.’s board of di- 
rectors will meet in Tulsa April 
26 to study a _ reorganization 
plan which is being worked out 
by the executive committee. 

The plan contemplates the 
segregation of the production, 
refining and marketing units, 
it is understood, such that each 
units setup would not be a drain 
on other units if operating ata 
loss. 

Except for one statement out- 
lining briefly the proposal, 
President E. B. Reeser has de- 
clined to discuss the proposal in 
detail. He was understood to 
have left Tulsa late in the week 
for an automobile tour of the 
East Texas field. 





Edmond Poo! Gets Pipeline 


TULSA.—Continental Oil Co. 
is laying a nine-mile, four-inch 
line to connect its main line 
from Oklahoma City field to 
Ponca City with production in 
the Edmond pool, Oklahoma 
county. 
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Socialization of the Oil Industry 
Provided in the Thomas Bill 


WASHINGTON, April 18 
NACTMENT of the Thomas 
F oil control bill would mean 
the end of private manage- 
ment and property rights—the 
socialization of the industry, Ax- 
tell J. Byles, president of the 
American Petroleum Institute 
told the subcommittee of the 
Senate Committee on Mines and 
Mining April 17. 

Assuming that the act would 
be found constitutional Mr. 
Byles gave it as his opinion that 
the government would be forced 
to police all fields and all wells. 
Having done this it would have 
to allocate the output among re- 
fineries now built and those 
which would be built. Control 
also would have to be extended 
to marketing and include an at- 
tempt at price fixing—a bigger 
job than the attempt to enforce 
prohibition, Mr. Byles said. 

Instead of the Thomas Bill 
Mr. Byles urged that the pro- 
gram adopted by the American 
Petroleum Institute last fall be 
followed. This included the 
Connally Bill, now a law; au- 
thority to control imports and 
an act approaching interstate 
compacts and setting up a fed- 
eral fact-finding body to deter- 
mine supply and demand of pe- 
troleum products. 

Reealling the statement of 
Oil Administrator Ickes that 
the industry should be made a 
public utility Mr. Byles said; 
“It does not require much imag- 
ination to foresee the plight in 
which thousands of so-called 
‘independent’ or non-integrated 
operators would find them- 
selves.”” His remarks in part 
were as follows: 

“Such a declaration of policy 
is contained in the _ tentative 
draft of the extension of the Na- 
tional Industrial Recovery Act 
which will shortly have the con- 
sideration of Congress. This is 
a matter for discussion at an- 
other time and in another forum. 
{t is mentioned here only as a 


background for consideration of 


the bill before this committee. 
“In passing, however, we 


might observe that the pro- 
ponents (within the industry) 
of this bill argue its adoption as 
a means of avoiding federal con- 
trol. I believe, that if the bill 
under consideration is passed 
and sustained by the courts, it 
will inevitably lead to complete 
federal control for sufficient 
time, at least, to demonstrate, 
through a breakdown of the 
service now being rendered to 
the public, that such control is 
unwise. 

“On the question of federal 
control, or the declaration of a 
public utility status, the indus- 
try is likely, regardless of its 
varying economic positions and 
points of view on many matters, 
to completely unite in opposi- 
tion. 


MPYROPONENTS of this bill tell 
you that the states are free 
from federal interference so 
long as they observe federal al- 
locations. That is true. Pro- 
ponents will further say that 
the threat of federal interven- 
tion to run across state lines 
and down to individual proper- 
ties and wells will prevent a 
challenge of that authority. 

“Tam not so sure of that but 
rather expect that one or more 
of the great producing states 
will challenge it promptly, and 
that inevitably the issue will 
be framed by some action of the 
federal authority which will at- 
tempt to apply the quotas in 
commerce or ‘unit’ theory 
clauses of the Act. When an at- 
tempt is made to apply these 
clauses to individual properties, 
the issue will be framed. 

“It is obvious that this issue 
will determine whether or not 
the states, under the Federal 
Constitution, have delegated 
such power to the Federal 
Government. To validate it, it 
seems to me that the courts 
would have to do what would be 
tantamount to amending the 
commerce clause of the Federal 
Constitution by striking out the 
words foreign and _ interstate 
from before the word com- 


merce, or that three-fourths of 
the states would have to ratify 
a constitutional amendment. I 
do not believe the courts would 
seriously consider such action 
any more than I believe that 


three-fourths of the _ states 
would surrender their local sov- 
ereignty. 

“Let uS asSume, without ad- 
mitting, the constitutionality of 
such portions of the act. This 
would result in placing in the 
hands of a bureau or adminis- 
trator in Washington complete 
control over the crude oil sup- 
ply of the country anything 
even Savoring of a free crude 
market would end. In such cir 
cumstances, what would be the 
position of the great majority of 
refiners who buy all, or a large 
part, of their crude oil require- 
ments? Would it result in an 
improvement over the situation 
which has existed under the 
petroleum code, with the price 
of crude oil artificially pegged 
and inability, notwithstanding 
the efforts of the Petroleum Ad- 
ministration and of the indus- 
try, through purchases of so- 
called distress gasoline, to get 
products prices up to a compar- 
able level? As a result of this 
policy, which broke down free 
crude markets and removed the 
stabilizing influence of price, 
about 50 of these plants are 
shut down which, under the 
competitive system formerly ex 
isting, were making money. 

“These plants are shut down 
either permanently or until the 
return of normal price relation- 
ships between crude oil and its 
products may permit resump- 
tion. This number does not in- 
clude those plants built in East 
Texas to operate on oil illegally 
produced, or plants of small 
size serving only local markets 
and manufacturing less than 
1000 barrels of gasoline a 
month. The closed plants rep- 
resented approximately 12 per 
cent of those operating Jan. 1, 
1935, and a little less than 3 
per cent of the gasoline manu- 
facturing capacity of the _ in- 
dustry. 





“Under the planned economy 
of the past year and one half 
this situation was to have been 
relieved by price-fixing called 
cost recovery. This attempt 
failed, as it was bound to do. 
If this system is continued, non- 
integrated refiners would right- 
fully insist, as they are now do- 
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ing, that either the old compe- 
titive system be restored or a 
place be provided for them in 
the new scheme of things. Does 
any one doubt that such an ef- 
fort would be made or that it 
could stop with governmental 
regulation of the refining in- 
dustry? It would inevitably lead 
to an attempt at governmental 
regulation of marketing, in- 
volving a renewal of the at- 
tempt at price-fixing. Is this 
desirable from the standpoint 
either of the public or of the 
industry? 


“The public interest is best 
served by private ownership, 
management and operation of 
this complex and far-flung busi- 
ness. In the long run, in this, as 
in every other business operated 
under the competitive system, 
the individual or group of in- 
dividuals who can furnish the 
public with the best products 
at the lowest cost will longest 
survive and derive the greatest 
profit, 

“The alternative is a govern- 
ment control which would lead 
to state socialization—a con- 
trolled monopoly under which 
this business could not have 
been developed to its present 
highly competitive and efficient 
state or could it be so main- 
tained. It is inconceivable that 
such a_ Situation would be 
viewed by the multitude of in- 
divduals and corporations which 
are now carrying on the oil 
business, or the industries de- 
pendent on it, as either serving 
ther own or the public’s wel- 
fare, 

“These remarks should not 
be construed as indicating that 
$1 is too high a price to pay for 
36 gravity Mid-Continent crude. 
It is not. The thought which I 
am endeavoring to present, 
however, is that artificial and 
unsound attempts at stabiliza- 
tion have thrown the economic 
order out of balance, imposing 
unnecesSary losseS on some 
branches of the industry, while 
guaranteeing profits to other 
branches. 

“Notwithstanding emotional, 
inaccurate and, at times, lurid 
statements to the contrary, 
Rome is not burning; the oil in- 
dustry, in spite of the many 
handicaps, artificial and other- 
wise, with which it has to con- 
tend, is steadily improving its 
position, is serving the public 
efficiently and economically—is 
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not wasting its heritage and is 
contributing to the hoped-for 
better day. To disturb this situ- 
ation by ill-advised legislation 
is to assume a serious responsi- 
bility at this or any other time. 

“If it prove that the states, 
under compacts approved by the 
Congress and aided by the Con- 





nally Act, cannot protect the 
public interest, it is well to re- 
member that Congress. will 
meet again — probably within 
six months after the adjourn- 
ment of this session, when fur- 
ther and perhaps _better-in- 
formed judgments may be ar- 
rived at.’ 


Oiiliness, Fuels, Solvent Processes 


To Feature A. P. |. Meet 


CLEVELAND, April 16 
ILINESS in lubricants, mo- 
O tor and diesel fuels, and 
progress in solvent refin- 
ing of lubricating oils will be 
brought forward in the discus- 
sions of the refining division of 
the American Petroleum Insti- 
tute at its fifth mid-year meet- 
ing in Tulsa, May 14 to 16. 

The Institute’s board of di- 
rectors, and public relations 
committee will meet. All of 
Tuesday, May 14 will be devoted 
to committee meetings; no gen- 
eral sessions are as yet sched- 
uled. 

Following is the program as 
announced thus far: 


Wednesday, May 15 


9:30 a.m., Division of Production, 
Crystal Ball Room, Drilling and Pro- 
duction Practice Program Sponsored 
by Central Committee on Drilling and 
Production Practice. Papers on fol- 
lowing subjects under consideration: 

Blow-out Prevention; Direct-Drive 
Diesel Engines; Resistance to Mud 
Flow in Tool Joints; Disposal of Salt 
Water. 


10:00 a.m., Division of Refining, 
Junior Ball Room, Refinery Session 


The Chemical Constitution of the 
Gasoline Fraction of Petroleum, Fred- 
erick D. Rossini, National Bureau of 
Standards. 

Fundamental Research on the Chem- 
ical Constitution of Lubricating Oil, 
frederick D. Rossini, National Bureau 
of Standards. 

Determination of Monthly Gasoline- 
production Allowables, Fred Van Co- 
vern, Planning and Co-ordination Com- 
mittee. 

Laboratory Distilling Apparatus, 
W. W. Scheumann and J. F. Stewart, 
Empire Oil & Refining Co. 


2:00 p.m., Division of Refining, Junior 
Ball Room, Refinery Session 


Diesel-Fuel Specifications—-Round 





Table Discussion. 

Oiliness in Motor Oil Practice, E. R. 
Barnard and D. P. Barnard, IV, Stand- 
ard Oil Co., (Indiana). 

Polymer Gasoline from Cracked 
Gases, Gustav Egloff and V. N. Ipatieff, 
Universal Oil Products Co. 


Thursday, May 16 


9:30 a.m., Division of Production, 
Crystal Ball Room, Drilling and Pro- 
duction Practice Program Sponsored 
by Central Committee. 

Electrical Logging. 


Selective Wetting of Reservoir Rock 
and Its Relation to Oil Production. 
Equipment Used in Securing and 
Examining Sub-Surface Samples. 
Sub-surface Pressure Instruments. 
10:00 am., Division of Refining, 
Junior Ball Room, Progress in 
Solvent Refining 


Recent Developments in Solvent Ex 
traction with Chlorex, D. B. Williams, 
Carbon and Carbide Chemical Corpo 
ration. 

Performance and Flexibility of Duo 
Sol Process, Malcolm Tuttle, Max B 
Miller Co. 

The Refining of Lubricating Oils 
with Furfural, G. R. Bryant, R. EF 
Manley, and B. Y. McCarty, The Texas 
Co. 

Analytical Solvent Fractionation, 
U. B. Bray, D. R. Merrill, and R. © 
Pollock, Union Oil Co. of California. 

Some Effects of Solvent Fractiona 
tion on Service Characteristics of Mo 
tor Oils, D. R. Merrill, C. C. Moore, 
Jr., and U. B. Bray, Union Oil Co. of 
California. 


2:00 P. M., Division of Production, 
Crystal Ball Room, Drilling and Pro- 
duction Practice Program Sponsored 
by Central Committee. 


Papers on following 
being considered: 

Mid-Continent Production Methods; 
Frozen Drill Pipe and Cement-Casing 
Bonds; Directional Drilling; Oil-Well 
Casing; and Integral-Joint Drill Pipe 


subjects now 
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WE ANALYZED 





G.T. M.-Specified 
Goodyear Style S Gasoline 
Hose for gasoline pumps 


Highest quality woven 
cotton cord jacket pro 
tects from abrasion 


and scuffing 












“4g \ 
iste } f Special Goodyear rubber 
A HOSE IS NO BETTER oS 


tube 


THAN ITS TUBE New improved super-strong flexible 


metal tube resists breakage, especially 


Goodyear Style S Gasoline Hose 
exceeds Underwriters’ specifica- 
tions — yet costs no more 


at couplings 


THE GREATEST NAME 


CLP 
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HUNDREDS OF 
FAILURES 








—then built Goodyear Style S STRONGEST 
where other hose is WEAKEST 


HERE and why does hose 

fail first? To find out we 
made hundreds of tests with dif- 
ferent types of hose—in the 
laboratory and in actual pump 
service — before building a single 
length of Goodyear Style S Gaso- 
line Hose. 


These tests, and they are verified 
by hose service records of a major 
oil company, brought out two facts 
of great importance to every hose 


buyer: 


Most failures originate in tube 


Almost all hose failures are due 
primarily to either breakage of 
the flexible metal tube at the 
couplings — or abrasion of the 
cotton jacket at the middle. 

Practically none originate in the 


rubber lining! 


Goodyear develops new tube 
How Goodyear Development 
‘ngineers eliminated these weak 
spots in building Goodyear Style S 
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Gasoline Hose is a long story. 
Briefly, it took three years’ con- 
stant work with metal manufac- 
turers to produce a tubing that 
came up to Goodyear’s high 
specifications. 


This tube is by far the strongest 
used in any hose today—a new al- 
loy metal that withstands long-con- 
tinued flexing without breaking. 


The heavy cotton jacket used is 
the highest quality ever put on a 
gasoline hose. The rubber lining 
is a special Goodyear compound 
that has never failed once in 
service! 

That is why Goodyear Style S 
Gasoline Hose lasts longer on 
busiest pumps, reducing replace- 
ment costs— because it is built for 
the job — because it is strongest 
where other hose fails first. 


BELTS - 


HOSE - 


PACKING 


Made by the makers of Goodyear Tires 





IN RUBBER 


—| 

> 
SS 
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MOLDED GOODS 


Pump-fitted by 


This better-made hose is recom- 
mended for gasoline service by 
the G.T.M. — Goodyear Technical 
Man —that practical rubber expert 
who has rendered the petroleum 
industry such signal service in re- 
ducing hose and belting costs. He 
will be glad to demonstrate the 
money-saving features of Good- 
year Style S. To bring him, write 
Goodyear, Akron, Ohio, or Los 
Angeles, California—or the 
nearest Goodyear Mechanical 
Rubber Goods Distributor. 





It pays to sell 


GOODYEAR 
FAN BELTS 
RADIATOR HOSE 


and other accessories 





Service-proved — they wear 
better — make friends and 
profits for you 
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Best Selling Months 





May, June --- Tires 


August - - - Gasoline 


October - - - Batteries 





URING what months should 
]): plan to push tire sales 

at my service stations? 
During what months should I 
push battery sales? What is the 
relation between the peak sales 
months on petroleum products, 
tires, and batteries? 

Such questions are being 
asked by jobbers engaged in 
one-stop service station mer- 
chandising. One answer comes 
from the jobber’s own sales rec- 
ord, by checking sales in each 
department by months, and by 
comparing tire and _ battery 
sales with gasoline sales for the 
month. Another answer comes 
from a study of national aver- 
age sales figures of these three 
products, 

The national average figures 
on these products have been as- 
sembled by NATIONAL PETROLE- 
uM News, and are published 
herewith. Gasoline sales were 
taken from the monthly re- 
ports, based on gasoline tax re- 
turns by states, issued by the 
American Petroleum Institute, 
and the _ percentages’ deter- 
mined. Battery sales were ob- 
tained from a prominent manu- 
facturer, representing sales ex- 
perience for the past two years. 
Tire figures were obtained from 
several large manufacturers. 

As these figures are national 
averages, they are subject, of 
course, to local variations. 
There is the story about the 
man who was drowned in a 
river whose mean average depth 
was only six inches, and so it 
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is with averages. Basic climatic 
conditions, such as the variation 
between the extreme north and 
south, belated or early seasons, 
tourist traffic, and special sales 
promotional campaigns, may 
throw an individual station or 
company’s figures off from the 
national average. The figures, 
however, serve as a guide to the 
national buying habits of mo- 
torists, showing the months 
when customers are more apt 
to buy gasoline, tires, and bat- 
teries. 

Two major points seem evi- 
dent from a comparison of the 
three columns in the table. 
First, that the best sales months 
for gasoline, for tires, and for 
batteries are not the same. 
Second, that a short time com- 
parison of tire and _ battery 
sales per thousand gallons of 
gasoline is not feasible. 





In gasoline sales the lowest 
month was February, with 6.31 
per cent of total 1934 sales. The 
percentage figure began climb- 
ing in March, steadily upward 
until the peak was reached in 
August, with 9.52 per cent of 
the total. September was lower 
than August, while October was 
the third best gasoline month of 
the year, evidently on account 
of weather conditions. Then the 
winter decline set in during 
November and December. 


Actually February sales were 
not below those of January, 
considering daily average sales. 
Daily average sales in January 
were 37,463,000 gallons, 
against 37,507,000 gallons in 
February. Daily average gaso- 
line sales were not considered 
as the tire and battery figures 
were based on monthly totals. 


Tire sales reached their peak 
in May and June, which coin- 
cides with the popular opinion 
that tires move in the late 
spring and early summer, when 
motorists prepare their automo- 
biles for summer driving. April. 
however, was only 2 per cent 
behind the peak months, while 
March and July were on a par 
at 9 per cent of the year’s total. 
The low ebb was in December. 
5 per cent of total. 

Battery sales reached their 
peak in the final five months of 
the year, also confirming popu- 
lar opinion that the battery sea- 
son is during the autumn and 
early winter months, as the mo- 
torist considers buying winter 
needs. The rating on battery 
sales was given in the order of 
the best sales months, not in 
percentages. October was first, 
August second, September and 
November tied for third and 
fourth, and December fifth. The 


Monthly Sales Data On Gasoline, Tires, and Batteries 


Month Volume, gallons 


BOG osvcisccdisecixs 1,161,367,000 
PODPUATY «...2..:..,:.. 1,048,262,000 
re 1,253,433,000 
PEON ov ccedbbvacswcesec 1,328,925,000 
SU caicewsncciseercc enews 1,478,567,000 
NN os cae ezeecs ese 1,495,747,000 
REN ies co ccase ec iciares 1,537,864,000 
POG i oskscncicdvcecks 1,581,656,000 
September ............ 1,496,524,000 
Oe) 1,530,957,000 
November ......... 1,415,547,000 
December .........:.. 1,288,463,000 
‘American Petroleum Institute 
1934. 


monthly 


Gasoline 
Sales Tire Sales Relative 
Per cent Per cent Battery Sales’ 
6.99 6 Sixth 
6.31 & Seventh 
7.54 9 Ninth 
7.99 10 Tenth 
8.89 r Eleventh 
9.00 12 Twelfth 
9.25 9 Eighth 
9.52 9 Second 
9.00 7 Third, tie 
9.21 « First 
8.52 6 Third, tie 
1.45 5 Fifth 


gasoline gallonage reports for 


*Figures from two large tire companies. 


‘Figures from 








battery manufacturer, average for two years. 
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Schrader Dublcheks—the modern air-tight, nished without charge. 
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Order Schrader Dublcheks today from Brooklyn. N. Y. 
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first six months of the year 
showed progressively declining 
sales. 


A comparison of the three 
products shows that the one- 
stop station, according to the 
national average, should have 
nine consecutive months of top 
sales, aS each of these three 
products approaches the peak 
sales months. These months are 
from March through November. 
Tire sales move to the peak 
starting in March and extend- 
ing through August. After the 
tire peaks in May and June, 
then gasoline takes the front 
rank of peak months, in July 
and August. Batteries come into 
prominence in August, reach 
the peak in October, with No- 
vember tied for the third best 
month. 


Another comparison, going 
down the gasoline and tire per- 
centage columns, shows that the 
variation between high and low 
months in gasoline is not as 
great as in tires. Gasoline per- 
centages are relatively even, 
with the peak month of August 
being only 51 per cent higher 
than the low month of Febru- 
ary. Tires, however, fluctuate 
more violently. The peak 
months of May and June, at 12 
per cent, were 140 per cent 
above December, the low month 
at 5 per cent. 


A further study indicates 
that the oil industry’s custom of 
noting progress in tire and bat- 
tery sales by a comparison of 
sales to one thousand gallons of 
gasoline is not in keeping with 
the national average figures 
over a short space of time. The 
ratio between tires and gasoline 
should be lower in January, 
higher in February through 
June, and then lower for the 
balance of the year. Over a 
longer period, such as a year 
or two, the ratio, however, 
would hold, as the monthly vari- 
ations would average out into a 
proper relationship. 


The manager of retail sales 
for a division of a large oil 
company reviewed the figures 
and raised the question about 
placing more sales effort behind 
tires and batteries during the 
months of smaller percentage of 
total sales. Granting that the 
individual station or company 
averages follow those in the ac- 
companying table, he ques- 
tioned extensive efforts in the 
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months of greatest demand. 
Motorists are more tire minded 
in April, May and June, he rea- 
soned, so there is more inclina- 
tion to buy during these months, 
the salesmen of course being 
alert to making actual sales. 


The customer, however, is less 
inclined to buy tires later in the 
year, from September on, so 
that sales effort to stimulate 
sales should be greater in these 
off-season months than during 
those of heavier demand. 


7.3 Lube Jobs, 6 Tires, 1.5 Batteries 
Sold per Thousand Gallons 


teries, and tube repairing 

are the ‘old reliables’”’ in 
the accessories line to which H. 
V. Price always looks for profits 
in the operation of his station at 
Cushing, Okla. 

That does not mean Mr. Price 
handles no other accessories. He 
handles all the ‘“‘more in de- 
mand” accessories, such as light 
bulbs, windshield wipers, fan 
belts, spark plugs, coils, floor 
mats, tire repair kits, horns, top 
dressing, in fact, he has quite a 
stock, but he watches his old re- 
liables more closely than he does 
any other sales. And he keeps 
an eye on what moves and what 
doesn’t, and those that do not 
move, he weeds out as rapidly 
as possible. 

Mr. Price formerly had a card 
system on his lubrication busi- 
ness, but he discarded that for 
a little ledger book that he keeps 
always before him, and to which 
he is constantly referring. 

In that book is a complete rec- 
ord of work done on each cus- 
tomer’s automobile, and the 
mileage at the time of the last 
lubrication. From that book he 
gets his contact leads, with so- 
licitation either personally or by 
phone. 

That his method gets results 
is attested to by the fact that 
in 1934, for example, his lubri- 
cation jobs averaged 7.3 per 
1000 gallons of gasoline sold. 

The station men have been 
trained to watch the customer’s 
tires, and to report any indica- 
tion that customer might be in 
the market for tires within a 
short time. Either Mr. Price or 
one of his station men makes it 
a point to contact that customer. 
Mr. Price spends quite a bit of 
his time calling on his customers 
and soliciting their tire business. 

In 1934, Mr. Price’s tire sales 


C* lubrication, tires, bat- 


amounted to six tires per 1000 
gallons of gasoline sold. 


The belief in some quarters 
that the winter time is the best 
battery sales period is discred- 
ited by Mr. Price’s record of 
battery sales. Averaging 1.5 
batteries per 1000 gallons of 
gasoline during 1934, his records 
show that in July he averaged 
better than two batteries a day, 
while in August the average was 
just under two batteries a day. 


“We catch a_ considerable 
volume of battery business in 
the course of motor tune-ups,” 
Mr. Price said. ‘Our motor 
tune-up man makes a careful 
check, from the fan belt on back 
to the floor mat. He notes any- 
thing that is needed. He then 
either notifies the customer, or 
gives his report to me for han- 
dling. 

“So successful has been this 
method of selling accessories, 
that Iam contemplating the pur- 
chase of a complete motor test- 
ing machine. In that way we 
can show the customer, if neces- 
sary, just what he should have 
replaced. 

Some of the smaller accesso- 
ries which could not be merchan- 
dised except from the pump is- 
land, are brought to the cus- 
tomer’s attention by letting him 
inspect the accessory while the 
car is being serviced. Only one 
accessory is “pushed” this way 
atatime. Anda sample of that 
accessory is on a small stand by 
the doorway, for the attendant 
to pick up as he goes out to the 
car. 

Mr. Price welcomes tire re- 
pairing in a big way. His at- 
tendants, when they find a ‘“‘low”’ 
casing, invariably suggest to the 
customer that they be permitted 
to inspect that tire and see why 
it is running low. 
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Already cars with power-plants at the 
rear are to be seen on the highways, 
both in Europe and America. And in 
draughting rooms and testing labora- 
tories. . automotive engineers are carry- 
ing on the further development of these 
types of cars. 

Whether such models may forecast 
the car of the future. . only time will 
tell. Bat..whether they do or not.. 
Penola engineers have been carefully 
watching their evolution .. alert to 
meet each new specification with a lu- 
bricant precisely suited to it. And of one 
thing you may be certain . . if and when 
rear-engined cars do become generally 
approved successes . . Penola will be 
ready . . as always . . with lubricants en- 
ineered to their exact needs. 


Since the earliest beginnings of the 
.utomotive industry, Penola engineers 
have worked steadily with the motor 
pioneers . 
bricants . 


. developing specialized lu- 
. solving intricate problems. 


baltimore, Md. - 





Baton Rouge, la. - 


A 





The Penola line now comprises more 
than 1000 items .. each specialized to 
mechanical needs with the closest scien- 
tific accuracy .. each made and backed 
by the world’s largest manufacturer of 
special-purpose lubricants. 


And as automotive designs are con- 
stantly improved..the more than 
65,000 Penola dealers from coast to 
coast are prepared for them with lubri- 
cants as up-to-date as today’s news- 
paper. To Penola dealers, new models 
mean more sales . . changed lubrication 
needs bring change into the till! 


Stock Penola Lubricants for wider de- 
mand . . greater turnover . . increased 
profits! Gear into a selling plan that's 
in tune with the times ! 

® 
Sold only to oil companies and jobbers 
Write for prices of standard and special 
tpecification lubricants. Address all cor- 
re spondence e to Penola Inc., 30 Rocke- 
feller Plaza, New York Cit) 


PENOLA LUBRICANTS 


PENOLA INC., 30 ROCKEFELLER PLAZA, NEW YORK CITY 


(formerly Pennsylvania Lubricating Company 


Grease works operated at 


Eldorado, Kan. Pittsburgh, Pa. 
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PENOLA LUBRICANTS 
PENOLA GEAR LUBRICANT—in summer 


and winter viscosities, for transmission and 
rear axle lubrication where E. P. lubricants 
are unnecessary or gear boxes not oil-tight 


PENOLA PRESSURE LUBRICANTS—in 
three grades, Fluid, Regular, and Heavy-duty— 
proper consistency for year-round application 
by all types of hand or power-pressure guns. 


PENOLA COMPOUND — The Extr: me Pres- 
sure Lubricant—for hypoid and worm gears, 
free-wheeling assemblies and all types of trans- 
missions and diffe. entials—the year round. 


PENOLA EXPEE COMPOUND —the lubri- 
cant specially developed for high-speed 
hypoid drives. 


PENOLA WHEEL BEARING LUBRICANT— 
high melting point. FIBROUS, ANHYDROUS 
—won’'t cake, harden or separate under high 
temperatures and speeds. Stays on bearings 
and out of brake linings. 


PENOLA UNIVERSAL LUBRICANTS — for 
all grease-type and oil-type universal joints— 
approved by leading manufacturers. 

PENO!IA WATERPROOF LUBRICANT — 
does not dissolve, wash away or get into circu- 
lating svstem—prevents leaks; protects pumps. 
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This young woman customer is being told by the ‘‘dressed-up"’ salesman 

why her car should be inspected before summer arrives, The salesman 

is getting his message across while the regular attendant is servic- 
ing the car 


‘‘Dressed-Up” 


Salesman 


Sells 





Spring Inspection While Gas Tank is Filled 


of accessories provides 
“that eight per cent” which 
spells the difference between 
being in business and being out 
of business for Harry and Al 
Wheeler, “The Home Town 
Boys’’, who operate three one 
stop stations in Oklahoma City. 
Spark plugs furnish the larg- 
est volume sales at the Wheeler 
stations. Windshield wipers, 
lamp bulbs, ignition cables, 
tires and batteries are near the 
top. There are floor mats, dis- 
tributor points, fan belts, and, 
“You'd be surprised,’ Harry 
says, “how many hub caps we 
sell for the more popular cars.”’ 


Walking through the Wheel- 
er brothers’ accessories depart 
ment is like walking through a 
chain-store or mail-order store 
accessories department. Every- 
thing for the automobile appar- 
ently is there—even radiators! 

How do the Wheeler brothers 
sell their accessories? 


(ot accessor merchandising 





Again Harry gives the an- 
swer—‘‘Every item we handle 
has a rightful place on an auto- 
mobile. If it fails to move, we 
check up on ourselves, because 
we have learned from experi- 
ence the fault is not with the 
item, but with our salesman- 
ship. We find the answer—and 
sell the commodity.”’ 


on 





“The Home Town’ Boys’, 
Harry and Al Wheeler sold $53 
in auto accessories to each 1000 
gallons of gasoline at one of 
their three stations in Oklaho- 
ma City in February. Now 
that Spring is here they are 
selling ‘“‘Summerizing”’ service. 





By Allen S. James 
N. P. N. STAFF WRITER 


As he talked, he strolled from 
one accessory display to anoth- 
er, pointing out the various 
“good sellers.’’ Suddenly, he 
stopped before a stack of cans, 
picked up one, shook it, and 
holding it out, said: 

“See that can? I expect to 
put the contents of 500 of those 
cans in the cooling systems of 
500 automobiles within the next 
week or ten days. And I'll get 
from $5 to $7.50 per car. Yet 
that sweet piece of money is 
going to flow right under the 
noses of many station men the 
next few weeks without their 
ever picking up a dime of it. 

“Here’s the _ idea. Pretty 
soon customers are going to 
have the anti-freeze drained 
from their cars. A great many 
station men are going to do just 
that and nothing more. They’ll 


drain out the anti-freeze, flush 
the radiator—all free service, 
you understand—and let it go 
at that. 

“We are going to sell the cus 
tomer on the idea his cooling 
system should be cleaned. We 
are going to do that by merely 
calling to his attention what 
the man who made the car says 
should be done. If he doubts 
us, we will tell him to refer to 
his instruction book. 

“We will explain to him that 
if he permits his cooling system 
to clog up, he is going to pay 
someone $10 to take off the 
radiator and boil it out in a so 
lution of Oakite. Then the job 
will be only half done, because 
the motor block has not been 
touched. 

“We'll offer to clean the cool- 


ing system, radiator and motor 


block, without taking off the 
radiator. And for less money 
than he’d pay just to have the 
radiator cleaned.”’ 

The Wheelers are just starting 
their “summerizing” campaign. 
Their plan is to keep a ‘‘dressed 
up’”’ salesman on the driveway 
at all times. This salesman ex- 
plains briefly the need for a 
check-up of the car before sum- 
mer driving begins. He’ll do 
his explaining while the attend- 
ant is servicing the car. 

If the customer is convinced 
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he should have his car inspect- 
ed, arrangements are made to 
do the inspecting when most 
convenient for the customer. 


The inspector records on the 
back of the regular sales slip, 
all items he finds which should 
be attended to within a short 
time. This slip is given to the 
“dressed up’’ salesman, who 
contacts the customer. 


“This salesman,’ Mr. Wheel- 
er explained, “makes no 
attempt to high-pressure the 
customer. He merely tells him 
what the inspection has dis- 
closed and asks if we can fix all, 
or any of them. All we want 
is a ‘Yes’ or a ‘No’ answer.” 

The Wheelers have their at- 
tendants literally ‘eating, 
sleeping and dreaming” acces- 
sories sales. ‘“‘Our employes,”’ 
Harry Wheeler said, “know 
they must make their salaries 
through accessories sales. I 
have established a ratio of ac- 
cessories sales to salaries. That 
keeps them on their toes, with 
their eyes open. No matter 
where they are, if they see an 
automobile that needs some- 
thing, they note the license 
number, and that owner is con- 
tacted. 

‘‘Look there on the driveway. 
That attendant has spotted that 
newly made dent in the fender 
of that customer’s new auto. It’s 
only a Slight dent, but the paint 
is scraped off. See, the attend- 
ant is asking him if he has time 
for us to repair that damage, or 
can we call for the car later 
and repair it.” 

Harry Wheeler’s bookKeep- 
ing system lets him know just 
what is done each day, and who 
has done it. If an employe falls 
down on accessories sales for 
four or five days, or more, he 
tries to find the reason. When 
he thinks he has found the an- 
swer, he begins working with 
the employe to get him ‘back 
on his feet.’’ 

“We have a meeting of our 
employes every Monday night,”’ 
he explained. ‘‘At each meet- 
ing, one employe gives a talk 
on some experience he has had 
in merchandising an accessory. 
Why, would you believe it, even 
that young woman bookkeeper 
over there sold four coupon 
books last month.” 


In the short month of Feb- 
ruary, for example, the Wheel- 
ers sold $53 worth of acces- 
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sories for every 1000 gallons of 
gasoline at their Twenty-first 
and Broadway station alone! 

While Harry talked and wan- 
dered about his station, he 
picked up a _ box, remarking, 
‘‘Here’s a little item we’re mov- 
ing so fast we have to buy them 
by the gross.’ 


He’ pulled out a windshield 


wiper. ‘“‘Have you seen this new 
“tts 
type. 


type wiper?” he asked. 
the new balloon rubber 





Harry Wheeler, one of the “Home 

Town Boys” installing a pair of new 

balloon type windshield wipers which 
he sold to the author 


See those holes there? 
let the water through, and 
those ridges wipe the wind- 
shield clean. When a customer 
comes in the attendant hands 
him one of these wipers to ex- 
amine while he services the car. 
When he is through, he steps up 
to the car window and asks, ‘Is 
there anything else?’ By that 
time the customer usually 
wants to know more about that 
wiper. The the attendant 
shows him its advantages. 

The writer now has two of 
those wipers on his own car. 


They 


“Muny” Station Wins 


LINCOLN, Neb. — Although 
voters at a recent city election 
approved the Lincoln municipal 
gasoline and coal stations, the 
majority was not as great as at 
an election two years ago. 

The recent vote was 13,375 
to retain these municipal busi- 
ness enterprises against 7634 to 
abolish them. Two years ago the 
vote was more than 2 to 1 for 
the muny businesses. Business 
men were aroused at the recent 
election as proposals had been 
made to extend the scope of 
muny business in Lincoln. 


Displays Garden Hose 
On Gasoline Pumps 


At the first touch of spring, 
the lowly garden hose always 
puts in an appearance herald- 
ing the event. Recognizing that 
garden hose is a timely item 
and that now is the time to sell 
it, the Firestone Service Store 
at Raleigh. N. C., gave several 
reels of it a prominent display 
by hanging it on the gasoline 
pumps in front of the station. 


Here they served as a force- 
ful reminder to the motorist 
that spring is here and that it is 
time to see about that hose. It 
would be difficult to find a more 
advantageous point at which to 
display this item, for at the 
pump it is close enough for the 
motorist to examine it without 
even leaving his car. 





A Firestone service station in North Carolina uses gasoline pumps themselves 


to display seasonable items. 


Garden hose is being displayed this spring 
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Many oil companies know, from long 
experience, that when they specify ‘‘Another 
Butler” it will be better even than the ones 
before it. 


Improvement in Butler Truck Tanks has 
constantly taken place since wagon tank 
days. But never has it been so marked, so 
extensive as now. 

Actually the most’ experienced, most 
capable staff of tank body engineers in the 
business have soundly revolutionized truck 
tank design and construction and have pro- 
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Above a Compensating High Pressure Natural Gasoline 
Fransport Trailow-Tank. 


At the right a Trailow-Tank without streamlining. 
supplied without barrel carrier. As a matter of fac 
Prailow-Tanks and Truck Tanks are still available in con- 
ventional design to suit. 


Opposite page, top, two views of an Airfoil Streamlined, 
Biflex Mounted, Floating Load Truck Tank. Also supplied 
in modified streamline and conventional design. 


Opposite page. lower, an Airfoil Streamlined Butler Trailow- 
lank with skirting concealing carrying compartments. 


duced, in the Butler Trailow-Tank, the 
highest development in low cost highway 
transportation. 


Airfoil Streamlining has advanced the 
styling in step with that of modern motor 
cars, trains and other transport equipment. 


But, a far more important factor is weight 
saving. It has been engineered into Butler 
Truck and Trailow Tanks at every possible 
place—not only in the Airfoil Streamlined 
models but also in Butler tanks of conven- 
tional design. 


Weight saving—more payload, less dead- 


load—carried lower, safer and faster—all are 
money-in-your-pocket values which oil trans- 


port men everywhere are taking advantage of 


so extensively as to make Butler the fastest 
selling highway oil transport equipment. 
Butler Trailow-Tanks now travel the high- 
ways of almost every state. 
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Before you buy any truck tank know about such 
fundamental engineering advancements as_ the 
Turreted Expansion Dome; Flush Fill Openings with 
Quick-opening, Streamlined Covers; New Low Oval 
Tank Shape; Biflex, Floating Load Mounting; the 
Composite Tank and Chassis Construction of the 
Trailow-Tank;: Compensating High Pressure Con- 
struction for Natural Gasoline Transport and others 
which ONLY Butler can supply. 
~ rite Today for full information. Make a reserva- 
tion for the new Butler Catalog to be off the press 
Soon. It reveals surprising advancements in trans- 
Port tanks and displays the most complete and 
advanced line of oil equipment to be had from any 


BUTLER MANUFACTURING COMPANY 


1241 Eastern Ave., 941 Sixth Ave. S. E., 
Kansas City, Mo. Minneapolis, Minn. 


Send full information: 
. gal. Biflex Mounted, Floating Load Truck Tank 
gal. Trailow-Tank. 
. Complete Oil Equipment Catalog. 
Firm Name 
By 
Address. 

















Sales Record of Waukesha Station 


By E. L. Barringer 
N. PB. N. Staff Writer 


WAUKESHA, Wis. 

LECTRIC refrigerators have 
fF been added to the line of 

merchandise marketed by 
the Valley View Oil Co., Wauke- 
sha, Wis. The refrigerators are 
displayed on the floor of the 
company’s main station in Wau- 
kesha. Selling will be done by 
the company’s regular staff, by 
contacting customers stopping 
in the station and in following 
up leads. Installation and serv- 
icing will be done by the com- 
pany’s expert electrician, now in 
charge of battery, automobile 
electrical, and radio servicing 
work. 

The company has been gradu- 
ally adding many lines of mer- 
chandise to its service stations, 
primarily related to the automo- 
bile. Tires have been marketed 
for a number of years, and bat- 
teries were added over a year 
ago. Then radios for the home 
were added, marking the first 
step away from automotive mer- 
chandise, and refrigerators are 
the second step. 

The purpose of the diversified 
line of merchandise is to make 
the company as independent as 
possible of gasoline income. 


Gasoline sales and profits are 
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welcomed by the company, of 
course, but price wars have 
taught the management that 
regular type stations depending 
primarily on gasoline sales are 
hard pressed during price wars. 


Waukasha is only 16 miles 
west of Milwaukee, connected to 
the larger city by several paved 


A corner of the merchandise display 

room in the Valley View Oil Co. service 

station, showing two of the electric 
refrigerator models sold 


highways, so that, even if a 
price war is confined to Milwau- 
kee, the results are felt by sta- 
tions in Waukesha. Milwaukee 
has been a center of price wars 
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How tires are displayed on the drives at the Valley View Oil Co. station 


42% Gasoline and Kerosine 
58% Other Merchandise 





in recent years, governing mar- 
kets in adjoining counties. 


The combination of electric 
refrigerators and service sta- 
tion selling fits into the set-up 
of the Valley View stations. 
When the company entered the 
battery business late in 1933 an 
expert electrician was added to 
the station’s staff. Batteries 
were sold as part of a complete 
electrical service, not just as 
merchandise. Radio installation 
and service, for automobiles and 
homes, also fitted into the elec- 
trical set-up. Electric refriger- 
ators thus were a natural choice 
in the merchandise expansion 
program, 


Handling electrical merchan- 
dise as a service, not as only a 
sale of merchandise increased 
the company’s business to a con- 
siderable extent. More than 500 
batteries were sold. Also, 34 
home radios were sold through 
the station. The buying season 
on home radios dovetailed with 
that on auto radios, the auto 
radios being in demand during 
summer months, while home 
radios are saleable during the 
winter when demand for auto 
radios is comparatively quiet. 


In addition to an established 
electrical department, for in- 
stallation and repair service, 
the company’s main station has 
a large room available for dis- 
play. The stock of automobile 
accessories, radios and radio 
tubes, was rearranged to pro- 
vide room for display of several 
electric refrigerator models. 


The company has found that 
merchandise display is valuable 
in making sales. Customers 
come into the station while hav- 
ing the automobile serviced on 
the drives, see the stock of auto- 
mobile merchandise and other 
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Automotive accessories 
on display in the Valley 
View Oil Co. station 


displays. Many sales of home 
radios began with customers 
coming into the station, listen- 
ing to one of the display models 
in operation. Company officials 
estimate that from 35 to 40 per 
cent of the customers enter the 
station building. 

The sale of electric refriger- 
ators started early in April, dur- 
ing the Waukesha home indus- 
tries show. The Valley View 
Oil Co. used its booth as a means 
of obtaining a list of refrigera- 
tor prospects. The company 
gave an auto radio as a prize. 
Show visitors filled out a card, 
giving their name, address and 
refrigerator ownership data. 
Each was asked whether an 
electric refrigerator would be 
purchased if the cost was not 
above that for ice. 

From these prize ticket stubs 
the company estimates that over 
100 refrigerator prospects were 
obtained. 

Progress in the company’s 
plan to increase sales of mer- 
chandise other than gasoline is 
indicated by the percentage fig- 





In the first 


ures on 1934 sales. 
six months, of the dollar sale, 
44 per cent was gasoline and 


kerosine and 56 per cent all 
other merchandise. In the sec- 
ond six months 42 per cent was 
gasoline and kerosine, 58 per 
cent all other merchandise. 
These are sales through the 
main service station. 


Special Oil Offer 
To Farm Trade 


BURLINGTON, Wis.—-A spe 
cial offer on heavy motor oil 
to the farm trade in the buyer’s 
container, or in one of four 
types of five-gallon cans, is be- 
ing made this spring by the 
Hansen Oil Co., Burlington, 
Wis. 

John F. Hansen, head of the 
company, had on hand a quan- 
tity of this heavy oil, suitable 
for tractor lubrication, and de- 
cided to offer the oil to stimu- 
late farm sales and to provide 





oils, and lubrication service, 


Refrigerators. 

Radios, home 
three makes. 

Radio tubes. 

Spark plugs, two makes. 

Automobile claaning = supplies, 
cleaner, wax, touch-up enamel, 
polish cloth, upholster cleaner. 

Radiator compound. 

Car heaters. 

Oil filters. 


and automobile, 


Generator parts, distributor caps, 
coils. 





Merchandise For Sale 


The following items of merchandise, in addition to gasolines, motor 
are offered at 
Valley View Oil Co., Waukesha, Wis.: 


the main station of the 


Tire repair material, patching ce- 
ment, repair kits. 

Gasket and rim cement. 

Friction tape. 

Windshield wipers, 
wipers. 

Rear end reflectors. 

Seat covers, 

Flashlights, cases, bulbs, batteries. 

Valve caps. 

Shock absorber fluid. 


arms, twin 


Fuses. 
Automobile batteries. 
Tires, tubes, two brands. 
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company salesmen with sales 


material. 


The five-gallon containers are 
in four types. One is the cus- 
tomary Square can, another 
with a pour spout, the third 
with a short nozzle and painted 
red for use as a gasoline can for 
filling a tractor or automobile, 
and the fourth the same type 
container for handling kerosine. 


The oil is so priced that the 
can costs the buyer less than 50 
cents. A lower price on oi] may 
be obtained if the buyer has his 
own container filled. 


Company salesmen are work- 
ing for three prizes, $10 to the 
salesman selling the most oil, 
$5 to the second high and $2.50 
to the third high salesman. In 
addition there is a commission 
of 5 cents a gallon. 








Shell Dealer Displays 


Lubrication Service 


This lubrication display in a 
gasoline pump island cabinet 
was arranged by W. L. Munson, 
Shell Petroleum Corp. dealer, 
Decatur, Ill. 


A miniature lift was con- 
structed, with a small automo- 
bile, and cans of various prod- 
ucts used in Shell lubrication 
service were suspended above. 


Additional packages of lubri- 
cants were arranged on the low- 
er shelf. The 5-pound can of 
grease has the letters in the 
name ‘“‘Shell’’ cut out, the space 
covered with red paper, and a 
light inside flashes the name at 
night. 









‘Doing the 


Brings Growth to 
N. Carolina Jobber 


OING the unusual in ad- 
1D vertising, merchandising, 

and distribution has built 
up sales of the Quality Oil Co. 
of Winston-Salem, N. (., all in 
the short span of five years. 

The company now serves 200 
outlets in four counties, of which 
22 are company owned and op- 
erated stations. It owns 25 
trucks and three bulk plants, 
and employs 125 people.. 

This rapid and _ substantial 
growth was” accomplished 
through using merchandising 
ideas and through the ability to 
recognize a trend and cash in on 
it before it became accepted 
practice. 

An example of this is the com- 
pany’s handling and sale of ac- 
cessories. It maintains a ware- 
house where a complete line of 
accessories is stored. Each day 
a panel truck leaves that ware- 
house, loaded with tires, bat- 
teries, and accessories. It makes 
the rounds of all the company 
owned stations, and _ supplies 
them with additional stock for 
their shelves. The truck also 


One of the Quality Oil 
Co, stations, located in 
the heart of Winston- 
Salem, N. C. These 
stations undergo a con- 
tinous routine of main- 
tenance, and are paint- 
ed twice each year, At 


night this station is N 

illuminated with flood pos 
lights 

contacts all dealers and en- 

deavors to keep them stocked 


with the best moving items in 
the tire, battery and accessory 
lines. 

In this way the dealers, for 
their automotive supplies, can 
deal directly with the company 
which brings them their petro- 
leum products. By this means 
the Quality Oil Co. has been un- 
usually successful in obtaining 
a large percentage of the deal- 
ers’ automotive business. 

The dealer buys his tires, bat- 
teries, and accessories from one 
source. He is visited frequent- 
ly by the supply truck and need 
not stock a large quantity of 
any one item. This close con- 
tact with the company permits 


1OO% 
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Using the largest painted billboard in Winston-Salem, the Quality Oil Co. has 
given it a service value as well as advertising appeal by including a large 


temperature recording device in the design. 


The advertising message ties 


in the recorder with the products very effectively 





Unusual” 





By John W. Thompson 


P.N. STAFF WRITER 


him to tie in his own merchan- 
dising efforts with those of the 
Quality Oil Co. He is given in- 
formation as to the company’s 
plan of advertising so that he 
can, if he so desires, cash in on 
the demand which that advertis- 
ing will create, without any ex- 
pense to himself. 


The company often promotes 
the sale of a “leader” item at 
its stations and puts special ad- 
vertising effort behind it. The 
dealer is given an opportunity to 
profit by the sale of this item 
also. 


Where possible, the accessory 
truck carries two qualities of 
each item, one for the rural 
trade and one for city sales. The 
dealers are continually being in- 
structed in the proper method 
of selling and displaying acces- 
sories, and the strong contact 
they have with the oil company 
discourages competitive supply 
salesmen. 

An instance of ‘‘doing the un- 
usual” is found in the company’s 
fifth anniversary program which 
was observed Feb. 20, this year. 
The plans included an all-day 
celebration, starting in the 
morning with a parade. In this 
parade were 20 of the company’s 
trucks, including six 4000-gal- 
lon transport units. These 
trucks were all decorated. There 
was also a brass band and a 
car carrying amplifying ap- 
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Fan belts 
Flashlight 


Air gauge 
Anti-freeze 
Anti-door rattles 


Battery jar fillers 
Bon Ami powder 


Bon Ami cakes Handy pads 


Brake lining 


Brush—fender Ignition sets 





100-W Paint—tire 


Chamois 
Cleaner & Polish 
Cloth—polishing 


Cloth—waxed Retainers 
Coil points Rivets 
Condensers Rotors 


heaters No. 125 Sani Flush 
Coupler—Alemite 
Coupler—Zerk point caps 


Covers—seat Sockets 








Filler—tire cut 


Auto bulbs Fittings—Zerk 
Auto fuses Fittings—Alemite 
Batteries Floats—Alc. testers 


Fuses—House ; 
Gasket—formers 


Brake dressing Heaters 
Brake fluid Holders——toilet paper 
Brake fluid hyd set 


Ignition points 


Brush—wheel Jack—Hyd. 
Brush—white wash Lamps—trouble 
Brooms—house Lamps—clearance 
Brooms—scrub Lenses 
Brooms—warehouse License—plate frame 
Brooms—wisp License—plate fasteners 
Bulbs—house—25-W Measure—oil 

40-W Mirror—Non glare 

50-W Oil—penetrating 


75-W Oilers—plews 


150-W Paint—white tire 
Bumper guards Patches-——tire 
Cables Plyers 
Caps—gas tanks Polish 
Cement—top patch Prestone—1 gal. 
Cement—rubber Punch—vacuum 
Cement—tubes Radiator hose 
Chains Radiator cleaner 


Radiator weld—liquid 
Repair kit—small 
Repair kit—large 


Connector—windshield Rejuvenator rubber 


Seal—lean—cards 


Defroster—windshield Socket—Wrench Sets 





Quality Oil Co. Accessory Line 


Offered Dealers for Their Own Use and For Resale 


Sets—Wrench 
Shelac 

Shock absorber fluid 
Shock absorber link 
Shoes—blow outs 
Soap—auto 
Soap—liquid 
Soap—lava 

Solder seal—large 
Spark plugs 

Spindle bolts-—Chev. 
Spindle bolts—-Ford A 
Sponges 
Straps—battery 
Springs—starter 
Stove bolts and washers 
Tape—large 
Tape—small 

Tar & road remover 
Thermoil 

Tires 

Tool—Alemite 
Tow—rope No. 503% 
Top dressing 

Top finish 

Top putty 
Touch-up enamel 
Tow-rope 
Transmission. — lining 
Unionall 

Caps 

Coats—shop 
Jackets 

Pants 

Shirts 

Valve caps 

Valve inside 

Valve Tool 

Valve stems 

Wax 

Weather strips 
Windshield blades 
Wrench—hub cap 
Wrench—ex tire rim 








paratus. From New York came vertisement which does not even 
the Shell tri-motored plane mention the 
which repeatedly swept over the Played, yet which gets a reading, 


parade route. One float carried 
a huge five-candled birthday 
cake and a sign reminding the 
people of Winston-Salem to 
“Come To Our Free Birthday 
Dance Tonight at  Pepper’s 
Warehouse.”’ 

At the big warehouse banners 
and booths relating to the com- 
pany’s products and_= services 
were set in place. A nationally 
known New York dance orches- 
tra was imported. The count 
showed that 7500 people had 
been the guests of the Quality 
Oil Co. at their dance. 

The company’s advertising, 
running consistently in the local 
newspapers, also stirs up consid- 
erable interest and comment. 
W. H. Spradlin, Jr., advertising 
director of the company, says; 
“T have always held that an ad- 
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article to be dis- 


does the organization far more 
good than an advertisement of 
the usual sort which is not read. 

“It has been my effort to 
make our advertisements so at- 
tractive, so appealing, and so un- 
usual that people will read 
them. And, having read an in- 
teresting story, they have also 
had a little word of advertising 
slipped in hardly with their 
knowledge.” 

Some radio and direct mail is 
also used. Considerable atten- 
tion is paid to personal solicita- 
tion. Station men take turns in 
calling on customers and pros- 
pects in the neighborhood of 
their stations. During a recent 
tire sale in which radio, news- 
papers, direct mail, and personal 
solicitation were combined over 
400 tires were sold in a single 
day. 

The company stations are all 
kept in first class condition and 
the maintainance program ¢alls 
for painting each station com- 
pletely twice each year. In 1930 
the Quality Oil Co. designed and 
built the original shell-shaped 
station. This station and its 
successors attracted attention 
all over the country. Later, the 
natives of Winston-Salem were 
introduced to shell-shaped gaso- 
line pumps at one of the Quali- 
ty stations. 

Plans are now under way for 
the addition of two motorcycle 
units of the three-wheel type. 
These will carry a spare gasoline 
tank for supplying stalled cars 
on the road, and will also be 
equipped with repair tools for 
servicing of minor emergency 
repairs on customers’ cars. Tires 





This float was a feature of the 3-block parade which was a conspicuous part 
of the Quality Oil Co's. 5th anniversary celebration last February. 


20 decorated company trucks were in the line of march, 


brass band and a public address system 


in addition 
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without Sacrifice of Weight 
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IT PAYS TO MODERNIZE WITH VITALIC 


Invite more customers keep more customers—make more profit—with 
the attractive appearance and greater efficiency of modern equipment. 
New Vitalic Gasoline Hose on YOUR pumps will look better, handle 
easier, last longer, cost you less. It is the accepted standard replace- 
ment on modern meter pumps. 

Station attendants who use Vitalic say 
most trouble-proof hose I have ever seen.” 
Station owners who buy Vitalic say— “It gives the best service and 
saves me money.” 

Modernize your pumps, now, with new Vitalic hose. Your business 
and your profits will surely benefit. 


“It's the quickest handling, 


ERIE “DOUBLEWEAR”—A VITALIC PRODUCT 


Regular Vitalic Gasoline Hose with patented vulcanized rubber mid-section, 
Erie ‘‘Doublewear’’ is standard equipment on all Erie Meter Pumps and is avail- 
able as replacement equipment for any make of gasoline pump. 





Unusual Flexibility 





and accessories will also be car- 
ried. 

The Quality Oil Co. is a local- 
ly owned company and employs 
all local people. Considerable 
care is taken to have the station 
personnel match the type of 


| people who patronize each sta- 


tion. For instance, stations in 


the finer residential districts are 








| people, was put in charge. 


manned by men who are able to 
meet the ‘400’ in such a way 
that they are made to feel wel- 
come. That this is an important 
point from the profit angle, was 
forcibly brought to the com- 
pany’s attention in a recent ex- 
periment at a station in the best 
residential section of the city. 
Sales had been very poor in that 
station for some time. Finally, 
in an effort to reach the cause, 
a change in personnel was made 
and a new man, familiar with 
the ways of this better class of 
The 
station business soon showed an 
increase of over 100 per cent. 
The company’s 125 employes 
maintain an association, which 
fosters bowling and basketball 
leagues and _ various _ social 
events throughout the year. Con- 
tests of various kinds between 
stations are held and a strong 
rivalry exists between the men 
at the different stations, with the 
competitive feeling touching up- 
on business as well as pleasure. 
Each year the company gives 
Christmas presents to all em- 
ployes. Last year the gifts 
ranged from $5 to $100, depend- 
ing upon the length of service 
and the position of the person. 
Final plans are now being 
made to develop more prospects 
for tires, batteries, and auto ra- 
dios, by the installation of a time, 


| payment plan for the purchase 


of these items. No down pay- 
ment will be required on the 
transaction, and the customer 
will be given three months to 
pay, with the payments made 
on a weekly or semi-monthly 
basis. The carrying charge un- 
der this plan will amount to 
about 11 per cent, and the con- 
tract will be in the form of a 
rental, with the item belonging 
to the company, until the total 
payment is made. 


Heads Railroad Oil Sales 

NEW YORK—F. W. Sullivan 
has been appointed’ general 
manager of the railroad division 
of Socony-Vacuum Oil Co., Inc. 
Mr. Sullivan started with the 
company 18 years ago. 
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ADVERTISIN 


Dealers all over the country are talking this way about oil in re- 
finery-sealed cans. It makes you wonder how long they can afford 


to stay loyal to any brand of bulk oil when canned oil offers them— 


INCREASED VOLUME FASTER TURNOVER 
SMALLER CAPITAL INVESTMENT 
GREATER SALES OF HIGH PRICED OIL AT FULL PRICE 
PROTECTION AGAINST GYP COMPETITION 
PROOF THAT THEY’RE SELLING HONEST OIL 


We are publishing a series of enthusiastic statements like this in Gaso- 
line Retailer, Super Service Station and Service Station News, reaching 


over one hundred and fifteen thousand dealers from coast to coast. 





A Real Business Builder 
—This CANCO Dispenser! 


The better service the station gives, the bigger 
business it will build. Quick service is impos- 
sible without an A-1 dispenser. The CANCO 
is by far the fastest, simplest, most efficient 
dispenser on the market. 


€ 
AMERICAN CAN COMPANY 
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One Gallon of Oil to 30 of Gasoline 
Sold by Ohio Jobbing Company 


HEN P. E. Cramer left 
WW ite dry goods business ip 

1922 to become an oil 
marketer he brought with him 
a selling principle which he 
knew to be a successful one. The 
Cramer Oil Co., Toledo, Ohio, 
is today operating on that prin- 
ciple. ‘‘It isa simple rule,” says 
Mr. Cramer, ‘“‘but a straight and 
narrow one.” Briefly stated, it 
is—One price, One quality, One 
service, with everyone treated 
alike. 

That his sales creed has been 
successful is shown by the fact 
that, in a span of 13 years, his 
gasoline and kerosine business 
has grown to 3,000,000 gallons 
per year and lubricating oil to 
100,000 gallons per year. Start- 
ing with one truck and a small 
bulk plant, the company now 
has seven trucks and a _ bulk 
plant having a gasoline storage 
capacity of 300,000 gallons and 
lubricating oil storage of 60,000 
gallons. The company owns 15 
stations and in addition serves 
15 dealers. 

Mr. Cramer has an unusually 
large lubricating oil business. 
compared to his gasoline gallon- 
age. He has made a specialty 
of selling lubricating oil. He 
has directed considerable effort 
toward car dealers in his oil sel!- 
ing plan. The result is that 
about 20 per cent of his lubri- 
cating oil sales are to this group. 
In cultivating this market, 
Cramer believes that he catches 
the car owner at the beginning 
of his “impressionable days” 
with the new car. If the oil that 
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is placed in the new car gives 
satisfactory service, the owner 
will in most cases see no reason 
to change. 

This car dealer business has 
an additional revenue feature 
due to the fact that many car 
owners come in for inspection 
and lubrication during’ the 
break-in period of the car. Many 
car manufacturers recommend 
that the dealers do this work 
during the critical early life of 
the car. Mr. Cramer has taken 
advantage of this condition and 
turned it into lubricating oil 
profits. Over 70 per cent of the 
company’s oil business is in 30- 
cent oil. 

Mr: Cramer tells his sales- 
men; “Sell yourself, then your 
company, then your product, 
and price will take care of it- 
self.”” He prides himself on the 
tact he has never sold on price. 
His customers know this and 
respect him for his straightfor- 
ward policy. Needless to say, it 
has brought him considerable 
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One of the Cramer Oil Co. stations in 
Toledo. The station operator rents the 
station from the company and is vir 
tually running a business of his own. 
It is one of Mr. Cramer’s theories that 
& man needs an incentive in his work 
in order to make a success of it 


business and has enabled him to 
hold customers once he gets 
them. 

When the Cramer Oil Co. was 
in the process of building up, the 
policy was to employ men on a 
salary basis at the company op- 
erated stations. Later on, Mr. 
Cramer began to feel that “his 
boys” should be given an oppor- 
tunity to make more money, He 
looks upon his station men as 
business men and believes they 
should be given an incentive to 
produce results. Consequently 
he took all his station men off 
the salary plan and put them on 
commission with an opportunity 
to rent the station and run it. 
This put the men into a business 
virtually of their own, with re- 
sults depending on their own ef- 
forts to produce. 

The effect of this plan on the 
company gallonage was highly 
successful. At one station the 
operator had been working for 
a Salary of $110 per month and 
doing a business of about 5500 
gallons per month. Accepting 
Mr. Cramer’s offer to take over 
the station and run it on a com- 
mission basis, this operator 
jumped the gallonage to 16,000 
per month. 

Another case concerns a stz- 
tion operator who was runnin: 
one of the company stations on 
a salary of $135 per month and 
was having difficulty in making 
the station pay. He, too, was 


put on a rental basis, with the 
result that there was soon a 30 
per cent increase in gallonage 
at that station. 


* 
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A section of the Cramer Oil Co, bulk plant at Toledo, Ohio, showing the row 
of oil storage tanks. Storage capacitv is provided for 60,000 gallons of lubri- 
cating oil 
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Station Operator Considers New Car Buyer 
“Hot Prospect’ for Tire Sale 


NE of the hottest of hot 
prospects for a set of new 
tires and a new battery is 

a good gasoline and oil custom- 


er who has just bought a new, 
1935 model automobile! 


Sounds crazy, certainly, but 
for many one-stop station own- 
ers acceptance of that apparent- 
ly cock-eyed theory is making 
the cash tumble into the till one 
time oftener than it would if 
they sat back when Mr. Custom- 
er came into the station, and 
with a sigh remarked to the 
hired help: ‘‘Well, he won’t be 
in the market now for tires or a 
battery for the next 18 months.” 


In the trade it is called ‘‘mak- 
ing change-overs,’”’ which is an- 
other way of describing an un- 
usual bit of merchandising. 


This practice apparently is be- 
coming quite general, and there 
are several variations, but the 
way the manager at Dryer, 
Clark & Dryer’s one-stop station 
in Oklahoma City described it, 
will furnish a good example of 
the merchandising method em- 
ployed. 

Here’s his story: 

“Let’s assume Mr. Jones is a 
good customer. One day he 
drives in with a brand-new auto- 
mobile. He’s proud of it, and 
you may rest assured we fan 
that flame of proud possessor- 
ship. We sure admire that fine 
new automobile! 

‘““Meanwhile, we make a note 
of the fact Mr. Jones has that 
new car. Very shortly a sales- 
man calls on him. He starts 
his sales talk by mentioning the 
new automobile, and referring 
in a general way to the fact the 
car is equipped with only 4-ply, 
unguaranteed, standard equip- 
ment tires; tires which have 
been bought in large quantities 
and probably ‘at a price.’ 

“The salesman also mentions 
the fact that those standard 
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Two Oklahoma service station 
operators make a specialty of sell- 
ing 6-ply guaranteed tires to new- 
car buyers, taking in standard 
4-ply tires with which the new 
cars are equipped. 


equipment tires may, and again 
they may not, give satisfactory 
mileage. 


“From that point he switches 
to the merits of our tires, stress- 
ing their workmanship, and the 
fact they are unconditionally 
guaranteed for a certain period 
of time. 


“The salesman offers to re- 
place those standard-equipment 
tires with our tires, and to allow 
the customer the retail price of 
the tires which came on his car. 
The customer, therefore, can get 
a set of our guaranteed tires 
merely by paying the difference 
between the retail price of the 
standard-equipment tires, and 
the retail price of our tires, and 
that difference is relatively 
small. We stress the point that 
this difference really is ‘tire in- 
surance’; that the customer has 
nothing to worry about as far 
as tires are concerned for the 
life of the guarantee, 


“Our problem then is to dis- 
pose of the standard-equipment 
tires we have taken in on the 
‘change-over.’ But our tire fac- 
tory allows us an extra discount 
for all ‘change-overs,’ which 
gives us more leeway in dispos- 
ing of the trade-ins, which, since 
the ‘bead’ is worn off, are really 
classed as used tires. 

“We can use these trade-ins, 
even, for further trade-ins. We 
average $20 to $25 on ‘change- 
overs,’ and in many cases our 
profits run even higher by the 
time we have traded and traded 
until we have acquired a set of 
tires which are not fit for fur- 
ther trading.” 


Then there is Fed Weilmuen- 
ster, owner of Fritz Super-serv- 
ice Station, at Stillwater, Okla. 
He not only makes “change- 
overs” on tires, but even trades 
rims! And batteries—they are 
good trading potentialities. 


Mr. Weilmuenster—Fritz to 
everyone in Stillwater— finds a 
customer has bought a new ear. 
He begins talking about his 
“bonded” tires to that customer. 
Perhaps the customer would 
like a little larger or a little 
smaller rim. Fritz handles 
genuine parts, or can get them 
very quickly. He changes the 
customer’s rims and tires, on 
virtually the same basis as out- 
lined by the Oklahoma City sta- 
tion’s manager. 


That leaves Fritz with a com- 
plete set of new tires and rims. 
He hustled around and finds 
someone who would like to have 
that size rims and those tires, or 
perhaps the rims and a set of 
the guaranteed tires. 


There might be a customer 
who would want the tires, but 
not the rims. All right, he gets 
the tires, and then Fritz looks 
around for a customer for the 
rims, or rims and a set of re- 
tread tires. Eventually Fritz 
may find himself with a set of 
rims, too large or too small for 
easy trading. But when that 
time comes, Fritz has his profits 
out of his trades, so he takes 
the rims down to the salvage 
man and gets what he can. 


“If we can make five trades,”’ 
Fritz said, ‘“‘We can make close 
to $100 on the original ‘change- 


over,’ and sometimes even more 
than that.’’ 


All of which proves there is 
no reason for a customer with 
a new car to be taken off the 
prospect list for several months. 


He really represents an extra 
profit. 





Station Sells One Battery Weekly 
Without Advertising Aid 


SHEBOYGAN, Wis. 


N AVERAGE of an auto- 
mobile battery a week has 


been sold at the main sta- 
tion of the Wingrove Oil Co., 
Sheboygan, Wis., since batteries 
were added to the line of mer- 
chandise last fall, without any 
consumer advertising program. 

These batteries were sold 
through the personal efforts of 
the men in the station, in re- 
minding customers on the drive 
that batteries were available at 
the station, and in sales work 
following up leads’ obtained 
while performing service work 
while lubricating automobiles. 

The service station, on a main 
street between a residential and 
the business district, depends 
mainly on local customers for 
patronage. A list of accessories 
had already been stocked, along 
with tires, and station salesmen 
were asking for batteries to 
complete the line of merchan- 
dise. 

Walter Wingrove, head of the 
company, listened to the request 
of the salesmen, and added the 
batteries with the understand- 
ing that there would not be an 
appropriation for advertising 
The sales program was entirely 
in the laps of the station sales- 
men. 

As soon as batteries were in 
the station the salesmen began 
their two-point program. Sales- 
men realized they had the ad- 
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vantage of selling batteries 
during the big battery season, 
but that the station was handi- 
capped in that many regular 
customers were driving com- 
paratively new model automo- 
biles and were not in the mar- 
ket for a replacement yet. 

The station’s program was 
aimed at future sales as well as 
at present sales. Since the sta- 


Accessories and motor oil are stocked 
on these shelves inside the Wingrove 
Oil Co. station 


tion had not handled batteries 
Yefore, future sales were sought 
by telling customers of the new 
department. This program was 
carried on intensively for sev- 





An average of a battery a week was sold at this station of the Wingrove Oil 
Co., Sheboygan, Wis., last winter 


66 





eral weeks after the battery de- 
partment was installed. Regu- 
lar customers, at the gasoline 
pumps and in the service depart- 
ment, were told that batteries 
were now available at the sta- 
tion. 

While building sales for the 
future, salesmen also sought im- 
mediate sales on the lubrication 
lifts. Battery inspection is part 
of the station’s extra service on 
lubrication, so this service was 
enlarged, from the adding of 
water, to a test of the battery. 

Evidence of a weak battery 
was called to the customer’s at- 
tention. Then the battery could 
be tested on the machine in the 
station, after being removed 
from the automobile, and a sale 
was in the making, either a re- 
charge job or a new battery. 

In addition to the average of 
one battery a week, through per- 
sonal selling, the station also 
obtained a large volume of bat- 
tery charging work. 


Tank Wagon Carries Extra 
Gas for Stranded Cars 


Truck drivers for the J. M. 
Acree Oil Co., Norman, Okla., 
Dixie distributors for Cleveland 
and McLain counties, are never 
without an extra 10-gallon can 
full of gasoline. 


“There is scarcely a time,” 
Mr. Acree said, “when we do not 
find some one on the road out 
of gasoline. And it seems to be 
invariably when the driver has 
dumped his load and is return- 
ing empty. Seldom does the 
driver return with the can still 
full of gasoline.” 

The driver charges the regu- 
lar service station price for the 
gasoline, and according to Mr. 
Acree the motorist who has 
been “‘rescued”’ is profuse in his 
thanks. 


“We had one fellow not long 
ago,” Mr. Acree’ continued, 
“who protested violently  be- 
cause we charged him the serv- 
ice station price. He wanted to 
pay the tank wagon price be- 
cause he said he was getting the 
gasoline from a tank wagon. 
My driver offered to draw the 
gasoline out of his tank if he 
was not satisfied. That ended 
the argument.” 
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“U.S.” GIANT 
GASOLINE HOSE 


The flexible metal inner lining 
provides free flow and prevents 
collapse. A layer of the finest 
oil resisting compound prevents 
penetration by gasoline and vil 
A woven cotton jacket of cabled 
yarn insures wear - resisting 
strength and easy - handling 
flexibility. 


"U.S." MATCHLESS 
GASOLINE HOSE 


Constructed with strong flex 
ible metal lining covered by am 
oil-resisting compound, rein 
forced with a ply of braided 
cotton. Handsome black non 
blooming eil- and wear-resist 
ing cover. A popular hose for 
refueling airplanes. 





**U.S."" GREASE 
PUMP HOSE 


For use on portable grease 
wagons or for crank case serv 
ice. Grease-proof rubber tube, 
woven cotton jacket with inter 
woven steel wire. Light, flex 
ible. Lengths up to 50 feet 





“U.S.” RAINBOW 
HI-PRESSURE SERVICE 
STATION HOSE 


The supreme hose for extremely 
high air pressures, scientifically 
built of multiple plies of duck 
and a ply of braided cotton 
The cover is of highest quality 
abrasion- and wear - resisting 
rubber. Lengths to 50 feet. 
Good for pressures up to 250 
pounds. 


“U.S.” RAINBOW 
SERVICE STATION HOSE 


An excellent light duck ply 
hose for air towers, pull-away 
air lines and curb lines in 
garages or filling stations. Red 
tube and smooth red cover. 
Light and easy to handle. 


**U.S."" MATCHLESS 
SERVICE STATION HOSE 


Molded type construction rein- 
forced with braids of best qual 
ity cotton. Has great strength 
to resist pressure. Smooth rub- 
ber cover is of highly abrasion- 
resistant compound. For air 
towers, pull-away air lines and 
curb lines. 


“U.S.” RAINBOW 
OIL SPRAY HOSE 


Made in continuous lengths 
with braided cotton plies and 
smooth rubber cover. Tube and 
cover are specially compounded 
te resist oil, grease and gaso- 
line. 








“U.S.” PEERLESS 
WATER HOSE 


A very durable water hose of 
highest quality Constructed 
with thick, tough inner tube 
plies of strong cotton braid 
impregnated with rubber to 
assure adhesion. Smooth brown 
cover of extra thickness of 
specially tough stock. The finest 
continuous length hose made. 
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FILLING STATION, TANK WAGON 
AND BULK STATION USE 


For many years “U.S.” has specialized in serv- 
ice to the oil industry, manufacturing, among 
other products, a great variety of hose for the 
handling of gasoline, oil, grease and water. 
Through the variety and length of its experi- 
ence the United States Rubber Company has 
contributed much to the general develop- 
ment of hose construction and improvement. 
It offers you a most complete line embracing 
every type of hose for which a need may arise. 

Realizing that the best hose is no better 
than its coupling, “U.S.” has devoted as 
much care to the development of these 
important units as it has to the perfection of 
the hose itself. 

Complete information on sizes, prices, 
lengths, outside diameters and working pres- 
sures of any of the hose 
illustrated with or with- 








out couplings will be 
furnished promptly 


upon request. 


nding Value of the 


United States Rubber Company 
1790 BROADWAY, NEW YORK, N. Y. 



































"U.S." ROYAL 
CORD LAWN HOSE 
Exclusive tire-like construction 
of plies of strong twisted cot 
ton cords laid side by side 
spirally throughout the length 
of the hose. Great strength 
light weight. flexible and easy 
to handle. Good for years of 
service. Any length to 500 feet 


“U.S."" RAINBOW 
LAWN HOSE 


Two braid construction with 
tough, wear-resisting, seamless 
cover. Won't kink. Won't harden 
or crack from exposure. Black 
red or green; smooth or corru 
gated. Any length to 500 feet 





“U.S.” RAINBOW 


FUEL HOSE 
The best grade of molded fuel 
hose. In continuous lengths 
eliminating the necessity of 


coupling, and possible leakage 
A hose of excellent reputation 





“U.S.” AMAZON OIL 
TANK HOSE 


Style 2904 


A light, rough bore hose with 
rubber cover for tank car use, 
tank wagon loading, barrel fill 
ing at refineries, or service 
station use under light pressure 
or gravity flow. Lengths to 50 
feet 





“U.S."" PERFECTED 
DISTILLATE HOSE 


Made of wrapped duck and 
braided four-ply construction, 
and can be furnished with or 
without static wire. Used to 
conduct fuel oil from wagons to 
tank or to homes and office 
buildings. Lengths to 50 feet. 


“U.S. FUEL HOSE 
Style P 5102 


All-braid construction, mandrel 
cured, and made of the same 
high quality compound as 
“U.S."" Rainbow Fuel Hose 


“U.S.” MATCHLESS 
HIGH PRESSURE CAR 
WASHER HOSE 


For pressures up to and includ 
ing 500 pounds. The tube is 
specially compounded to resist 
the action of hot water, soapy 
solutions, distillate and other 
cleaning solvents. The carcass 
consists of multiple braided 
plies of strong cotton. The 
smooth, long - wearing black 
cover resists oil and grease 












Virginia Kerosine Marketer 
Holds 8000 Customers 
With Reminder Advertising 


L. FARMER, of Richmond, 

s Va., is in the business of 

selling fuel oil and kero- 

sine to both residential and com- 

mercial accounts. His business 

is all handled by truck delivery 

direct from his 160,000-gallon 

bulk plant to the customer’s 
home or plant. 


He is well known to Rich- 
mond, having been in business 
here, selling coal as well 
these other products for many 
years. His kerosine business 
averages 85,000 gallons per 
month, and his fuel oil custom- 
ers take 20,000 gallons per 
month. 


It takes 14 trucks to keep his 
kerosine customers’ supplied. 
These units are in regular serv- 
ice every day, and cover a radius 
of 30 miles-around Richmond, 
The trucks are equipped with 
500-gallon tanks. Mr. Farmer 
has 8000 active kerosine ac- 
counts which must be kept satis- 
fied. 

His fuel oil business, a field 
which he has just entered, is 
served by one 1000-zallon tank 
jtruck. These accdunts, 25 in 
number, take anywhere from 
200 to 1500 gallons at one time. 

Mr. Farmer has built much 


as 
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of his kerosine business through 
his long acquaintance in this 
territory, plus some hard work 
in personal solicitation. A lit- 
tle advertising is done in the 
local papers, enough to keep his 
name and his product before the 
people of Richmond. 

However, Mr. Farmer has 
leaned heavily on reminder ad- 
vertising, the type that keeps his 
name always available in a 
home or an office, to aid him in 
getting and keeping customers. 
He sends yardsticks to his cus- 
tomers and prospects. These 
are useful advertisements; they 
have his name and the products 
he sells plainly printed on them; 
and, they are likely to be kept 
and used. 

He also distributed small 
paper pads that can be hung on 
a wall for making notes and 
memorandums. These also in- 
dicate in no uncertain terms 
where Mr. Farmer can be lo- 
cated and the products he sells. 


Another useful item he dis- 
tributed is calendars. Last year 
he put 15,000 of these in the 
hands of customers and pros- 
pects for kerosine and fuel oil. 

None of these advertising fea- 
tures are ever mailed out. 





P. L. Farmer, standing beside the 
1000-gallon tank truck which is used to 
distribute fuel gil. In addition, this 
company has fourteen 500-gallon trucks 
which serve 8000 kerosine customers 
in Richmond, Va., and surrounding 
teritory. All of Farmer's trucks are 
painted each year, and are easily iden- 
tified by a distinguishing purple color 


Whenever a customer or a pros- 
pect gets one it comes personal- 
ly from some member or agent 
of the company. This, Mr. Farm- 
er feels, allows the company to 
make a personal contact with 
the prospect which he appreci- 
ates and remembers. 


The bulk of this distribution 
is done by the truck drivers 
themselves. They are the point 
of contact between the company 
and customer, and are given 
this means of making an addi- 
tional contact that may eventu- 
ally result in more business. 
This distribution is made in 
connection with their regular 
work. 

In any event, Mr. Farmer gets 
customers by personal solicita- 
tion and reminder advertising. 
He also keeps customers, by not 
forgetting them and by not let- 
ting them forget him. 


Speeds Kerosine Sales 


WAUKESHA, Wis. — Han- 
dling kerosine through a pump 
at service stations of the Val- 
ley View Oil Co., in Waukesha, 
Wis., has proved to have much 
merchandising value. 

This method was adopted to 
simplify handling, by making 
larger deliveries from the bulk 
plant storage. The equipment 
involved no additional invest- 
ment as old tanks, fittings, and 
pumps, obsolete for gasoline 
duty, were returned to service. 
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Dependability 


Gulf scientists have put Gulf 
petroleum products through all 
manner of tests. Hence they 
give to the motorist the very 
finest performance and con- 
stant dependability. Increasing 
public acceptance and greater 
dealer profits have proven the 
soundness of this policy. 


GULF REFINING COMPANY 
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Accessories Increase Gasoline Sales 


Jobber Finds that Stock of Accessories 
Attracts Buyers of Oil Products 


gasoline at a Single serv- 
ice station, attributed to 
handling accessories, was one 
of the reasons the Baron-Huot 
Oil Co., Kankakee, Ill., became 
more interested in accessories. 

As the station is near a state 
hospital in Kankakee, with 
many doctors and nurses as po- 
tential customers, the manager 
began stocking accessories, 
even automobile radios, hoping 
to attract more customers by 
having a diversified line of auto- 
motive merchandise. Acces- 
sories did attract more custom- 
ers, to buy the accessories and 
to buy petroleum products. Com- 
pany officials decided that if one 
outlet could increase gasoline 
sales with accessories then oth- 
er outlets could do the same. 

Managers of company owned 
stations and dealers now are 
urged to stock accessories and 
encouraged with sales aids, as a 
means of increasing petroleum 
product sales for the jobbing 
end of the business. The only 
profit for the Baron-Huot com- 
pany is in tires, tubes, tire re- 
pair items and wiper blades, 
items handled previously, and 
in petroleum products. Em- 
ployes at company stations and 
the dealers receive the full 
profits from the other acces- 
sories sold. 

The four accessories—tires 
and tubes, boots, patches and 
the wiper blades—are still han- 
dled by the company, stocked 
at bulk plants and delivered to 
retail outlets by the tank trucks. 
All other items are handled 
through two sources of supply, 
that call on the outlets, deliver 
the stock, and arrange terms of 
sale. 

Salesmen from these acces- 
sory sources work with and re- 


A 200 PER CENT increase in 
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By E. L. Barringer 
N. P. N. Staff Writer 


ceive the co-operation of com- 
pany officials. Arrangements 
have been worked out between 
officials and salesmen, so the 
stations are called on three 
times a week, and for the re- 
turn of items that are not sale- 
able. 


The selling of accessories is 
discussed at monthly sales 
meetings held in each of the 
three divisions, Kankakee,Joliet 
and Aurora. Every three months 
a joint meeting of the divisions 
is held. The company house or- 
gan also gives sales tips and 
suggestions that certain days be 
marked for pushing certan 
items. On one of these special 
days one station sold 32 bulbs. 

One station in Kankakee rang 
up a $23.85 sale and obtained 
a prospect for two tires, through 


handling accessories. The cus- 
tomer came to the station to 
have a tire repaired. He was 


sold two tires, two tubes, a lu- 
brication job, a crankcase drain 
of first grade oil, and five gal- 
lons of gasoline. The ultimate 
sale may include two more tires. 

All stations of course do not 
carry the full lines of acces- 
sories. Stocking the outlets has 
been an evolutionary process, 
but the following inventory for 
the larger stations will indicate 
the extent of the merchandise: 

Six wiper blades; one box each 
of four brands of lamp bulbs; 
six oil fitters. 

Box each of four popular size 
spark plugs, sufficient to service 
about 16 makes of automobiles. 

Two fan belts for each of the 


smaller makes of automobiles; 
five cans of polish; six tire re- 
pair kits; six packages of top 
dressing; two packages of auto- 
mobile cleaner, and wax; six 
packages of touch-up enamel; 
one card of colored glasses; six 
packages each of radiator flush, 
and stop leak. 


Tires are stocked also, and 
many Outlets have a working ar- 
rangement with a local battery 
shop, so batteries may be ob- 
tained when needed. 


While the company is urging 
accessory sales, petroleum prod- 
ucts are not beng neglected. In 
February a contest was held on 
the sale of 30-cent motor oil 
that increased sales 240 per cent 
over February, 1934. Follow- 
ing are the increases for each of 
the three divisions: 


ANKAKEE, 241 per cent; Au- 

rora, 740 per cent; and Joli- 

et, 49 per cent. Of all the sales 

on this brand of oil 97 per cent 

were for cash, and the remain- 

ing 3 per cent to approved cred- 
it customers, 

This sales record was not 
made at the expense of the com- 
pany’s other oil brands. While 
the highest priced oil sales were 
up 240 per cent, those of 25- 
cent oil increased 20 per cent, 
and for 15-per cent oil 13 per 
cent over the same month in 
1934. 

The bulk plant at Kankakee, 
on the final day of the contest, 
sold 800 gallons of 30-cent oil 
in eight hours. The high truck 
driver sold 181 gallons, the high 
station salesman 550 gallons. 

The awards were in honor 
pins, instead of prizes, as the 
staff had indicated such awards 
were preferred. 
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Associated Seeks to Give Chain Station 


Advantages to Independent Dealer 


HY do motorists patron- 
ize certain service sta- 
tions in preference to 
others? How can the advan- 
tages of chain distribution be 
combined with the advantages 


of individual  service-station 
ownership? These were the 
questions Associated Oil Co. 


faced when preparing a new 
marketing program that would 
fit in with its policy of distribut- 
ing its products through indi- 
vidually owned and operated 
service-stations. 


To help solve its problems, As- 
sociated made an_ intensive 
study of the service methods of 
successful dealers in the far 
western states at both chain and 
independent stations. It made 
thousands of individual tests to 
determine the underlying pref- 
erences and prejudices that cre- 
ated consumer appeal. 


These tests covered the 1loca- 
tion of station in regard to high- 
way travel and proximity to the 
business center of the com- 
munity, types of service-station 
structure, kinds and extent of 
station signs, landscaping of sta- 
tion grounds, range of merchan- 
dise that should be carried, 
character of public conveniences 
that should be provided, selling 
methods that broke down sales 
resistance, practical and attrac- 
tive uniforms for station oper- 
ators, accounting methods and 
report forms, booklets and other 
sales helps, including maps and 
other tourist information. 


At the conclusion of these in- 
vestigations, Associated’s sales 
department felt it had fairly 
definite answers to a great many 
questions. It was convinced 
that the independent dealer had 
certain well-defined advantages 
over the chain station operator, 
based largely on the greater per- 
sonal interest he takes in his 
business, his more’ intimate 


April 24, 1935 


By Jack N.\Westsmith 
N. P. N. Staff Writer 


knowledge of local conditions, 
and the closer and more friend- 
ly relationship he can establish 
with his prospective customers. 
Another important fact 
brought out by the survey was 
that competition in retail dis- 
tribution has increased enor- 
mously during the past ten or 15 
years and that, notwithstanding 
the advantages he possesses as a 
marketer, the independent deal- 
er had been steadily losing 
ground to the chain station. 
While the number of consum- 
ers has only doubled since 1921, 
the number of service stations 
had multiplied by twelve. Prior 
to 1927, the survey showed each 
station had an average of 360 


An Associated Oil Co. 
advertisement featur- 
ing the creed of Asso- 
ciated dealers by repro- 
ducing the _ bronze 
plaque posted at every 
station where the com- 
products 
sold 


pany’s are 


Our 4 





customers, whereas today the 
average is only 96 customers per 
station. 

Important factors that prompt 
the average customer to select 
a certain service station were 
found to be its location; friend- 
ship with the dealer; service giv- 
en, including cleanliness and ap- 
pearance; and brands of prod- 
ucts sold. 

With these facts before them, 
Associated officials recently 
launched a new merchandising 
program designed to secure the 
following results: 


1. Build up the personality of 
the dealer, so that he might se- 
cure the full advantage of his 
intimate, local contacts. 

“2. Knit together into a strong 
working team efficient central- 
ized chain management and 
friendly independent = service- 
station ownership, so each would 
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CLEANLINESS 
HONEST VALUES 


SUSTAINED 
QUALITY 
& SERVICE 











buku means a lot to us 


—means better 


motoring to you 











have its definite part in the pro- 
gram and each would pull its 
fair proportion of the load. 


3. Prepare a definite pledge 
by which each dealer would 
guarantee to give his customers 
friendliness, cleanliness, honest 
values and sustained quality and 
service. The pledge was for- 
mulated as a creed and repro- 
duced as a bronze placque to 
hang prominently in each sta- 
tion. 

In emphasizing the impor- 
tance of this team work between 
management and station opera- 
tion, B. I. Graves, vice-president 
in charge of sales for Associated, 





B. I. Graves, vice-president in charge 
of sales, Associated Oil Co. 


said: ‘‘A chain station unques- 
tionably gives the customer 
what he wants in the way of at- 
tractive, modern facilities, well- 
trained personnel, efficient serv- 
ice, complete stock and fresh 
merchandise, but the chain lacks 
one essential thing—the per- 
sonal interest that only a man 
owning his own business can in- 
ject into his service. When we 
combine the two, we take a tre- 
mendous step forward.’”’ 


A manual issued by the com- 
pany summarizes the ten points 
of the service routine as fol- 
lows: 

1. Greet the customer by 
name and say, “‘Shall I fill it up 
with ‘Flying A’?”’ (Say “Ethyl” 
if it seems more appropriate). 
When the customer says “yes,” 
say “‘Thank you.” 

2. Fill the gas tank—and be 
sure to hold the cap in your 
hand. Size up the rear tires and 
the spares. 

3. Circle the car on the side 
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away from the driver and check 
the radiator. 

4. Check the oil, without say- 
ing anything to the _ driver. 
Learn where the fill-pipes are, 
and always show the bayonet to 
the driver, even if the car needs 
no oil. Show it again after 
you’ve put the oilin. Check the 
motor for other sales possibili- 
ties. Close the hood quietly 
when you are through. 

5. Clean the glass, the lights, 
and check the bulbs. Do this in 
rotation around the car. 

6. Ask the driver if you may 
sweep out his car. Have him 
step out while you do it. 

7. Ask to check the tires and 
service the battery. 

8. Make the collection. Do 
this before the car leaves the 
pump. 

9. Move the car into position 
for checking tires, servicing 
battery, or for lubrication. 

10. Tell the customer goodby 
and ask him to call again. 


ACKING up this service plan 

is Associated’s present mer- 
chandising and advertising cam- 
paign, in which the pledge of 
service takes a dominant place 
and which stresses the fact that 
each Associated dealer owns his 
own business. It brings to the 
dealer suggestions and systems 
for proper advertising, account- 
ing, and other merchandising 
helps. It gives the dealer the 
advantage of exclusive, compe- 
tent sales research and shows 
him how to get the benefit of 
current company advertising. 

A company display depart- 
ment is ready to assist ‘‘dress- 
ing up” the dealer’s place of 
business. A customer record 
system, invaluable in the main- 
tenance of service to steady cus- 
tomers, is made available to the 
dealer at the lowest possible 
cost. The company’s lubrication 
division devises uniform lubrica- 
tion systems and instructs the 
dealer in their efficient use. 

Educational sound-films an- 
alyzing the dealers’ problems, 
giving the dealer a view of his 
station as his customer sees it, 
and pointing the way to in- 
creased business have been pre- 
pared by the company, and are 
now being shown to groups of 
dealers everywhere along the 
Pacific Coast. 

In addition to these improved 
merchandising methods, Asso- 
ciated has introduced new prod- 





ucts, including a solvent-refined 
motor oil and an aviation Ethyl 
gasoline. 


Curb Sign Attracts 


Tourist Business 


SHEBOYGAN, Wis. — Curb 
signs attract customers and pro- 
duce many sales, in the opinion 
of salesmen at the main station 
of the Wingrove Oil Co. at She- 
boygan. 

The company’s station is on a 
main street to a residential sec- 
tion of Sheboygan, but a block 
away from the main tourist 





highway. Many tourists are con- 
fused at the turn in the high- 
way, a block from the station, 
and continue up the main resi- 


dential street. Coming back, 
these tourists stop in the sta- 
tion, inquiring the route to the 
main highway. 

To capitalize on any poten- 
tial tourist business the station 
obtained a metal curb sign, and 
painted a sign that tourist in- 
formaton was available there. 
Salesmen were of the opinion 
the lost motorist would be 
watching for any sign of the 
main highway, and seeing the 
“tourist information sign 
would drop in to ask directions. 

Salesmen counted the num- 
ber of tourists, those with out- 
of-state licenses, in the station 
that Summer, and one out of 
five asking for road information 
made a purchase. 

These tourists customers, in 
three months, purchased 20 per 
cent of the gasoline sold in the 
station, and in addition 20 lu- 
brication and oil drain jobs. 
Painting the curb sign cost only 
$1.50. 
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VEVL the clement oie 
Can't turn CHUCK STEAK into TENDERLOIN 


ou can do wonders with chuck steak — but, 
disguise it as you will, it never was—it 
never will be—tenderloin. 

Crude oils are like that. Refiners have devel- 
oped their processes wonderfully, so that they 
can make pretty good motor oils from inferior 
crudes. But, no matter what they do, they can’t 
accomplish as much with such crudes as they can 
with Pennsylvania Grade Crude. 

This crude is a naturally better raw material... 
an exclusive advantage of refiners using Pennsyl- 
vania Grade Crude. The motor oils they make, 
and sell under the insignia of the Pennsylvania 
Grade Crude Oil Association, are better oils from 
the ground up. 

These facts are being presented to millions of 


This is the famous Pennsylvania emblem—the insignia 
of this Association. It is not a brand, nor does it guar- 
antee equal quality among the brands which display 
it. It guarantees that the member’s motor oil sold 
under it meets the minimum standards set by this 
Association, and is made 100% from Pennsylvania 
Grade Crude Oil. It pays to sell under this emblem. 
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motorists in the Association's great 1935 adver- 
tising program. This is the twelfth year of con- 
tinuous national advertising by this Association. 
No wonder each year more and more motorists 
demand genuine emblem-protected Pennsylvania 
motor oils! 

This campaign means more business—and bet- 
ter business—for all who sell emblem-protected 
Pennsylvania motor oils! 


PENNSYLVANIA GRADE CrubeE Olt AssOcIATION 
Oil City, Pennsylvania 
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Made from 
the highest grade crude oil in the world 
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Motor Clinic Increases Sales 


Of Ethyl For Associated 


of Oakland, San Francisco, 

Portland, Seattle and Los 
Angeles, Associated Oil Co. has 
recently established motor 
clinics as a Consumer Educa- 
tional Service. 

These clinics show the motor- 
ist the efficiency-rating of his 
car and suggest adjustments 
and changes in the mechanism 
that will give longer mileage, 
greater power and smoother op- 
eration when using Ethyl gaso- 
line. 

The first of these clinics was 
opened at Oakland early in the 
year, following pioneer work 
along these lines undertaken in 
that city by the Ethyl Corp. 
When Associated took over the 
work, it increased the personnel 
and provided improved facili- 
ties. The number of employes 
was brought up to eight, each a 
specialist in the operation of one 
or more cars, and provision was 
made for the examination of 
about 35 cars daily. 

The Los Angeles motor clinic 
was opened March 5, with space 
for about 35 cars and a person- 
nel of five technically trained 
operators. Special equipment 
provided for the work of test- 
ing car efficiency includes a mo- 
tor tuner, fuel analyzer, spark- 
plug tester, and a number of 
smaller pieces of equipment 
placed about the service room 
in steel cabinets. 


N THE five Pacific Coast cities 


No work, other than testing 
and adjusting, is done and no 
material is supplied. A uniform 
charge of 50 cents is made for 
each car tested, regardless of 
the extent of testing or adjust- 
ment required. 


When a car is brought in for 
examination, an attendant fills 
out a report form, showing own- 
er’s name and address, license 
number, make of car, model, 
and whether or not owner has 
used Ethyl constantly, occasion- 
ally or is just beginning to use 
it. The form also provides for 
a record of the tests of the elec- 
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trical system, including spark 
plugs, condenser, and ignition 
system; compression pressures; 
valve and carburetor condition. 





This form accompanies the car 
throughout the test for notation 
by the examiner as to condition 
of the car before and after ad- 
justments are made, and con- 
cluding with recommendations 
as to work that should be done 
to bring it up to highest effici- 
ency. No suggestions are offered 
as to the firms that might do the 
work. 


During preliminary opera- 
tions at Oakland, a notable in- 
crease was shown in the sale of 





Used Ethyl Constantly............ 


ERO TOW cc con ccaiictaturasstacectaacetnsse 


Spark plugs 
Good...... FalT....c2 poor...... 
Need replacing.............. 


Cleaned and 
adjusted from........ Psi déscs 


Ignition Coil Test 
Good......fair......poor...... 
Low speed 
High speed 


Coil needs replacing....... 


Idling 
Before adj. 


After adj 
*Note: 


General Remarks 
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Report Form for Associated Oil Company Motor Clinic 
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Occasionally............ 


Electrical System 


Condenser 


Ignition Dis- 

tributor Pts. 
Good...... Fai?..:i: POOP i... 
Need replacing............. 
Be 3 | er 
Reset to..... 


Compression Pressures 


Cylinder Number 1 2 $ 4 5 6 t 8 
Right block 
Left block 
Vacuum Test Valve Condition 
Before............/ RPLOT: 33.250... SICA assoc ccssicaninsscaccens Do a cee 
Recommend tappit adj...... ; valve ground...... 
*Carburetor 


Air fuel ratio (mixture) for maximum power is 12.5 to 1. 
Air fuel rating for maximum economy is from 13.5 to 14.5 to 1. 


Just beginning............ 
Percentage of Ethyl 
in tank 
(Minimum 85%) 


Ignition wiring 


Good......faif..... HO0T..... 


Ignition 
Timing 
for Ethyl gasoline 
MNOTOLO GE iis sccicacscicveccavees 


CHARREE “LO iiccciiiccccccesccccies 


Intermediate 
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This is a Consumer Educational Service and Associated Oil Co. assumes no 


responsibility. 


All adjustments are made at owner’s risk. 
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Ethyl gasoline in the vicinity. 
Because of its location within 
about a block of Wilshire Blvd., 
one of the main arteries of traf- 
fic, and in the center of a high- 
class apartment and residence 
district, a still more favorable 
reception was expected at the 
Los Angeles clinic. 





Advertising Speedometer Service 


DANVILLE, Ill.—A large 
faced speedometer on the rear 
of the service truck is an adver- 
tisement for the speedometer 
department of the Danville Gas- 
oline & Oil Co. one-stop service 
station. 

The rear speedometer is run 
off the cable from the regular 
speedometer on the instrument 
panel board. Motorists back of 
the service truck can check the 
accuracy of their speedometer 
with that on the truck. 


Liners Advertise Station 
At 60 Cents Daily 


For the jobber with a smail 
business consumer advertising 
in newspapers is frequently one 
of the most difficult tasks in 
merchandising. The task may 
seem hopeless when the jobber 
considers that his advertising 
must compete with that of large 
oil companies, or it may seem 


financially impossible when 
space rates are studied. 
Harcum’s’7 Service Station, 


Fond du Lac, Wis., advertises 
the gasoline and motor oil for 
sale in its station, in the local 
newspaper each day, spends 
only a total of 60 cents daily, 
and feels that the results are 
more than justified. 

The advertisements are two- 
lines each, published in the 
newspaper’s local news columns. 
A maximum of 12 words may be 
used, The cost is 30 cents a line. 

Gasoline was advertised in 
the winter campaign. This 
spring motor oil, as well as gas- 
oline, is being featured. 

Customers often mention hav- 
ing seen the ads in the news- 
paper. Some comment is re- 
ceived almost every day. AS 
many as six customers have 
commented on the advertise- 
ments in a single day. 
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Retreading Adds $2000 to Monthly 
Income of Oklahoma Station 


additional $2000 per month 

to the gross revenue total at 
Harold Snyder’s super-service 
station in Oklahoma City—and 
that despite the fact the depart- 
ment has been in operation only 
since last November. 

That $2000, however, was not 
registered from the very begin- 
ning. Neither was it registered 
the second month, but as Mr. 
Snyder studied the sales prob- 
lems in connection with this, to 
him, new feature of super-serv- 
ice, the snarls began:to be 
worked out, and the retread de- 
partment rang the cash regis- 
ter’s bell with more regularity. 

Mr. Snyder was not long in 
discovering that if he depended 
only on his customers to get 
their tires retreaded, he would 
get nowhere with his new de- 
partment. He needed volume. 

And where, Mr. Snyder asked 
himself, was the most likely 
spot in which to look for that 
volume. Finally came the an- 
swer—Used car dealers. 

Mr. Snyder began retreading 
the old trade-ins he acquires 
when outfitting a customer 
with new tires. Then he sent 
his salesmen out with instruc- 
tions to contact every used car 
dealer in Oklahoma City, and 
to “sell” him on the advantages 
of having new-looking tires on 
his merchandise. 


T aaa retreading is adding an 





The plan began to click as the 


proposition was unfolded to 
used car dealers. And Mr. 
Snyder’s cash register began 


ringing more often. 


The salesmen, too, began to 
find more money in their 
pockets—for Mr. Snyder is a 
firm believer in the ‘‘commis- 
sion’’ plan for keeping his em- 
ployes alert to opportunities to 
make accessories sales. 

The station men are paid a 
salary for their routine work 
but every time they get a cus- 
tomer’s name on a ticket for an 
accessory, there’s 10 per cent of 
the amount laid aside in their 
“commission” account. 

Mr. Snyder’s station is locat- 
ed on one of the main thorough- 
fares in Oklahoma’ City. He 
placed above the canopy a large 


sign, which told his message 
briefly. The words are — 
“SAVE 50%, RETREAD 
TIRES.” The sign is neon- 


lighted at night. 


Opens New Chemical Plant 


CHICAGO—A new plant built 
to manufacture ethylene glycol 
and other special chemicals from 
cracking still gases recently 
was completed at Whiting, Ind., 
in connection with Standard Oil 
Co. of Indiana’s refinery. The 


new plant was built by Carbide 
and Carbon Chemicals Corp. 








Lubrication Attracts Customers, 


Oil Ratio Jumps To 3.66 


MOTOR oil ratio of 3.66 
A gallons to every 100 gal- 

lons of gasoline at one 
outlet has been achieved by 
Virl Z. Hill, jobber and car deal- 
er, at Streator, Ill., through de- 
veloping the lubrication depart- 
ment and pushing for crankcase 
drains at the time of lubrication 
service. 

This volume is mainly quality 
oil, at 25 and 30 cents a quart. 
Only a small fraction of sales to 
customers at the outlet are on 
low priced, 16-cent oil, and 
these sales are made mainly at 
the gasoline pump island during 
summer months. 


Mr. Hill operates a car sales 
agency and garage in Streator, 
with a lift near the center of the 
building for lubrication, oil 
draining, and tire work, and 
gasoline is sold at a curb instal- 
lation in front. yasOline for 
the garage is handled through 
the bulk plant, and Mr. Hill for- 
merly wholesaled oil but sales 
now are made entirely at the 
outlet. Several brands of na- 
tionally advertised oils, and a 
line of low priced oil in two and 
five-gallon cans, are handled. 


Mr. Hill tried various mer- 
chandising plans on selling lu- 
brication service before decid- 
ing on a contract of six jobs at 
a flat price. Straight advertis- 
ing copy was found to be of little 
value, and offering lubrication 


“specials” failed to attract a 
permanent list of customers. 
When ‘“specials’’ were adver- 


tised for a 30-day period many 
cars drove on the lift. Many of 
these cars had been driven many 
miles since the latest lubrica- 
tion, and a considerable amount 
of grease, and time, were re- 
quired to complete the work. 
Then the customer left, and few 
ever returned. 

The six-lubrication job plan 
has been found to be most satis- 
factory for building a list of 
steady customers, and for bring- 
ing in customers to buy extra 
merchandise, including motor 
oil. The plan was started with 
a sales compaign among the 21 
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employes. Prizes were awarded 
for the best sales efforts in the 
staff, and over 300 coupon books, 
at $3 for six lubrication jobs, 
were sold. The plan is being 
continued, and when the final 
coupon is used, another book is 
sold. 

Customers also are purchas- 
ing lubrication service more 
frequently with the coupons. All 
the work has been paid for and 
there is an incentive to use all 
the coupons, thereby increasing 
the number of lubrications on a 
car over the year. 


ERSONAL selling has con- 
verted many customers to 


buying a crankcase drain at the 
time of lubrication service, If 
the customer has the mileage on 
draining and lubrication stag- 
gered, selling is directed _ to- 
wards a drain on that job, so 
both services will be performed 
on the same mileage. Mr. Hill 
believes that having the drain 
and lubrication at the same 
mileage encourages the custom- 
er to give his automobile better 
care, and that when the custom- 
er thinks about the need for an 
oil drain or a lubrication job the 
allied service suggests itself. 

Through personal selling ap- 
proximately 75 per cent of all 
the oil sold is at the time lubri- 
cation service is performed. The 
mechanics also are alert in 
watching mileage for lubrica- 
tion of special points, such as 
front wheel bearings, which are 
not included in the chassis lubri- 
cation price, and a suggestion 
produces many of these extra 
sales. 

Mr. Hill also has another 
merchandising stunt he uses on 
occasion. While a mechanic is 
working on a car on the lift, and 
the customer is watching, Mr. 
Hill will breeze out of the front 
office and ask the customer why 
he does not like the lubrication 
service. Naturally the customer 
will protest that he does, and 
inquire why the question was 
asked. Mr. Hill then explains 
that no one has come into the 





place saying that he had a rec- 
ommendation from this particu- 
lar customer, and that to main- 
tain good service at this price 
many customers are required. 

By selecting the customers 
carefully for this approach, Mr. 
Hill has been able to obtain 
many new customers, as the 
suggestion takes root with the 
old customer and the lubrication 
service is recommended to 
friends. 


Sleet Storm Boosts Sale 
Of Windshield Items 


Weather conditions have a di- 
rect bearing on the sales vol- 
ume of some accessories, and 
the motorists handicap may be 
a sales opportunity for the serv- 
ice station. 

Such was the case on March 
16 when a sleet storm blanketed 
Wisconsin and there was a big 
demand for a device to remove 
sleet from windshields. Sales- 
men at the main station of the 
Wingrove Oil Co., Sheboygan, 
were prepared, and made the 
most of the opportunity. 

Driving was practically im- 
possible unless sleet could be 
kept off the windshield. The 
mere suggestion from the sta- 
tion salesman produced sales, 
and the station had an accessory 
device for the occasion. 

This was a wiper blade, of 
felt, chemically treated, to keep 
the glass clear. The blade had 
a metal cover and hinge. The 
hinge was placed over the face 
of the regular wiper blade, 
keeping it off the glass, and fas- 
tening the felt blade to the wip- 
er arm. 

When the evening’s work was 
completed the station had sold 
48 of these felt sleet remover 
blades at 50 cents each. In ad- 
dition eight regular wiper 
blades were sold at 35 cents 
each. While installing the sleet 
remover blade the salesman had 
an opportunity to inspect the 
regular blade, and the sugges- 
tion that the old blade needed 
replacement resulted in the ex- 
tra sales. 





Publishes Oil Bibliography 

NEW YORK—tThe American 
Petroleum Institute has _ pub- 
lished a bibliography of articles 
on oil subjects for the benefit of 
writers and_ librarians. 
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@ Semi-Trailers, on the average, haul 
gasoline for 4/10 of a cent per gallon 
less than straight trucks of equal capac- 
ity! Naturally, this figure varies with 
individual operations, but the saving, 
in an anywhere near ordinary set-up, 
equals 30 to 50 per cent of haulage 
costs. 

Think what this means—multiply this 
saving by your yearly gallonage—and 


you ll see why so many Oil men are 





THIS $3500 UNIT TAKES 


THE LOAD TO MARKET 
at .0100 per GALLON OPERATING COST 


THESE 2 UNITS COSTING $3000 


HAUL THE LOAD WITH AN 
OPERATING COST OF .0102 
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But. - THIS UNIT, COSTING ONLY $2500, TAKES 

THE LOAD TO MARKET AT ONLY .0060 

PER GALLON 

OPERATING 
COST 
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making hundreds of dollars more profit 
each year with Fruehauf Trailers. 

And you get more than economy, for 
with Fruehauf Semi-Trailers you get a 
lower center of gravity, greater braking 
area, increased flexibility ... 

Thecomplete story—how and why Semi- 
Trailers save money, other advantages, 
and actual figures from users—is written 
up for you in a 24-page booklet, sent 
FREE on request. 


FRUEHAUF TRAILER COMPANY 
“ENGINEERED TRANSPORTATION” 


REG. U. S. PAT. OFF. 


FRUEHAUF TRAILER COMPANY 
Detroit, Michigan 


Gentlemen: Send me your 24-page Oil booklet explaining 
how Fruehauf Trailers cut Oil haulage costs, with actual 
figures from users. This does not obligate me in any way. 


Name 





Address 





City State 








Tire, Accessory Sales Effort 


Concentrated on Salesmen 


FREEPORT, Ill. 
CONTINUOUS drive on 
tire and accessory sales, 
through service station 

salesmen, to maintain sales vol- 
ume on these items, and to keep 
sales in proportion to those on 
petroleum products, is the policy 
of the Johnson High Test Oil Co., 
Freeport, Ill., in merchandising 
accessories. 

The policy also has been ef- 
fective in keeping salesmen sell- 
ing outside the station, to the 
point that only about one-third 
of tire and accessory retail sales 
are made in the stations. 

Sales effort on consumers is 
not neglected, of course. ‘News- 
paper space and direct mail 
pieces are used frequently to 
bring accessories and tires to 
the attention of customers. The 
direct mail pieces are obtained 
from merchandise suppliers, and 
some are written in the home of- 
fice. Principal effort of the com- 
pany, however, is directed to- 
wards the service station sales- 
men. 

Merchandising policies of the 
company were evolved as experi- 
ence was gained in marketing 
accessories and tires. The com- 
pany has marketed such items 
for nine years, branching into 
merchandise allied with petro- 
leum products for the automo- 
bile in 1926, and it claims to be 
the pioneer in modern one-stop 
service. 

Accessory items marketed from 


1926 on have included what 
are commonly termed “con- 
venience merchandise,’’ such 


items as the motorist might need 
to keep an automobile operating, 
and would turn to the service 
station as a likely place to make 
such purchases. At that time 
the company had no definite 
sales plan on such items. 

The turning point came in 
1929, when tires were added to 
the line of specialties. The com- 
pany’s experience in the early 
days of tire marketing is fa- 
miliar to many jobbers. 
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How Jobber's Sales Policy 
Moves 65% of such Sales 
Outside of Service Stations 


Training of the company’s 
salesmen was undertaken by the 
company supplying tires. The 
training in selling was intensive, 
the men learned all about the 
product they were to sell, and 
time was spent in training at 
the service stations as well as in 
group meetings. 

The expert sales trainers of 
the tire company did their work 
exceedingly well. In a _ short 
time the company’s sales staff 
was thoroughly tire-minded, in 
fact so tire minded that sales of 
petroleum products suffered. 


ATURALLY such a situation 

needed attention. Tire sales 
were desired, but the company 
was in the oil business also and 
petroleum sales attracted cus- 
tomers who were prospects for 
tires and accessories. A definite 
sales program was developed 
then, to keep tire and accessory 
sales increasing, and also to 
keep such sales in line with 
those of petroleum products. 


The sales program has major 
points. These are monthly sales 
meetings, quotas, special sales 
contests, and frequent mail con- 
tact with salesmen through the 
company’s weekly house organ 
and special letters. 

The quota is the governor on 
the whole sales program, keep- 
ing sales on various products in 
proper proportion. While H. W. 
Johnson, head of the companiy, 
cannot supervise all details of 
sales activities, he personally 
looks after quotas and reports. 

Quotas are figured in volume 
for petroleum products and dol- 
lars for non-petroleum  prod- 
ucts. Each outlet has a monthly 
quota, and also a quota for over 





a period, so that sales in the 
various classifications are cumu- 
lative. 

Through the quota system 
each salesman knows exactly 
where his sales record stands. 


Actual sales checked against 
quotas show the management 
whether too much sales effort 
is being placed on some items, 
and not enough on others, and 
where special effort is required. 
The cumulative feature does not 
permit an unbalanced sales rec- 
ord to be dismissed at the end 
of a given month, but is a re- 
minder of the deficit in sales 
work. 


Special sales contests provide 
additional awards, in money or 
in prizes. Some contests are on 
merchandising features aside 
from direct sales, such as on 
merchandise displays. Where 
the contest is on sales of a par- 
ticular item, awards are made 
on the basis of the percentage 
of actual sales in relation to a 
quota. 


Sales contests, of course, tend 
to increase sales on that item for 
the life of the contest, but by 
making such contests on season- 
able items, when possible, and 
by shifting over the whole list 
of merchandise a proper balance 
is obtained. 


Merchandising of petroleum 
products, tires, and accessories 
is a major feature of the month- 
ly sales meetings, and also of 
communications. When a spe- 
cial drive is on, salesmen may 
receive bulletins on that item 
daily for several days, to give 
special emphasis to the drive. 
The weekly house organs also 
carry stories to stimulate sales, 
such as the following items from 
recent issues: 


‘Forty per cent of the cars that 
drive into your station would be 
better off, would serve their 
owners longer, would cost less 
for maintenance—if they were 
given a good chassis lubrication. 

“Your suggestion may be all 
that is required to remind a cus- 
tomer that it is time to protect 
his car with good full lubrica- 
tion. He cannot resent your 
suggestion if you approach the 
sale with his benefit foremost in 
your mind. 

- ‘One alert service station op- 
erator has adopted the method 
of asking his customers how 
long it has been since front 
wheel bearings were packed, or 
how long since some part which 
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CHECK REPUBLIC 


for these points: 





A Complete Supplier? Yes 
Top Quality Products? Yes 
Petroleum : ; : From 
Dependable Source of Supply? Yes 
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requires only occasional lubri- 
cation has had attention. 

“He finds that in most cases 
the customer does not know and 
it is easy to lead into a lubrica- 
tion solicitation, because more 
often than not his car is in need 
of lubrication service. 

‘Most of us lubricate our cars 
according to the calendar and 
not according to the speedom- 
eter. 

“If we can eliminate this 
tendency on the part of our cus- 
tomers, our lubrication business 
will increase materially, and 
profits at the same time will 
mount rapidly. 

“It is ten chances to one that 
the customer will appreciate 
your interest in his car, and 
bring his car in when he does 
have the job done. 

“The place to get lubrication 
business is on the drive.”’ 

Another example illustrates 
sales stimulant, through the 
house organ, on batteries: 

“The past week the news edi- 
tor has circulated a little bit 
outside of the territory of the 
Johnson High Test Oil Co. sta- 
tions, and it was on these trips 
that the outstanding sales per- 
formances for the week were 
discovered. 

“One dealer in a little town 
of about two hundred, with no 
garage or gasoline station con- 
nections, has sold four batteries 
within the last week. 

“This dealer is located in a 
rural community where he could 
easily have the alibi: 

“*The people haven't 
money.’ ”’ 

Each issue of the house organ 
contains one or more such sales 
talk as presented above. 

Sales material in the station, 
especially on accessory items, of 
course, is not neglected. Demon- 
strations, such as that of the 
spark plug testing machine, are 
used to sell merchandise. 

A home-made stunt, that pro- 
duced sales, was that of a bird 
cage and several old spark 
plugs. Salesmen at a service 
station worked out the idea, put 
the old plugs in the cage, and 
hung up a sign telling customers 
that these ‘“‘birds’’ were caught 
stealing power. 

Part of the company’s service 
program, for gasoline customers 
as well as on the lubrication 
lifts, is to check headlights. Cus- 
tomers are asked to turn on 
their lights so the salesmen can 
see if they are burning. He 


any 
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then has an opportunity to find 
prospective customers. So far 
no complaints, verbal or written, 
from customers have reached 
the home office on this bulb sales 
plan. 

The net result of the sales pro- 
motion efforts, with quotas and 
contests, is to keep the staff con- 
stantly sales minded. To make 
a quota, or win in a contest, the 
salesmen have to do more than 
stay in the station, waiting for 
customers. Instead, they are 
out, literally ‘beating the 
bushes” for sales when not busy 
in the station. 


In making personal calls 
salesmen are interested in ob- 
taining new customers, and also 
in following through prospective 
buyers. 
customer is found, sales effort 
is taken right to the man’s of- 
fice or store. Possibly a buyer 
for the old tires can be found, 
so the salesman can go to the 
new tire prospect, telling him 
how the deal is progressing, and 
endeavoring to sell him on mak- 
ing the change right away. 

Outside sales effort has been 
developed by salesmen to the 
point that most specialty sales 
are made outside the station. 
The company’s volume of tire 
and accessory sales has reached 
$75,000 a year, about 8 per cent 
of the company’s total sales in 
dollars. And of this $75,000 a 


year, from $50,000 to $55,000 
worth of tires and accessories 
are sold outside of the station 
lot. 





If a prospective tire - 





Offers Flares and Flags 
For Truck Operators 


Missouri is one of the states 
that requires trucks to carry 
certain safety devices such as 
warning lights, flares and signal 
flags, for use in the event of a 
‘‘break-down”’ on the highway. 

Among the accessories at the 
Imperial station of the Central 
States Oil Co. at Springfield, 
Mo., is a stock of these signal 
flares, warning lights and red 
flags. 

And on a large sign in front 
of the station, L. S. Anderman, 
manager of the station, has the 
following words: 

Warning Truckmen! 

Warning lights, Flares and 


Flags 
SOLD HERE 


Mr. Anderman has had those 
particular accessories in only a 
short time, and does not know 
just how rapidly they will move, 
but the morning the writer visit- 
ed the station, a Springfield pa- 
per had carried a story that 20 
truck drivers had been arrested 
the day before by state highway 
patrolmen who had checked the 
trucks and failed to find the 
emergency equipment required 
by law. 


Curb Sign Advertises 


Brake Repairing 


CHICAGO—This large sign 
at the curb in front of a one- 
stop service station advertises 
the brake repair department. 
The hands on the five test dials 
are turning rapidly, attracting 
attention of the passing motor- 
ist. 





Inventory Control Booklet 


A new report on “Inventory 
Control Methods” has been pub- 
lished by the  Policyholders 
Service Bureau, Metropolitan 
Life Insurance Co., New York. 
The report is aimed at the ef- 
fective control of production of 
materials, to keep stocks on 
hand as needed and yet to avoid 
excessive inventories. Two prin- 
cipal advantages, economies 
from an investment standpoint 
and from an operating stand- 
point are enlarged upon. The 
booklet is free. 
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Mr. Jobber / 
ARE YOU GETTING YOUR SHARE? 








THE HEAVY LOAD ON A LONG, HARD PULL 
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COSDEN 


HIGHER OCTANE 
GASOLINE 


the motor fuel that delivers the greatest power for the heavy 
pull—the quickest flash for the lightning getaway—the surest 
sustained operation for reliable performance. 


—the motor fuel that will get you your share of the busi- 
ness—make new friends and customers—and keep the old 
ones coming back for more. 


—the motor fuel that has been refined to its 68-70 octane rating 
without the use or addition of lead or any other artificial stimu- 
lant. 


Backed by the great Cosden organization, with one of the world’s 
finest and highest types of refineries at Big Spring, Texas, manu- 
facturing a product of controlled quality from oil wells to station 
pumps. Dependable always. A real money-maker for you. 


Your inquiries will receive immediate attention. 


COSDEN OIL CORPORATION 


PRODUCERS REFINERS TRANSPORTERS 
General offices, Fort Worth, Texas. Refinery at Big Spring, Texas 
PETROLEUM EXCHANGE CORPORATION 
8 So. Michigan Ave. SALES AGENTS Chicago, Illinois 
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Jobber 


Concentrates 





A tire and battery display in the service department of the Cook & Brown 
one-stop station in Oshkosh, Wis. 





Tires, Batteries in One-Stop Station 


OSHKOSH, Wis. 

HE retail merchandising of 

tires and batteries in the 

Cook & Brown stations in 
Oshkosh, Wis., has been concen- 
trated in the company’s one- 
stop service station near the 
business district. 

By concentrated sales effort 
at one main location, instead of 
at several outlying gasoline sta- 
tions, the company has noted a 
decided improvement in the ef- 
forts of salesmen to move tires, 
batteries and accessories, and 
that the large, central stock of 
merchandise provides an ade- 
quate display of the various 
types and sizes of tires and bat- 
teries in making sales. 


The company has handled 
tires for eight years, and bat- 
teries for one year. Until about 
a year ago tires were stored in 
a building near the company’s 
office, with a moderate stock in 
the service stations and quick 
delivery service. Then a com- 
pany station near the business 
district was remodeled, bat- 
teries added, and the tire stock 
moved to the new location. 

Salesmen have been more en- 
thusiastic over selling tires and 
batteries with the present set- 
up. Improved sales morale is 
attributed by company officials 
to the atmosphere created by a 
concentrated tire and battery 
department, and to the elimina- 
tion of some of the seasonal 
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sales slumps in ordinary service 
stations. 

Activity in tires and bat- 
teries, the company has found, 
comes along at seasons when 
petroleum sales are relatively 
slow. Batteries are saleable 
through the winter months, 
with tires moving well in the 
summer, and these two depart- 
ments, along with gasoline, lu- 
brication service, and seasonal 
crankcase drains, provide nu- 
merous peak periods during the 
year to keep salesmen on their 
toes looking for sales oppor- 
tunities. 

The large volume of mer- 
chandise around the station 
provides an atmosphere of ac- 
tivity, impressive to the gaso- 
line customer on the drives in 
front, and to all the salesmen 
in the station. This atmos- 
phere of activity, and the nu- 
merous peak sales periods, com- 
pany officials report, tends to 
stimulate salesmen to sell the 
whole line of merchandise and 
service and to overcome the re- 
luctance of an individual sales- 
man to tackle a tire or battery 
sale. 

Location of the station has 
been found to be advantageous 
to the tire and battery depart- 
ments. The station is on a 
street parallel with the main 
business street, but one block 
away, and within easy walking 
distance of offices and stores. 
Many customers leave their 


cars at the station for servicing 
while at the office, or shopping. 


This location brings many 
customers to the station, for 
other merchandise than just 
gasoline, and makes the car 
available for performing other 
services. The station means 
more than a place to buy gaso- 
line to the family, and the com- 
pany has found that if a station 
can obtain the servicing of the 
husband’s car the wife will also 
patronize the station for work 
on her auto, or for work on the 
family car when she is driving. 


The company is depending 
mainly on personal selling in 
the station to move tires and 
batteries. Solicitations outside 
the station are considered satis- 
factory on gasoline, a commod- 
ity that the customer purchases 
frequently and a trade puller 
for other departments, but for 
tires and batteries a sales pres- 
entation in the station is pre- 
ferred. 


This preference is based on 
the varied needs of the custom- 
er, and the variety of tires and 
batteries available. With the 
customer in the _ station the 
salesmen can show cross sec- 
tions of tires, and cut-away bat- 
teries to illustrate the different 
types of construction and to 
talk up the type of battery or 
tire that seems to be best suited 
to the particular customer’s 
need. 
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|| ape surveys show that the public 


buying trend, more than ever before, is 





swinging to the home owned business. As a 
home owned, home operated Independent 
Jobber this trend is definitely in your favor. 
Recognizing this fact Globe has a specially 
designed Merchandising and Advertising Plan 
which enables you to take full advantage of 


this favorable situation. 


Backed by Globe’s good petroleum products 
the PLAN is a winner. It will pay you to 


investigate. Write, wire or phone for details. 








The GLOBE OIL & REFINING CO. 
PRODUCERS AND REFINERS 


7 SALES OFFICES REFINERIES 
BROWN BUILDING, WICHITA, KANSAS McPHERSON, KANS. 


59 EAST VAN BUREN STREET, CHICAGO, ILLINOIS ” Et BLACKWELL, OKLA 


BA 


2424 UNIVERSITY AVE.,S. E., MINNEAPOLIS, MINN. /Zm& 4 Wee ele ILLINOIS 
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Systematic 


By John W. Thompson 
N. PN. Staff Writer 


IL filters have become a 
very profitable item at 
the Broadway Service 

Station in Newport, R. I., and all 

because some systematic sales 

effort has been put behind them. 
“Most stations,’ said D. F. 

Fitzgerald, “keep their custom- 

ers informed of the need for an 

oil change or a grease job by 
means of station record cards, 
but that is as far as they go. 

We carry that a step farther, and 

keep a record of a customer’s 

mileage on his oil filter as well 
as his lubrication requirements.”’ 

The station record card which 
the attendant fills out at the 
time the car is lubricated also 
includes information as to con- 
dition of the oil filter. A sys- 
tematic follow-up is maintained 
on the oil filters just as it is on 
grease jobs. If the records show 
that a customer has not been in 
for a lubrication job in 4 weeks, 
he is sent a reminder card. Then 

‘if there is no response, he is sent 


another “Danger Notice” 2 
weeks later. 
This planned follow-up on 


greasing and consistent check-up 
on the condition of customers’ 
oil filters has increased this sta- 
tion’s filter business 100 per 
cent. Attendants are trained to 
comb a car for sales possibili- 
ties while it is on the rack. When 
a car drives in for a lubrication 
job, a definite procedure of work 
is followed. The first part of 
the car to be lubricated includes 
all the parts under the hood. 

There is a reason for this. It 
gives the attendant an oppor- 
tunity to check the oil filter, ra- 
diator hose connections, spar 
plugs, fan belt, and ignition 
wires first, so that if any of these 
need replacing the customer can 
be told about it immediately, 
with the added inducement that 
the work can be done while the 
chassis is being lubricated, thus 
taking no more of his time than 
is required by the lubrication job 
itself. 
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Reading of Speedometers 
Boosts Oil Filter Sales 100 Per Cent 








The Broadway Service Station at New- 


port, R. I. Keeping a close check on 
customers’ speedometer readings 
brought this station a 100 per cent in- 
crease in the sale of oil filters alone 


As a result of this planned 
sales effort, oil filter sales, as 
was mentioned before, jumped 
100 per cent when the plan was 
put into effect. Spark plugs, too, 
felt the result of the extra ef- 





SECOND NOTICE/ 


DANGER 


Watch 


YOUR SPEEDOMETER 


if it has reached this figure— 
NOW IS THE TIME 


SHELL SPECIALIZED LUBRICATION 


Don’t delay any longer 
COME IN TODAY! 
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The Danger Signal follow-up card 

which the Broadway Service Station at 

Newport, R. I., sends to its customers 

to remind them that their cars should 
be driven in for servicing 


fort. In March, eight out of ten 
cars which drove on the lift 
were sold a spark plug clean- 
ing job, and one out of ten was 
sold a new set of plugs. 

The station does an average 
year-around business of 800 gal- 
lons of gasoline per day. In 
March it averaged eight lubri- 
cation jobs per day. When busi- 
ness is slow on certain days, the 
men at the station do not sit 
around waiting for a better day 
to turn up, but they get busy on 
the telephone, and by personal 
calls, and bring in customers, 
who the records show to be 
ready for servicing. 

Every 2 weeks an advertise- 
ment of the Broadway service 
station appears in the Newport 
newspaper. In addition, direct 
mail is sent out at regular in- 
tervals. Fitzgerald makes it a 
practice to paste the current 
newspaper ad in the display 
window at the station, a point 
which merchandises the adver- 
tising so that it ties the adver- 
tisement, the station, and the 
customer closer together. 

The Broadway Service Sta- 
tion’s success in the accessory 
field, according to Fitzgerald, is 
due to the fact that his men are 
not content to let the customer’s 
speedometer indicate the need 
for just an oil change and a lu- 
brication job. They find that a 
constant check-up on speedom- 
eter readings provide excellent 
prospects for oil filters, spark 
plugs, and other replacement 
items. 
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oid this 
—specify Jenkins 


GET FOOT VALVES THAT 
STAY DROP-TIGHT! 


Here is the improved Jenkins Foot 
Valve which you can put in the 
ground and FORGET. It will save 
the costly digging and repair work 
that goes with valve trouble. A 
“JENKINS” is made to STAY ab- 
solutely drop-tight under the most 
unfavorable conditions. It will 
unfailingly keep your pumps primed 
and ready for business. 

In the sectional view you can see 
the superior design and construction 
which makes this Fig. 880-A Jenkins 
Bronze Foot Valve so reliable. ‘The 
same features also are found in Jenkins 
Vertical and Angle Check Valves. All 
are tested at the factory...proved 
bubble-tight and absolutely gasoline drop 
tight. All have the famous Jenkins 
Disc, specially compounded for gasoline 
service. For complete details, write for 


Bulletin No. 156. 


JENKINS BROS., 80 W hite Street, New York, N.Y.; 
510 Main St., Bridgeport, Conn., §24 Atlantic Avenue, 
Boston, Mass.; 133 No. Seventh St. , Philadelphia, Pa.; 
822 Washington Boulevard, Chicago, Ill., JENKINS 
BROS., Limited, Montreal, Canada: London,Engiand 


INSTALL IT...FORGET IT 





JENKINS 


permanently drop- tight 


FOOT VALVES 
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Auro Men 
PREDICT 


Slo MORE 
REGISTRATIONS 


Vy 1925 '”" 


This means 25% more cars on the road and 


TY) 





25% more oil business for you. 





Prepare now to cash in on this new business 
by getting the exclusive distribution rights lor 


PENN AGE MOTOR OIL 


Here is the chance of a lifetime...a high 
quality 100% Pennsylvania Oil to sell at a 
price! Put in your application at once... use 
the coupon. 


FREEDOM @ 


MADE BY THE REFINBRS OF FREEDOM PERFECI 
BEAVER; PENN AND FORT PITT MOTOR OILS 





Movare-1od MOD 
100°. PURE @ 


[PENNSYLVANIA| 
SS 


eee 





THE FREEDOM OIL WORKS CO 
120 Third St., Freedom, Pa. 


Gentlemen: I want the Penn Ace franchise in my territory. Please send 
me particulars. 


Name 


Address 
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Marketer Makes 


The leading Johnson and Morris station in Richmond, Va. 


Notice the 


impressive size of the electric sign on the building 








Personal Investigation of Neighborhood 


Before Attempting Sales Solicitation 


ERSONAL solicitation of 
be prospects and customers is 

a normal part of the operat- 
ing and selling routine of John- 
son and Morris, at their three 
stations in Richmond, Va. 

The south side station, which 
is the company’s main outlet, 
handles a line of refrigerators 
and radios, in addition to a 
complete stock of tires, bat- 
teries, accessories, and petro- 
leum products. 


Intensive personal _ solicita- 
tion is carried on continuously, 
with the salesmen concentrat- 
ing on one section of the city at 
a time. Prospects are very 
carefully determined before 
any concentrated sales effort is 
made to sell them any one prod- 
uct. 

At the time a NATIONAL PE- 
TROLEUM NeEws representative 
visited Johnson and Morris, a 
survey had just been completed 
of 2000 homes in the south side 
of Richmond. Under the plan 
of this survey, a representative 
of the company calls personally 
on each home, knowing in ad- 
vance the name of the party re- 
siding there. This investigator 
makes no attempt to sell any- 
thing, but seeks only informa- 
tion as to whether they own an 
electric refrigerator, a _ radio, 
and if they are prospects for 
fuel oil. He ends his question- 
ing by asking the person to 
visit a Johnson and Morris sta- 
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tion for gasoline and oil, and 
leaves with the party a small 
automobile savings account 
booklet. This booklet contains 
a simple cost keeping record for 
automobile operation, and is 
imprinted in the back with the 
company name and addresses. 

The information from the in- 
vestigators’ reports are then 
grouped according to prospects 
for each item which the com- 
pany sells. Each call, whether 
it uncovers a prospect or not, is 
followed by a letter thanking 
the person for the courtesy 
shown the interviewer. Each 
letter is individually written to 
fit the particular case. No two 
letters are exactly alike. 


In this manner definite pros- 
pects are discovered. They are 
followed up by letters, direct 
mail, and personal calls in an 
effort to sell them the product 
of which the survey showed 
them to be a prospective pur- 
chaser. This plan of prelim- 
inary investigation before the 
actual sales solicitation saves 
considerable time and expense 
in uncovering prospects, and re- 
sults in definite leads upon 
which concentrated sales effort 
can be made. 

The company also partici- 
pates in a 30-minute radio pro- 
gram at noon on two days a 
week. Part of the expense of 
this program is shared by two 
other non-competing companies. 


Station attendants are 


in- 
structed to make a note of the 
cars that come in for service of 


any kind. When the records 
show that a strange license 
number has been in the station, 
that number is checked to re- 
veal the name of the owner, 
and he is sent a personal letter 
thanking him for his patronage 
and urging him to be a steady 
customer at a Johnson and Mor- 
ris station. 

These personalized selling 
tactics have earned Johnson and 
Morris the name of being the 
most wide-awake operators on 
the south side of Richmond. 


A Two-Act Playlet 
With a Moral 


“Why Jobbers Get Grey 
Hair,’ a two-act playlet from 
real life. Our hero, a jobber 
requires that the full price be 
paid for merchandise purchased 
by his family at the service sta- 
tions, and the business for his 
family cars is available to any 
company station willing to ask 
for it. 

Act I. Late afternoon in the 
late winter, and the jobber drops 
in at the main downtown station 
to visit with the salesmen. Prin- 
cipal topic of conversation— 
how poor business is, no sales, 
weather wretched. The jobber 
leaves, rather sympathetic, as 


NATIONAL PETROLEUM NEWS 




















it has been a long, hard winter, 
with lots of ice. Yep, business is 
poor, he believes. 

Act Il. Several hours later, 
on the same day, as the jobber 
sits down to dinner at home. The 
jobber, wise in the ways of home 
life, notes that storm is brewing, 
wife’s eyes already flashing, 
wonders what it is all about. 

The storm breaks as wife re- 
lates experiences of that after- 
noon. She had left her automo- 
bile at the same station, visited 
several hours’ previously by 
jobber-husband, to have broken 
cross link on chains repaired, 
while she continued shopping. 

Returned later, jumped into 


ear, started home. One block 
from home engine coughs, 


grunts and stops—out of gaso- 
line. Wife completes homeward 
journey on foot, with temper 
barometer rising rapidly. 
Dinner continues fairly peace- 
fully, wife still somewhat angry 
at running out of gasoline, job- 
ber-husband wondering if busi- 
ness at that station could be so 
bad after all when salesmen 
miss an opportunity to fill cus- 
tomer’s tank holding 21 gallons. 


3 Plugs to 1000 Gallons 


DANVILLE, IIll.—A testing 
machine along the drive, in 
front of the station building, en- 
ables this major oil company 
station to sell an average over 
the year of three spark plugs 
for every 1000 gallons of gaso- 
line. 


*, 
¥. SERVICE 
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Well Advertised Combination Offers 


Draw Business for Dealer 


ROPST-ALLEN, INC., of 

Richmond, Va., turns out the 

lights at its station at 9 p.m. 
during the week and it is closed 
all day on Sundays. That point 
would be very uninteresting 
were it not for the fact that the 
business does not seem to suffer 
from these short business hours. 

Propst-Allen customers 
learned to accustom themselves 
to this company’s working hours 
and little business is lost as a 
result of it. If any customers 
are lost, more are made by the 
sales and advertising efforts 
which the company employs. 

By giving a high type of serv- 
ice, customers have been found 
willing to subject themselves to 
little inconveniences in order to 
do business there. For instance, 
the company has acquired the 
name, during its nine years of 
operation, of doing a very thor- 
ough greasing job. The attend- 
ants doing the lubrication jobs 
are continually on the lookout 
for broken parts under the cars 
and points that need attention. 
In addition to bringing in a little 
repair business, this close in- 
spection creates confidence in 
the mind of the customer that 
his job is being done thorough- 
ly. 

A complete line of tires, tubes, 
batteries, and accessories are 
carried. Space is devoted to 
tire and battery servicing, and 
to minor motor repairs. 

Propst-Allen have introduced 
several sales ideas in Richmond. 
As an example, they had two 
men on the streets, getting the 
license numbers of cars with 
badly worn tires. These license 
numbers were then checked on 
the state records to determine 
the owners’ names, and those 
prospects were solicited inten- 
sively. This plan developed much 
new tire business until com- 
petitors became wise to the idea 
and the city became overrun 
with personal solicitors. 

This company was also the 
first in Richmond to install a 
conveyor washing rack. Three 
weeks after it was put in opera- 


tion a 
service. 
Propst-Allen have a sizeable 
credit business which has turned 
out to be profitable due to the 
fact that the credit customer 
pays for the convenience even in 
the purchase of one gallon of 
gasoline, provided the bill is not 
paid by the 10th of the follow- 
ing month. . All charge custom- 
ers pay one cent more per gal- 
lon for their gasoline. When 
the statement is sent out at the 
end of the month a note is 
stamped on it to the effect that 
if the bill is paid before the 10th 
the customer is to deduct one 
cent per gallon from his total 
gallonage bill for that month. 


Special combination offers are 


competitor had one in 


made to customers at various 
times throughout the _ year. 
These are advertised over the 


radio, on signs about the sta- 
tion, in newspaper advertising, 
and in folders sent out in the 
monthly statements. Radio is 
used often, both in advertising 
these special offers and in pro- 
moting the sale of tires, bat- 
teries, and petroleum products, 
as well as individual services 
which the company is prepared 
to give. 


At present the radio schedule 
calls for a spot announcement 
every day except Sunday. This 
short announcement is made at 
different times on different days 
between the hours of 5 p.m. and 
10 p.m. Mr. Allen is of the opin- 
ion that a daily change in the 
time which the announcement 
is given has an advantage over 
a regularly scheduled spot in 
that it catches practically all 
Richmond listeners sometime 
during the week. 


The company always reaps 
the benefit of any national ad- 
vertising drive that is going on, 
by tieing in its local advertising 
with the national effort. At the 
time this story was obtained, the 
company was making plans to 
promote spark plugs with a pro- 
gram that would synchronize 
with the approaching national 
spark plug week. 
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Ohio Marketer Sells 


Satisfaction First, 


Products Second 


when mentioning the town of 

Cadiz, Ohio, to include that 
it is the birthplace of Clark 
Gable of movie fame. However, 
if you are in the neighborhood 
of Cadiz and discover that your 
car needs a new tire or battery, 
you will soon learn that Mr. 
Gable is not the only well- 
known name to come out of 
Cadiz, but that the four Carson 
boys who operate the Carson Oil 
Co. also have a following much 
wider than the population of 
this town of 2600. 

The Carson Oil Co. is a Cadiz 


| IS practically compulsory, 


institution, built on a 12-year 


foundation of plain and honest 
dealing with its customers. The 
company operates 10 of its own 
stations and has 25 dealer out- 
lets. 

The main office is located in 
the center of the town. The 
greater part of the floor space is 
devoted to a complete line of 
tires, batteries, and accessories. 
All items are in full view of the 
customers, and are placed in 
sections on tables and shelves. A 
first impression of the accessory 
display room indicates. that 
nothing in the way of motoring 
accessories has been left out, 
except perhaps night shirts for 
the tourist camp motorist. 

In 1934 the Carson Oil Co. did 
a business which registered 
comfortably up in the six figure 
bracket. The percentages of 
total sales were as follows: 


Per 

Cent 
RERUN okivisceccccssscccccisvsscccsaccceescsces BO 
Oil and Grease ........ ree i 
Accessories ................ hes 10 
Tires and Tubes ..................0c000c0c5. 6 
NS er 
Batteries 2 


An inquiry concerning the 
reasons for the company’s suc- 
cess in selling brought out sey- 
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The main office of the Carson Oil Co., at Cadiz, 
Ohio. The accessory store is also located in 


eral definite facts which un- 
doubtedly were instrumental in 
developing business. For one 
thing, effective displays are 
placed in all the company sta- 
tions’ windows and are changed 
three times a month. Care is 
taken to have these displays in- 
clude only merchandise that is 
in season. 

The Carsons are firmly of the 
opinion that the volume of sales 
of any item depends on how 
much it is pushed by the station 











Window displays are changed three 

times each month at the Carson Oil 

Co. stations. An effort is made to dis- 

play only the products that are in 
seasonal demand 


men with the help of sales pro- 
motion and displays. 

The station men are. in- 
structed to keep posted on their 
customers by being observing 
when the car comes into the sta- 
tion for service. An alert 
attendant is aware of the op- 
portunity for extra sales which 
is afforded him when a car 
comes in for gasoline or for a 
lubrication job. Even a casual 
inspection uncovers new _ pros- 
pects for tires, batteries, fan 
belts, spark plugs, windshield 
wipers, polish, radiator cleaner, 
or radiator hose. Carson service 
men are instructed to keep their 
eyes open to such opportunities. 


this building 


Names of good prospects for 
tires and batteries are turned 
over to the office and personal 
solicitation is made. In addi- 
tion the prospect list receives 
direct mail literature at regular 
intervals. This includes some 
prepared by Carson, some issued 
by the accessory manufacturers. 

The Carsons will tell you that 
the secret of their success is a 
good selling job at the service 
stations plus intelligent use of 
manufacturers’ sales promotion 
helps plus an augmented pro- 
gram of their own direct mail 
plus personal solicitation. 

Those are the plain facts of 
the case. In reality, however, 
there is more to the Carson 
story than _ that. The real 
reason for the Carson’s success, 
they probably would neglect to 
tell you, simply because they 
have been doing it so long and 
so unconsciously that they no 
longer look upon it as a business 
virtue. By spending an hour or 
two at their accessory store or 
one of their stations this hidden 
fact will appear and tell its own 
story. 

These instances of what did 
happen one day will serve to il- 
lustrate the point. A local 
trucker brought in a set of 
brake shoes to be relined. They 
had to be returned that day, and 
they were, although it meant 
taking one man from his other 
duties and putting him on this 
job until it was completed. 

A ten-year-old boy entered 
the accessory store with a roller 
skate which needed a little 
service attention. This was not 
a job within the province of the 
Carson Oil Co., but one of the 
attendants found time to make 
the repair and send the boy 
happily on his way. 

At one of the stations a huge 
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ANDERSON-PRICHARD OIL CORPORATION 


General Offices 
Ramsey Tower, Oklahoma City, Okla. 


Independent Producers and Refiners 


HIGHEST GRADE 


Technical Naphthas, Industrial Solvents, Gasolines, 
Kerosenes, Tractor Fuels, Distillates, Furnace Oils, 


Diesel Fuels, Road Oils, Asphalts and Fuel Oils 


Sold only through Independent Jobbers and Distributors 


ANDERSON-PRICHARD MEANS REAL CO-OPERATION 


An A-P representative will gladly call and 
discuss your problems without obligation 


upon your part. Write or wire promptly. 


Branch Sales and Service Offices 


Chicago New York Akron Minneapolis Rockford 


Des Moines Sioux Falls 
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Let the NEW GILMER BAR 
and the GILMER FAN BELT 


serve you 


PROFITS ON A PLATTER! 


New. Compact. Visible. Effective! That’s the new Gilmer Bar. Rugged. 
Dependable. Popular! That’s the Gilmer Fan Belt. Together, they make 
a combination that “clicks” in making fan belt sales, 


J Sitmer BELTS] 
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Ideal for 
Service Station 


Display 


Consider... 


The New Gilmer Bar 


With two brackets, 4 screws, 35 hooks, number tags — and only 3 feet 
wide — the Gilmer Bar can be installed in a jiffy ... and prominently 
displayed in full view of every incoming customer. In addition, it makes 
inventory easy. Any vacant hook shows a fan belt has been sold. The 
tab hanging on the hook tells the number of the missing belt. 


The Gilmer Fan Belt 


enjoys the greatest consumer acceptance of any belt on the market. It is 
built up to the strenuous, high-speed specifications of the present-day 
car. It can be depended upon to stand the most gruelling tests. It builds 
consumer acceptance by making friends. 


The Gilmer Sleeve 


is original. The group number is printed on the side of the sleeve ‘as 
well as on the front. Identification is made quick and easy. 


With this combination, Service Stations and dealers can, with a 
minimum amount of time and effort, sell a maximum number of fan 
belts. Why not let it go to work for you? Why not let it serve you 
profits on a platter ? For further facts, write the company that is ever 
merchandising-minded . . . 


Le. BH. GILMER COMPANY . . 2s «+s Tacony, Philadelphia 


us 







MAKERS OF 
THE WORLD'S 
BEST-KNOWN FAN BELTS 
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truck rolled into the drive bear- 
ing an out-of-state license. The 
station attendant welcomed the 


driver. What did he want? 
Just some air for the right rear 
tire. The attendant treated 
him with all the courtesy that 
he would give a pay customer 
and helped the driver maneuver 
his truck to the air tower. After 
a few minutes it was found that 
the truck could not get close 
enough to the tower, so the at- 
tendant asked the driver to pull 
into the drive in front of the 
lubritorium. There an air hose 
was pulled out of the building 
and the tire inflated. The re- 
sult was not a cash Sale, but 
certainly a potential one. 

That, in a nutshell, is the real 
secret of why the Carsons are so 
successful. From a roller skate 
repair job to a tire order for a 
fleet of 20 trucks, the customer 
must be pleased. 


Keeps Credit Losses Low 
By Customer Contact 


At least 90 per cent of Paul 





Long’s sales at his Ponca City 
service station are charged, yet 
in the 11 years he has been in 
business there he has had to 
garnishee only two salary 
checks. 

That record is due, Mr. Long 
says, to the fact he caters to the 
payroll class of gasoline and oil 
buyer, particularly to the em- 
ployes of the two large refineries 
located in Ponca City. 

Mr. Long makes it a point to 
_ provide easy credit for the work- 
|er. There is not a lot of red 
tape to getting credit at his 
place. 
| When a customer drops be- 
| hind in payments, Mr. Long does 


| 
| 
| 
| 
| 
| 


'not rush immediately to the 
| worker’s employer and threaten 
'to garnishee the man’s wages. 
| He works first with the custom- 
| er. Only as a last resort does 
Mr. Long contact the company 
| employing the customer. And 
then he does not file garnishee 
| papers, but tells the customer’s 
| boss how matters stand. And 
| the bosses have learned to re- 
spect Mr. Long for his attitude, 
| and they know when he comes 
| to them, it is as a last resort. 
|The boss talks to the customer 
| and before long the collection 
has been made without resort- 
| ing to legal process. 
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Cigarettes Bring Truck 


Drivers to Station 


It is three blocks from Gooch’s 
One-Stop Service Station in Jop- 
lin, Mo., to the nearest drug 
store where cigarettes can be| 
bought at the “‘two for a quar-| 
ter” price. And most of the) 
time, if one drives to the drug- | 
store, it is difficult to find a park-| 
ing place. 





Willis Gregory, manager of. 
the station, has added cigarettes 
and candy bars to his acces- 
sories line, just to “help out” 
the many truck driver customers | 
and regular customers at the 
station. 


The cigarettes are sold at the | 
same prices prevailing at the 
drug stores. There is always 
enough space in the driveway, | 
however, for a customer to park 
and go into the station and get| 
his cigarettes. | 


With Joplin only a few miles'| 
from the Kansas and Oklahoma 
borders, and only a few more)! 
miles to the Arkansas line, 
where cigarette taxes are im- 
posed, it is little wonder the 
truck drivers like to come into) 
Gooch’s station and get their 
“‘smokes”’ before they cross the | 
line. When a fleet of trucks) 
come into the station, the driv- 
ers often “chip in’ and buy a) 
carton of cigarettes and divide | 
them. 


On one corner’ opposite | 
Gooch’s station is a large chain- 
store tire company’s establish- 
ment, and on another corner a 
similar store. Those companies | 
do not handle candy bars and 
cigarettes, but their employes 
are Gooch’s, steady customers. 


Another station operator who 
makes considerable ‘‘pin money” 
on candy bars and cigarettes is 
H. R. Atkins, at the Skelly Oil 
Co. station at Warrensburg, Mo. | 


The station is too far out of | 
town to attract much of the 
town trade, but tourist trade is 
good. Mr. Atkins has placed in 
his display case inside the sta- 
tion, a carton of every kind of | 
cigarette sold. He also has a | 
large variety of the more popu- 
lar candy bars. 


A carton or two of cigarettes | 
and a box or more of candy bars | 
a day are sold. 
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CASINGHEAD 
GASOLINE 


protected against 


ahd emees 
Radial Cone Tanks 


HE International Petroleum Company, Ltd., 

of Talara, Peru, stores casinghead gasoline of 
23 pound Reid vapor pressure in two radial cone 
pressure tanks of 55,000 bbl. capacity. 


The atmospheric temperature at Talara ranges 
from 65°F. to a maximum of 96°F. At these 
temperatures the internal tank pressures with 23 
pound casinghead gasoline do not exceed 10 pounds, 
a condition which prompted the selection of radial 
cone tanks for its storage. 

It was found that the actual internal tank 
pressure varies between 5 and 6 lbs. in the cooler 
season and is slightly higher during the summer. 
It is never high enough, however, to operate the re- 
lief valve set at 10 lbs., and cause evaporation loss. 


The radial cone tank is one of the three types of 
pressure tanks which we build to stop evaporation 
loss, and is designed for internal pressures up to 10 
Ibs. The others are the Hortonspheroid for internal 
pressures up to 20 lbs., and the Hortonsphere for 
higher pressures. The Wiggins Pontoon Roof and 
the Wiggins Breather Roof, complete a line of 
storage units that eliminate tremendous evapora- 
tion losses. 


Consult our engineers on your evaporation prob- 
lems. Such action may be the first step toward a 
substantial reduction of evaporation loss and a very 
considerable financial saving. Write nearest office. 


Cleveland. 


..2206 Rockefeller Bldg. 
Cc ae are 


2125 Old Colony Bldg. 


Dallas 
Birmingham 


New York '3345—165 Broadw ay Bldg. Houston 
Philadel phi: 2. 1614—1700 Walnut Street Bldg. Tulsa.. 
Boston. 1516 Consolidated Gas Bldg. San Francisco 
Detroit... .. 1513 Lafayette Bldg. Los Angeles 





Other Equipment to 


Stop Evaporation 





CHICAGO BRIDGE & IRON 


1439 Dallas 


nie th 
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WORKS 


Athletic 


Plants in Chicago, Birmingham and Greenville, Pa. 


Club Bldg. 
1534 N. Fiftieth St. 
2919 Main Street 
1607 Thompson Bldg. 
1060 Rialto Bldg. 
1322 Wm. Fox Bldg. 
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ESSO, INC. 


A Subsidiary of 
Standard Oil Company of New Jersey 


ANNOUNCES 





By the publication of the advertisement shown on 
the opposite page in the newspapers in St. Louis, 
Missouri, on April 16th, 1935, the opening of the 
first of its ESSO STATIONS to be established in the 
Middle West, at which stations the products of ESSO 


MARKETERS, known from Maine to Louisiana, are 


- to be introduced. and made available in the Middle 


West as well as in the East and South, under the 


brands: 
ESSO ESSOLUBE 
for Premium Motor Fuel for Motor Oil 
ESSOLENE ESSOLEUM 
for Regular Motor Fuel for Greases and Lubricants 
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CLEVELAND, April 22 


ISING gasoline prices again fea- 

tured oil markets last week. The 

upward swing of the past two 
months remained unbroken. Retail 
markets marked time pending consoli- 
dation of the advances in wholesale 
gasoline prices. Except for increased 
trading in lubricating oils and wax, 
wholesale market activities were more 
or less of a routine nature. 

Inter-refinery buying of gasoline 
continued to absorb virtually all offer- 
ings on the open market. As a result 
tank car prices worked higher with 
little trouble. 

Bad weather in many sections of the 
country reduced gasoline consumption. 
This, combined with the narrowing 
margins between tank car and service 
station prices, held jobber demand to 
a minimum. But markets apparently 
did not need the jobber buying. 

Traders who five or six weeks ago 
maintained that tank car prices could 
not advance substantially unless job- 
ber buying supported the market and 
unless service station prices moved up, 
were beginning to admit that present 
tank car prices were warranted from 
a standpoint of supply and demand. 
Some of them were even beginning to 
wonder how much higher tank car 
prices would go. 

On the other hand, there were still 
a few die-hards who were of the opin- 
ion that prices would be pushed up a 
little too high and result in a wide- 
open break in prices. These operators 
had some good arguments to back up 
their beliefs, but they apparently were 
overlooking the fundamental fact that 
less gasoline was being produced than 
was being burned up. 

Production of gasoline pretty 
well under control even in East Texas, 
although few believed that it was as 
well under control as official state- 
ments seemed to indicate. Also, there 
was a little voluntary control of pro- 
duction, last week, particularly in East 
Texas. This was not so strange to 
those who remembered that hearings 
were being held on the Thomas bill; 
a bill most Texans do not like. 

The tank car gasoline markets along 
the eastern seaboard showed improve- 
ment as a result of the service station 
advances made the week before. Al- 
though retail prices in greater New 


was 
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York City were advanced 0.2 cents, 
they were still 2 cents below normal. 
As soon as those prices are moved up 
to normal, another general advance in 
service station prices by Socony- 
Vacuum and Standard of New Jersey 
is predicted by some market observers. 

A retail advance by the Atlantic 
Refining Co. is long overdue in the 
opinion of some observers. The terri- 


N. P. N. Gasoline Index 
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Retail OF ank Car 








Retail index is an ave rage of 50 cities, 
er-tar, and tank car is a weighted aver- 


age of 13 wholesale markets for middle 
octane gasoline. 
The gasoline price index this week 


represents the following prices in cents 
per gallon: 


Date Retail Tank Car 
RRR a es edcunee cue 13.64 5.80 
WOR GE0> sic ccccscsceas. 13.50? 5.42 
OUR AONE sas 13.54 5.44 


*13.6 revised to date. 


» " 
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tory in which it is the principal mar- 
keter is the only large consuming sec- 
tion in which no 
made recently. 
Mid-Continent 


advance has been 


refiners were antici- 


pating a demand for gasoline for a 
purpose they had not figured on. The 
government has appropriated a large 


sum of money for listing and contour 
work found necessary as a result of 
the recent dust storms. A large por- 
tion of these funds will be used to pur- 
chase gasoline and oil for use in trac- 
tors. 

As a result of this demand a scarcity 
of gasoline is considered entirely prob- 
able since refiners will not have time 
to increase their runs. Many of the 
refiners in the Mid-Continent have sold 
their production ahead and will not be 
able to bid on the government busi- 
ness. 

A supplementary marketing agree- 
ment among operators on the Pacifie 
coast went into effect April 19. These 
agreements were to remain in effect 
until an entirely new agreement could 
be drawn up, probably by June 15. 
These regulations, details of which will 
be found elsewhere in this issue, were 
expected to overcome some of the bad 
features of the old agreement. 

Kerosine markets were somewhat 
unsettled during the week. Before the 
end of the week, however, demand in- 
creased and most of the excess offer- 
ings removed from the market. 
The position of kerosine was strong in 
the Mid-Continent, particularly in East 


were 


Texas where prices moved up 0.125 
cent. 
Natural gasoline was benefited by 


another burst of demand, and prices 
of the 26-70 grade advanced 0.25 cent. 
Demand had subsided somewhat, how- 
ever, before the ended. 
Lubricating oils continued to show 
little activity. Pennsylvania refiners 
reported some increase in shipments on 
branded motor oils. Inventories of 
Pennsylvania bright stock and neutral 


week 


oil declined, and some sellers were 
contemplating price advances. Mid- 
Continent lubes were steady; open 


market business was light. 

Wax markets showed some improve- 
ment, and traders were of the opinion 
that prices were on the upgrade. Few, 
however, believe that prices will go 
forward rapidly. 





Barometer of Mid-Continent Refinery Market 


Charted Course of Prices of Crude and Principal Refined Products, Week by Week 
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Med. C, ontinent 


Rising Market Continues 


TULSA, April 20. 
S EVERAL factors have lent im- 














petus to a rising market for vir- 
tually all products in the Mid- 
Continent. These factors have been 
especially pronounced in the refined 
gasoline market, 

Recent dust storms in the Mid- 
Continent were responsible for an ap- 
propriation of thousands of dollars of 
federal funds for an emergency project 
in contour listing and terracing. Ten- 
tative plans have been approved and 
in at least one state, appointment of 
personnel to supervise such work has 
been made. 

Listing and contour work, accord- 
ing to meager reports the past week, 
was to begin immediately in Okla- 
homa, Texas, New Mexico, Kansas 
and Colorado, This work is an effort 
on the part of the government to con- 
serve spring moisture and eliminate 
as much as possible the loss of soil 
through water and wind erosion, The 
project will call for appropriations of 
large sums for the purchase of gaso- 
line and oil. The Texas and Oklahoma 
Panhandle probably will be the busiest 
centers of activity. 

Announcement of the appropriation 
caused refiners throughout the Mid- 
Continent to check their stocks of 
gasoline with the view of bidding for 
contracts to supply petroleum prod- 
ucts. Several large refiners were seek- 
ing options on available supplies of 
gasoline at points advantageously lo- 
cated to the work. Refiners in the 
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Texas Panhandle were receiving in- 
quiries for as much as 100 cars of 
gasoline. As far as could be checked, 
no options had been taken nor were 
Panhandle refiners anxious to commit 
their gasoline. Since bids for gasoline 
and lubricating oil were expected to 
be asked for next week, some refiners 
already had their bids worked out and 
were awaiting official forms. 

The terracing and listing of large 
tracts of land would call for the use 
of hundreds of tractors and thousands 
of gallons of gasoline and large sup- 
plies of lubricating oil. Some reports 
indicated that efforts would be made 
to finish the work as soon as possible, 
probably in a few weeks. This would 
give refiners little time to make ad- 
ditional ‘‘runs.’’ The result, according 
to some traders, would be a scarcity 
of gasoline at least for a short period 
of time. 

Activity at the Gulf in the trading 
of gasoline cargoes has been brisk 
over the past month. Some estimate 
that approximately four or five cargoes 
were lifted during that time. Improved 
retail markets along the East Coast, 
the ultimate destination of many of 
these cargoes, and possible increases 
in wholesale prices were expected to be 
a further incentive for purchase of 
gasoline cargoes. 

Desire on the part of several major 
and semi-major companies to build up 
gasoline stocks for the heavy consum- 
ing period, has resulted in the pur- 
chase of hundreds of cars of gasoline 
in the Mid-Continent the past few 
weeks. Shipments were to local and 
northern retail outlets and in some 
eases to the Gulf for coastwise ship- 
ment. One buyer late in the week 
bought approximately 100 cars of East 
Texas gasoline for shipment to the 


rulf. Purchases in other districts were 
not so large, but in sufficient volume 
to take up any slack that has ap- 
peared. 

During the week of April 15 to 20, 
dock prices of East Texas gasoline ad- 
vanced 2 to 2.5 cents. Virtually all 
“hot” oil refineries in East Texas were 
shut down. With dock or tank truck 
prices on the upgrade, retail prices in 
Texas were expected to follow that 
trend. The shut down in East Texas 
also was expected to give back to other 
Texas districts some of the gasoline 
business taken by East Texas gasoline. 

With stocks of gasoline fairly low 
and a ready market for any surplus. 
gasoline, Mid-Continent refiners were 
confident that gasoline again would be 
on the “‘pay.”’ 

Prices of gasoline have advanced 
0.5 cent the past month in most Mid- 
Continent districts. Advances were 
made during that period on both high 
and low octane grades. High gravity 
gasoline, however, had not advanced 
as sharply as the U. S. Motor grades. 

Low octane U. S. Motor was quoted 
generally at 4.5 cents, Group 3, from 


most districts on April 20. The middle 


octane was selling at 5.25 cents, 
Group 3. 

Kerosine markets were on the up- 
trend. East Texas products that had 
been upsetting the kerosine market in 
other districts no longer were factors. 
Curtailed production and changes in 
refinery operations made kerosine 
scarce in East Texas. Two inquiries 
for cargo lots in East Texas further 
tightened the situation. Prices in East 
Texas were up 0.125 cent the latter 


part of the week and were steady to 


higher in other districts. 
A flurry of natural gasoline buying 
the middle of the week sent prices of 
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Grade 26-70 up 0.25 cent. This flurry 
of orders was for immediate shipment. 
Activity had subsided by the end of 
the week. Prices were pegged April 
20 at 2.75 cents Group 3 and 2.5 cents 
Texas. 

Mid-Continent lubricating oils con- 
tinued on the uneventful course they 
have followed the past several weeks. 
Prices have shown little fluctuation. 
Contract business was normal; open- 
market business light. 

Evidence of an improving market 
for Mid-Continent wax was seen. Most 
suppliers of the 124-126 grade were 
quoting a low of 2.125 cents, f.o.b. 
plant. Sales at these prices were being 
made for shipment to the Gulf. Do- 
mestic sales were made at higher 
levels, 


Chicago 


Price Trend Higher 


CHICAGO, April 20 
EFLECTING the good balance be- 
ing maintained in the gasoline 
market, principally through inter-re- 
finery sales of available gasoline, the 
Chicago tank car market for this com- 
modity ruled steady to higher through- 
out the week ended April 20. That the 
market will continue to be supported 
by inter-refinery buying, at least un- 
til jobber takings lend the support 
necessary to hold prices, was not ques- 
tioned by traders here. 


That fundamentals are exceedingly 
strong is evidenced in the action of 
the market since the start of the sta- 
bilization program. Just what the ul- 
timate aim of the present movement is 
seems to be anybody’s guess, Market 
observers, however, believe that gaso- 
line will reach its peak at not more 
than 0.25 to 0.5 cent above present 
levels, on the basis of present crude 
costs. 

Yet there were still more than a few 
jobbers who refused to be stampeded 
by the bull developments of the past 
several months. Many were inclined 
to just look on and while they admit 
the strength is warranted, nevertheless 
they feel prices are high and under 
any further substantial increase the 
market could quickly react. 


There was no special change in the 
spot situation. Limited offerings of 
gasoline continued to be absorbed and 
often at higher prices. While pur- 
chases came from jobbers interested 
only in immediate requirements, the 
supply was at a minimum. The factor 
which was doing more than anything 
else to push the market on its upward 
course was the fact that refiners were 
not selling gasoline for deferred ship- 
ment to resellers. They were taking 
full advantage of their position by 
offering supplies piece-meal to brok- 
ers for immediate shipment only. 
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Some sellers reported increased de- 
mand early in the week . before 
freight rates increased. Indications in 
the Chicago market, however, were 
that this increased business had not 
come up to general expectations. 

Takings by contract customers were 
reported holding up fairly well, Sev- 
eral sellers reported that as a rule 
they were not encouraging contract ac- 
counts to increase their commitments, 
leaving this to the discretion of the 
buyer, On the other hand, some sell- 
ers were pointing to the tight market 
position and advising jobbers to keep 
stocks at a comparatively high level. 

Kerosine experienced some _ back- 
ing and filling the week ended April 
20. These occasional dips left no last- 
ing effect on prices however. 

The general lows of 3.5 cents for 
41-43 and 3.625 cents for 42-44 w.w. 
grades were being adhered to in all 
quarters as trading for the week 
closed. 

Kerosine demand picked up a bit 
late Friday and Saturday, This slight 
spurt in demand was encouraging to 
most traders here in view of the poor 
movement earlier in the week. 


E Gdtern 


Gasoline Markets Steady 
NEW YORK, April 20 
Gasoline markets went along on an 
even keel at points along the eastern 
seaboard during the week ended April 
20. Outside of an advance of 6.2 
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Trend of N.P.N. gasoline index during 
the past year comparing weighted av- 
erage tank car prices in 13 markets with 
retail prices ex tax in 50 cities. See 
chart on page 97 for current index levels 


cent in service station prices in greater 
New York City there were no par- 
ticular changes in retail markets. 

Advances in retail gasoline prices 
which were made in the previous 
week, however, had lent considerable 
balance to the general situation and 
traders generally said that although 
there were no actual changes in tank 
car and barge gasoline prices the 
markets were in good shape. No shad- 
ing of prices was reported, 

Reports were current throughout 
the week that retail gasoline prices 
in greater New York would be restored 
to normal and that there would be an 
advance in retail and tank car prices 
at other eastern points. However, none 
of these changes actually materialized. 


Much of the immediate future of 
gasoline markets along the seaboard 
continued to hang on the situation at 
the Gulf, many traders said. Reports 
on conditions there were that at pres- 
ent no considerable quantity of gaso- 
line was being offered and that asking 
prices for cargoes of gasoline for 
domestic shipment were high enough 
to prevent any of it from being a dis- 
rupting factor in the eastern markets. 

Considerable difference of opinion 
was reported in the kerosine market 
at New York harbor during the week. 
Some sellers said that demand had 
showed some improvement and that 
the lowest they had sold in tank cars 
was 5.25 cents, f.o.b. harbor terminals. 
Others, however, said that there had 
been considerable shading of that 
price and they had been forced to sell 
at 5 cents to meet competition, 

Several sellers, late in the week, 
said that while they had sold some 
kerosine at 5 cents in tank cars, they 
were advancing their price to 5.25 
cents, effective April 22. They reported 
that demand had been heavy enough 
to take up their surplus stocks and 
that replacement costs were such that 
a 5-cent price did not leave a profit. 


Kerosine prices in the Boston dis- 
trict generally were lowered 0.25 cent 
with quotations at 5 to 5.25 cents, in 
tank cars, as the week ended, Move- 
ment was reported fair but sellers ap- 
parently were more anxious to close 
out their present stocks before the 
end of the heating season, and were 
offering price concessions in an effort 
to stimulate sales, 

Export markets were quiet and sup- 
pliers ideas of prices at the Gulf 
showed little change. Some increased 
interest was noted in gas oils, which 
were reported to be a little harder to 
obtain. 

Grade C bunker oil also was less free- 
ly offered and prices generally were ad- 
vanced 0.5 cent a barrel. One trader 
who was hunting a cargo for domestic 
shipment from the Gulf said he was 
unable to do better than $0.85 a bar- 
rel. Several purchases which were 
made recently apparently cleaned the 
market of most of the bunker oil 
available for fairly prompt lifting. 

Several traders reported that the 
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\WORLDS LEADING BRIGHT STOCK SincclYOO 





The presence of this Seal on the drums 
and cartons in which you receive 
your lubricating oil is your guaran- 
tee that the product has been made 
from the finest Pennsylvania Bright 
Stock obtainable . . . Watch for it. 
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At right is illustrated an entirely 
new type of MORRISON Fill Box 
and Cap. Body of heavy iron for long 
wear. Interior and top of Box made 
of best grade brass. Morrison offers 
a complete line of all types of Fill 
Caps and Boxes. 






Write for FREE Folder 
and Prices 





heavy demand for fuel and gas oil 
for cracking stock and for industrial 
use in the middle west was keeping 
the Texas and Oklahoma refiners in 
good shape on these products and had 
kept any of these grades of oil from 
working down to the Gulf coast. 
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Gasoline Higher 


CLEVELAND, April 22.—All grades 
of gasoline worked higher in the Penn- 
sylvania market last week despite the 
fact that open market trading gener- 
ally was only fair. The status of lubri- 
cating oils remained unchanged, al- 
though refiners’ inventories continued 
downward. 


The position of 65 octane gasoline 
particularly was firm, Buyers reported 
some difficulty in obtaining supplies. 
Sellers advanced their quotations 0.25 
cent, and several of them intimated 
that prices would work higher in the 
near future. 


U. S. Motor gasoline was almost as 
searce as the 65 octane. Demand held 
up surprisingly well in spite of the 
bad weather preaviling in most of 
the western Pennsylvania marketing 
territory the first part of the week. 
Only a few refiners were offering this 
grade of gasoline for shipment before 
May 1. 


Offerings of kerosine were about 
even with demand. The situation in 
which some refiners were getting a 
better play in this oil and were buy- 
ing from refiners who had kerosine to 
offer still prevailed. Recent sales of 
kerosine-distillate were primarily re- 
sponsible for the good position of 
kerosine. 


Demand for fuel oil continued to 
keep offerings on an even keel, Re- 
finers in Warren were sold out of 
fuel oil. A buyer who was attempting 


| to get one car of fuel oil in Warren 


for immediate delivery had to go to 
the lower field. 


Bright stock and _ neutral oils 
showed little change during the week. 
Contract shipments of motor oil were 
largely responsible for the drop in 
inventories, most traders believed. In- 


| quiries from jobbers had not resulted 


in orders as yet, but refiners generally 
were of opinion that buyers would be 
coming into the market shortly. Mar- 
ket observers. believed that prices 
would move higher as soon as some 


| sustained buying support was noted. 


The wax market apparently had 
reached bottom, but prices were not 
expected to show much change in the 
near future. 
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C alifornia 


Gasoline Rallies 


LOS ANGELES, Aprii 19 
ACIFIC COAST gasoline markets 
P ine past week appeared to be well 
on their way to complete recovery 
from the break in wholesale and re- 
tail prices made early in the month. 
Committees representing major 
companies and independent refiners 
had considerable success in their ef- 
forts to hold bulk quotations to the 
recently established higher levels. 
They did not, however, have as much 
suecess in attempts to secure a uni- 
form advance in retail prices by re- 
fusing to make deliveries to service 
stations that continued to sell any 
brand of gasoline at less than regu- 
lar figures. Large stocks of low-cost 
gasoline in the hands of distributors, 
coupled with substantial quantities of 
competitive products offered by re- 
finers operating outside the Pacific 
Coast Petroleum Agency, were bar- 
riers to. complete stabilization. 


Major companies without excep- 
tion held their quotations on tank 
wagon deliveries of third-grade gaso- 
line to 13 cents a gallon, inclusive of 
4 cents tax, in all parts of Los An- 
geles and Orange counties. Secondary 
companies and independent refiners, 
however, in some instances were re- 
ported to be making bulk deliveries 
in those areas at 12.5 cents a gallon, 
or even as low as 11.5 cents, without 
restriction as to resale price, 

Quotations for out-of-state deliver- 
ies were generally based on a net back 
to the refinery of about 5.5 cents a 
gallon. 

Natural gasoline quotations, in sym- 
pathy with recoveries in refined gaso- 
line prices, advanced 1 cent a gallon 
and ranged from 5.75 to 6.5 cents a 
gallon delivered at refinery. 


Fuel oil was moderately active with 
a tendency for independent refinery 
prices to approximate more nearly 
those quoted by major companies, The 
spread, however, continued to be wide, 
especially in the Los Angeles Basin 
area, under the influence of large 
stocks of oil of questionable legality. 

In excess of 100,000 barrels of 
“hot”? fuel oil was reported to be 
seeking an outlet at 50 cents a bar- 
rel, No large buyers could afford to 
run the risk of handling this product, 
but it was attractive to some firms 
doing a strictly intrastate business and 
it acted as a depressing influence on 
prices quoted by independent refiners, 
whose quotations ranged from 65 to 
75 eents a barrel. 

Pacific Coast seaboard markets 
were generally quiet, but an increase 
was noted in the number of inquir- 
ies received and some_ indications 
were seen of revival of business with 
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the Orient. Inquiries received included 
one from England calling for approxi- 
mately 90,000 barrels of gas oil. The 
specifications were rather rigid and 
the business was expected to be placed 
at about $1.20 to $1.30 a barrel, f.o.b. 
vessel. Spot shipments of the week in- 
cluded 2000 tons of kerosine-distil- 
late to Hongkong at a reported price 
of $12.50 per ton, 


Wi 


Prices Steady 


NEW YORK, April 20.—Prices for 
both scale and refined waxes were 
steady, both for domestic and export 
shipment, in the week ended April 20. 

Prices for scale wax generally were 
at 2.05 cents a pound or higher, with 
only occasional sales reported at un- 
der this figure. Demand was reported 
fair. 

Refined wax prices were about un- 
changed from those prevailing in the 
previous week. Recent improvement in 
prices for the scale waxes have tended 
to steady the refined market, it was 
reported. 


Sohio Advances Gasoline 


CLEVELAND, April 23.——Advances 
totaling 1c in about a month’s time 
will have been made in Standard of 
Ohio’s statewide retail gasoline price 
structure following a 0.25¢e advance 
which the company announced today 
effective April 25. Prices were ad- 
vanced 0.5¢c March 21; 0.25¢ April 14. 

Standard’s new statewide schedule 
April 25 will be: Ethyl t.w. 18.5¢, s.s. 
20.5e: regular t.w. 16.5¢, s.s. 18.5¢; 
third-grade t.w. 16c, 17¢c. Prices 
include 5c taxes. 


S.8. 


Automobile Pays 52% 
Of Indiana's Tax 


CHICAGO—-An Indianapolis newspa- 
per last spring published a feature 
article in a Sunday edition showing the 


current financial statement of ‘In- 
diana & Co.,’’ the expenditures and 
sources of revenue of the state. An 


enterprising oil man studied the fig- 
ures and developed the following in- 
formation: 

1. The automobile produced more 
than 50 per cent of the state's total 
income. 

2. The railroads, in spite of propa- 
ganda about how much they mean to a 
state financially, produced a relatively 
small amount of the state’s income. 

The newspaper article showed that 
the state collected $48,594,000 from 
the people and from business, and of 


this amount 52.93 per cent came from 
the automobile. Following is the tab- 


ulation on the automobile taxes col- 
lected: 


Percent- 
Amount age of 
Source of revenue of revenue total 


Gasoline tax ........ $16,841,590 34.66 
Auto license fee.... 6,219,662 12.80 
Gross income tax* 1,369,485 2.82 
Drivers license .... 414,354 85 
Oil inspection ...... 409,649 84 

Auto license trans- 
| ee 190,167 .39 
Certificate of title 157,177 aa 

Property and poll 
RO onic iciccecice 100,000 “an 
Store license fee** 20,000 .04 
$25,722,084 52.93 


*Data taken from monthly reports 


on this tax on amount paid by oil in- 
dustry. 


**Estimates, probably percentage of 
total tax paid by oil industry. 

The railroad share of the state tax 
comes under the classification, in the 
newspaper's compilation, of property 
and poll tax. This item also includes 
banks, building and loans, and intangi- 
ble taxes, and is only 10.09 per cent 
of the total. This amount is for the’ 
entire state, including property and 
poll taxes paid by the railroads as well 
as the oil companies, and all persons 
and businesses. 

Although the oil man’s compilation 
was made for the benefit of the editor 
of the newspaper publishing the state's 
financial report, it later was effective 
in aiding to prevent the city of In- 
dianapolis from imposing further taxes 
on the industry. 


Surveys Marketing Costs 


By Teletype Ate 

CHICAGO, April 23.—The Petfo- 
leum Administrative Board is making 
a survey of gasoline marketing costs, 
selecting Allen county, Indiana, (Fort 
Wayne) as a typical marketing terri- 
tory. 

Data is to be obtained on all types 
of marketing outlets. About a month 
will be required to complete the sur- 
vey, and another month to tabulate fig- 
ures before public 
results is made, 


announcement of 


Asks 37 Zones in Kentucky 

LOUISVILLE, Ky., April 
rectors of the Kentucky 
Marketers Association 
to the Procurement Division of the 
Treasury Department at Washington 
that the division of Kentucky into six 
zones for bidding on government gaso- 
line business will discriminate against 
independent jobbers. The association 
asks that the state be divided into 37 


zones corresponding to the 37 judicial 
districts. 


20.—Di- 
Petroleum 
have protested 
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to consumers. 





Prices in cents per gallon, tank car lots, except where otherwise noted. Prices are those to domestic jobbers who resell 
They do not represent inter-refinery sales, or sales for export. 
taxes not included. Prices quoted apply on products made from legally produced crude. 





REFINERY TANK CAR MARKETS_ 


Federal, state or municipal 











Gasoline and Naphtha 


April 22 April 15 April 8 
Oklahoma 
48-54, 450 e.p. naphtha... 4.50 4.375 4.25 
U. S. Motor gasoline, by octane numbers: 
62 and below (3rd grade) 4.50 — 4.625 4.375- 4.50 4.25 — 4.375 
63-70 octane (regular)... 5.25 — 5.375 5.125- 5.375 5.00 — 5.25 
71 and above.......... iiminhew ie! wt adeiiemem.,  - sein mamiiean 
68-62, 400 e.p. gasoline. . 4.50 — 4.625 4.375- 4.50 4.25 — 4.50 
64-66, 375 e.p. gasoline. . 4.625- 4.75 4.50 4.375- 4.50 
68-70, 350- 300 & p. gasoline 4.75 -— 4.875 4.625 4.50 — 4.625 


tReplaces 50-52 naphtha formerly quoted. 


Western Penna. 


Bradford-Warren: 


(Quotations and/or sales prices to car unloaders) 


S254 aaphtha.......... §.125- 5.25 5.00 — 5.125 4.875- 5.00 
Motor gasoline: 
otor (58-62°).... 5.25 -— 5.375 5.125- 5.25 5.00 — 5.125 
Minimum 60 octane.... 6.50 - 6.625 6.25 — 6.375 6.25 — 6.375 
Minimum 65 octane.... 6.75 — 6.875 6.50 = 6.625 6.50 — 6.625 
5) ccc Ctweeee  eeaagesiuw. ¢/egmureem mats 

64-66, 390 e.p. gasoline... 5.625- 5.75 5.50 — 5.625 5.50 — 5.625 
68-70, 350-360 e.p. gasoline 6.125- 6.25 6.00 — 6.125 6.08 — 6.125 
Other districts: 
52-54 naphtha........... §.125- 5.25 5.00 — 5.125 5.00 — 5.125 
54-56 naphtha........... 5.25 — 5.375 §.125- 5.25 §.125= 5.25 
Motor gasoline: 

U. S. Motor (58-62°).... 5.25 -— 5.379 5.125- 5.25 5.125- 5.25 

Minimum 60 octane.... 6.50 — 6.625 6.25 — 6.375 6.25 — 6.375 

Minimum 65 octane.... 6.75 — 6.875 6.50 — 6.625 6.50 — 6.625 

i cepa. Lsdepesenns ake a aoe 
64-66, 390 e.p. gasoline. . §.75 — 5.875 5.625- 5.75 5.625=— 5.75 
68-70, 350-360 e.p. gasoline 6.25 — 6.375 6.125- 6.25 6.125- 6.25 

Coelifornia (3c tax to be added to prices if used in state) 

54-58 U.S. Motor, 437 e.p. 

for in-stateshipment.... 6.00 — 7.00 5.00 — 6.00 5.00 — 6.00 
54-58 U.S. Motor, 437 e.p., 

for outside stateshipment 5.00 — 6.00 5.00 — 6.00 5.00 — 6.00 
58-61, 375-400 e.p. gasoline, 

65 octane and above.... 7.50 — 8.50 6.50 - 7.00 6.50 — 7.50 


tNorth Texas (F. 0. b. Wichita Falls district for shipment to Texas and 
New Mexico destinations; Group 3 prices quoted on northern shipments). 

U. S. Motor gasoline, by octane numbers: 
62 and below (3rd poe 4.50 — 4.625 
63-70 octane selentins §.125- 5.25 
71 and above.... 


4.375— 4.50 
5.00 — 5.125 


60-62, 400 e.p. gasoline.. 4.625 4.375— 4.625 4.375— 4.625 
64-66, 375 ¢.p. gasoline... 4.625— 4.75 4.50 — 4.625 4.50 
68-78, 350-360 e.p. gasoline 4.75 -— 4.875 4.625— 4.75 4.625 
Kansas (fF. o. b. refinery, Kansas destination) 
U. S. Motor gasoline, by octane numbers: 
62 and below (3rd grade) 4.50 — 4.75 4.50 — 4.75 4.50 — 4.75 
63-70 octane (regular).. 5.375- 5.50 5.375- 5.50 5.25 — 5.50 
oe ee inGiecaake Sade weabees. 1 Aiba natal 
60-62, 400 e.p. gasoline.... 4.625- 4.75 4.625— 4.75 4.50 — 4.75 


tWest Texas and New Mexico 
for unrestricted shipment) 

U. S. Motor gasoline, by octane numbers: 
62 and below (3rd grade) 4.50 - ¢- 6 
63-70 octane (regular)... §.25 -— 5.3 
71 and above...... ees 


(F. o. b. W. Texas and N. Mex. refinery 


4.375 
5.25 


25 75— 4. 4.25 - 
75 §.125= 5.25 ¢: 00 - 


eee eeerere 


tEast Texas (F.o. b. East Texas refinery for unrestricted shipment) 
U. S. Motor gasoline, by octane numbers 


62 and below (3rd a 4.37 4.25 4.125— 4.25 
63-70 octane (regular). ee 4.75 — 4.875 i _ - i 875 
71 and above.... eines Pa aaa eta é caee 
60-62, 400 e.p. gasoline. . 4.375- 4.50 4.25 "4525 
North Louisiana (For Louisiana and Arkansas destination) 
U. S. Motor gasoline: 
62 octane and below.... 5.25 5.00 4.75 
63-70 octane number.... 6.00 Te 5.50 
71 octane and above.... *6.25 *6.00 *5.75 
Arkansas (For Arkansas and Louisiana destination) 
U. S. Motor gasoline: 
62 octane and below.... PE 5.00 4.75 
63-70 octane number.... 6.00 5.75 5.50 
71 octane and above.. *6.25 *6.00 *5.75 


*Nominal. tRefiners generally receive from 0.25c to 0.5¢ per gallon more 
for gasoline and kerosiae for local or differential territory shipment. 
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April 22 April 15 April 8 
Ohio (Quotations of S. O. Ohio. Delivered any point in Ohio). 
U.S. Motor gasoline...... 8.00 7.875 eS 
A bove 65 octane number... 8.25 8.125 8.00 


Natural Gasoline 


(Prices shown f.o.b. Group 3 and Breckenridge represent majority of sales 
made on dates shown to blenders on the freight basis shown below, although 
shipments may originate in other manufacturing districts, such as East 
Texas, Panhandle, Southwest Texas or Enaous. 


F.o.b. Group 3 


Grade 26-70.... 2.19 2.50 — 2.625 2.25 = 2.375 
F.o.b. Breckenridge 
Grade 26-70. 2.50 2.25 = 2.375 2.00 — 2.125 
California (F.o.b. plants in Los Angeles basin) 
75-85, 375-390 e.p., for 
CE ere rie 5.75 - 6.50 4.75 - 5.50 5.00 - 5.50 
Kerosine 


Western Penna. 
Bradford-Warren: 


45 w.w. kerosine.......... 


(Quotations and/or sales prices to car unloaders) 


4.75 — 4.875 4.75 — 4.875 4.75 — 4.875 
46 w.w. kerosine.......... 4.875- 5.00 4.875-— 5.00 4.875- 5.00 
47 w.w. kerosine.......... 5.00 — 5.125 5.00 — 5.125 5.00 - $.125 
Other districts: 
45 w.w. kerosine.......... 4.75 — 4.875 4.75 — 4.875 4.75 — 4.875 
46 w.w. kerosine.......... 4.875-— 5.00 4.875- $.00 4.875- 5.00 
47 w.w. kerosine.......... 5.00 — 5.125 5.00 — 5.125 5.00 — 5.125 
Oklahoma 
41-43 w.w. kerosime....... 3.50 — 3.625 3.50 -— 3.625 3.50 - 3.625 
42-44 w.w. kerosine....... 3.625- 3.75 3.625= 3.75 3.625- 3.75 
Kansas (F.o.b. refinery, Kansas destination) 
41-43 w.w. kerosine....... 3.875- 4.00 3.75 = 3.875 3.75 - 3.875 
42-44 w.w. kerosine....... 4.00 — 4.125 3.875- 4.00 3.875- 4.00 


tNorth Texas (F.o.b. Wichita Falls district for shipment to Texas and 
New Mexico destinations; Group 3 prices quoted on northern shipments). 


41-43 w.w. kerosine....... 3.625— 3.75 3.625— 3.75 3.625- 3.75 


tEast Texas (F.o.b. East Texas refinery for unrestricted shipment) 
41-43 w.w. kerosine....... 3.3575 3.25 = 3.375 3.625— 3.75 


North Louisiana (For Louisiana and Arkansas destination) 


41-43 w.w. kerosine....... 3.875 3.875 3.75 
Arkansas (For Arkansas and Louisiana destination) 

41-43 w.w. kerosine....... 4.25 4.25 4.25 
California (F.o.b. California refineries) 

38-40 w.w. kerosine....... 5.00 - 7.00 5.00 - 7.00 4.25 - 4.75 


Gas, Fuel and Heating Oils 


Western Penna. 
Bradford-Warren: 


(Quotations and/or sales prices to car unloaders) 


SE errr 4.00 -— 4.125 4.00 — 4.125 4.00 - 4.125 
Other districts: 
| rere 4.00 — 4.125 4.00 — 4.125 4.00 - 4.125 
tNot including Pittsburgh. 
Oklahoma (F.o.b. Oklahoma refineries) 
Heating oils: 
No. 1 white (38-40 grav.) 3.25 3.125- 3.2 3.125— 3.25 
No. 1 straw (38-40 grav.) 3.00 — 3.125 2.875- 3.125 2.875— 3.125 
No. 2 straw (32-36 grav.) 2.75 -— 2.875 3.75 2.75 
No. 2 dark (32-36 grav.). 2.75 2.75 2.75 
U. i ern 2.625 2.625 2.50 — 2.625 
Fuel oils: (Prices per barrel) 
ee ee $1.125-$1.15 $1.125-$1.15 $1.125-$1.15 
| See $0.95 -$1.00 $0.95 -$1.00 $0.95 -$1.00 
SE eee $0.75 -$0.775 $0.75 -$0.775 $0.75 -$0.775 
ee veckan -+ $0.725-$0.75 $0.725-$0.75 $0. 725-$0.75 
rrr $0.675-$0.70 $0.675-$0.70 $0 .675-$0.70 


(Continued on page 104) 
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AT LAST! 


A PUNCTURE-SEALING TUBE THAT 








“DEALERS MAKING MONEY 
EAST WITH LATEST 
SEIBERLING INVENTION 









IRE manufacturers have intro- 
duced many puncture sealing 
tubes in the past—all of which 
have failed to perform up to ex- 
pectations of the manufacturer or 
consumer. 


Don’t Be Discouraged 
We Have the Answer 


Under the leadership of the most experienced 
tire inventor in the industry, the Seiberling 
technical staff has been working for five years 
on the development of a puncture-sealing 
tube. We have succeeded. 


Yes, we made all the mistakes that other 
manufacturers made. Weaknesses which are 
still to be discovered by competitors — were 
eliminated long ago by our development 
engineers. 


“Compression tubes” and ordinary ‘‘plastic 
gum tubes” were made and tested by the 
hundred. Like present competitive tubes, they 
failed to seal punctures under certain con- 
ditions and were discarded. 


Built Like a Battleship 
Finally, we hit on it. We built the tube like a 
battleship—with bulkheads—with cured rub- 
ber compartments to overcome the effect of 
centrifugal force and to hold the plastic 
puncture sealing gum in place. 


At first it seemed like a radical idea—but it 
worked and stood up under every test. So 
exclusive U.S. Patents were obtained. * 


REALLY WORKS! 






. 


2498 punctures without a flat tire in Seiberling Sealed-Air Tube test. Above: is 


one of test tires literally full of nail punctures—no air lost. 


Thousands Successtully Used 


Through our key dealers we quietly put this 
marvelous tube on the market without any 
selling pressure—because we wanted to be 
sure. We found that there is a great market 
for a puncture sealing tube—a tube that will 
really seal punctures under all conditions. 
Now thousands are in use upon cars and trucks 
from coast to coast. Dealers and users believe 
that this new Sealed Air Tube is the greatest 
rubber invention in ten years. It not only seals 
punctures but assures uniform air pressure— 
makes for longer wear—reduces tire costs. 


Specialty Selling for Big Profits 
The new Sealed Air Tube gives service sta- 
tions an opportunity to make real money 
through specialty selling. 

FREE To make big profits selling this new 
puncture sealing tube invention, write for our 
big book giving all details. 


THE SEIBERLING RUBBER COMPANY e Akron, Ohio, U.S.A. 
Seiberling Rubber Company of Canada, Lid., Toronto, Canada 
*The Air-Seal Tube is covered by U. S. Patent No. 1,959,460 


SEIBERLING Seale/ ir rues 














Asnail punctures 
tubes note how 
adhesive gum 
clings to nail, 
sealing puncture 
on inside. 


As nail is with- 
drawn note how 
gum clings to 
nail, sealing tube 
on outside. 


Note Double Seal 
— Puncture plug- 
ged with rubber 
rivet inside and 
outside. Bulkhead 
holds plastic ma- 
terial in place— 
hole disappears. 
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I RICES in the various petroleum markets quoted regularly 
in National Petroleum News are compiled by the staff of Platt’s Oilgram, an affiliated daily oil market reporting service. Prices 


information regarding the Oilgram daily news and market service write Platt’s Oilgram, Cleveland. 


appearing in each issue of National Petroleum News are the same as those carried in the Monday edition of the Oilgram. For 











(Continued from page 102) Neutral Oils (cont'd.) 
April 22 April 15 April 8 =— 22 April 15 April 8 
Kansas (F.o.b. refinery, Kansas destination) A page ltd ede Sai al “an ae ane 
No. 1 straw (38-40 grav.).. 3.25 — 3.375 3.25 - 3.375 3.25 - 3.375 | 180—No. 4...........22: 10.75 10.75 10.75 
18-22 fuel oil (per bbI.).... $0.875-$0.90 $0.875-$0.90 $0.85 -$0.90 PSO—Nos Sino ccc cece sos 10.25 10.25 10.25 
10-14 fuel oil (per bbl.).... $0.70 -$0.725 $0.70 -$0.75 $0.675-$0.725 200—No. eC ee Ses 11.75 11.75 11.75 
See, (ree iH. ‘ : 
North Texas (F.o.b. Wichita Falls district for shipment to Texas and 200—No. Sh ee es 10.75 10.75 10.75 
New Mexico; Group 3 prices quoted on northern shipments). WOSENG 3... sok cscccnne 12.75 12.75 12.75 
No. 1 (38-40 .)  3.125- 3.25 3.125- 3.25 3.125- 3.25 BOO NOS Bi ik ccs cccecce 12.25 pee 12.25 
Ne. 1 okies (38-40 coun. 3.25 — 3.375 3.25 — 3.375 3.25 -— 3.375 OSs nie: abe wiswis.e ee LE. 75 75 1.23 
No. 2 (32-36 grav.)...... 2.75 -— 2.875 2.75 — 2.875 2.75 — 2.875 a Se See is 75 13.25 13.75 
LR eS eee 2.50 — 2.625 2.625 2.50 — 2.625 SS See ee 13.25 13.25 13.25 
24-26 fuel oil (per bbl.).... $0.80 $0.80 $0.80 = eee eee 12.75 12.75 12.75 
18-22 fuel oil (per bbl.).... $0.675-$0.70 $0 .675-$0. 70 $0.675-$0.70 es | ee ee ee 14.75 14.75 14.75 
: - . 280—No. 4.............. 14.00 14.00 14.00 
West Texas (F.o.b. West Texas eager for unrestricted shipment). a ee ie nes 13.50 13.50 13.50 
No. 2 (32-36 grav.)....... 2.625- 2.75 2.625- 2.75 2.625— 2.75 EMO 0560s wai cecees 15 325 15.25 $5.25 
18-22 fuel oil a bbl.).... $0.65 -$0.675 $0.65 -$0.675 $0.65 “$5:675 300—No. 5-6............ 13.25 13.25 13.25 
East Texas (F.o.b. East Texas refineries for unrestricted shipment). 15 to 30 Pour Point: ah 
No. 1 white (38-40 grav.)..  3.125- 3.25 3.00 - 3.125 3.00 — 3.125 | 00-85......- +. esse sees 4.75 4.75 4.75 
> 290 ae in SER ere ane 5.25 S35 5.25 
No. 2 (32-36 grav.)....... 2.625— 2.75 2.625— 2.75 2.625— 2.75 150-—No. 3 9°00 9°00 9°00 
ik ae a eee 2.50 — 2.625 2.50 — 2.625 2.50 — 2.625 150 No. | aheeelhaagiepiae 850 8°50 8°50 
2436 Cr epeeeeeere $0.60 $0.60 $0.60 lea 10 25 10.25 10°25 
20-24 fuel oil............. $0.575-$0.60 $0.575-$0.60 $0. 575-$0.60 GO eld nla daa 9°78 9°75 9°78 
North Louisiana (For Louisiana and Arkansas destination). = ; rete e eee eees at at 1 Fe 
No. 2 (32-36 grav.)....... 3.125- 3.25 3.125— 3.25 3.125- 3.25 OES a aan 10.25 10.25 10.25 
RI Ae EOD TEs os 0200:0:000.0 2.875-— 3.00 2.875— 3.00 2.875- 3.00 200—No. 5.............. 9°75 9.75 9°75 
co Co arr rr $1.00 -$1.025 $1.00 -$1.025 $1.00 -$1.025 oe a raat 11.75 11.75 11.75 
Je eee ee $0.90 -$0.925 $0.90 -$0.925 $0.90 -$0.925 = 11.25 135 11.25 
1 DY. 2U 220 i, SES rere : oe 
10:96 fool Oil. .....osecee $0.75 —$0.80 $0.75 -$0.80 $0.75 -$0.80 Aowae 10.75 10.75 10.75 
Arkansas (For Arkansas and Louisiana destination) OE : eras wiaheale-iic Re ee Hee 
No. 2 (32-36 _ pt earn 3.50 3.50 3.50 a aeet Ete ese eeeseeess ° + ° : 
cee 325 325 325 240-—No. 5...........4.. 11.75 11.75 11.78 
20-24 fuel oil (per bbl.).... $0.825-$0.875  $0.825-$0.875 $0.825-$0.875 80—No - ahaceentenpese 13°00 13,00 13:00 
16-20 fuel oil............. 80.725-B0.775  $0.725-$0.775 $0. 725-$0.775 Be a rect se ones ie a oe 3s 
10-14 fuel oil............. PO -W.6S AES EN 1 wes 14.50 14.50 14.50 
California 300—No. 5-6............ 13.00 13.00 13.00 
San loaquin Valley, per bbl.: : : ; : 
es ee ae $0.65 -$0.75 $0.65 -$0.75 .......-. Chicago (F.o.b. Chicago refineries) (Vis. at 100° F.) 
Lt i roe $1.05 -$1.45 Ree ere Pale Oils, *15 to 30 pour point: 
Stove doetslate. ....660605 $1.25 -$1.85 eS Se ere Vis. Color 
Los Angeles, per bbl.: 60-85—No. 2 6.50 6.50 6.50 
Grade C fuel oil......... $0.65 -$0.95 $0.65 80.95 «5... 86-110—No. 2 7.00 7.00 7.00 
. 2 ¢ a, BEN Sic vic ccieceese 75 9.7% 9.75 
eee $1.10 -$1.45 $1.10 a8? etom ates 160—No. 3 10.50 10.50 10°50 
° oe Rs 2 eo Doecceesesesece ° e Fr 
Stove distillate bears a akuts $1.45 $1. SES =BECCS ahha dkwades ee a te? 1125 11.25 11.25 
San Francisco, per bbl.: aes ea eee 11.75 11.75 11.75 
Grade C fuel oil.......... $1.00 ip Le BOOMING Dike ck 60 00'ce-ens 1S.75 13.75 13.75 
|. Ee $1.65 RRS Oe re 4 
Stove distillate........... $2.10 ae . ..wanemexees Red Oils, *15 to 30 Pour Point: 
so z° Ere Simetats enetarets 10.25 Hi +g 4 
s ges eee 10.75 : ; 
Neutral Oils a ee 11.75 11.75 11.75 
Western Penna. (Quotations and/or sales prices to car unloaders) 250—No. er erie re 12.75 1 eb B75 
Viscous Neutrals (Viscosity at 70° F.) le ie RisiWis Sa SiN/e:e 6:8! 9' a ae a 
200 Vis. (180 at 100°) No. 3 color, 420-425 flash: *0 on : 7 ai : 
Ripe e ils with 0. to 10 pour point bring Ic higher than above prices. To obtain 
0 pour test........... 25 - : 26 = sg 35-3 oe so prices delivered in Chicago, add 0.25c per gal. 
10 Se pee 24.50 —25. 0 24.50 -25. . -25. 
15 “tad aoe. Reena ante 24.00 —24.50 24.00 -—24.50 24.00 -24.50 ie , F.o.b. Californi Sitti Wt 100° F 
25 Pour Lest. occ ve ces 23.00 -23.50 23.00 -23.50 23.00 -23.50 sesso 2 .0.b. oan re" re ry a i iy 
. pins c Neutral oils, 80 sec. at , 16.5c per gal. in tank car lots; an 5c in iron 
RGD Tis. Ho, 5 cater, 60-415 — oe = > bbls., to refiners only, excluding federal tax. All other neutral oils, 13.5c per gal., 
25 pour test. 21.09 -21.50 21.00 -21.50 21.00 -21.50 in tank car lots, and 15.5c in iron bbls. 
150 Vis. No. 3 adie 400- 405 flash: 
0 pour test........... 20.50 -21.00 20.50 -21.00 20.50 -21.00 s 
10 pour test........... 19530 -20:00 19.50 -20:00 19.50 20:00 Cylinder Stocks 
15 pour test........... 19.00 -19.50 19.00 -19.50 19.00 -19.50 
25 pour test....:...... 18.00 -18.50 18.00 -18.50 18.00 -18.50 Mid-Continent (F.o.b. Tulsa basis. Prices represent quotations and sales) 
South Texas (F.o.b. South Texas refineries, for domestic shipment) Bright Stocks: 
Pale Oils: gee _ at ae eee 17.09 17.00 17.00 
: . ° ° = is. at 
_ _ ee re ee, ee “ re 0 to 10 pour test...... 14.09 14.00 14.00 
100 No. 196-246 oo : a. > oo 10 to 25 pour test...... 13.50 13.50 13.50 
ao rs i 780 7°80 25 to 40 pourftest...... 13.00 13.00 13.00 
+ ong 4 ae 3°50 3°30 150-160 Vis. at 210° E.... 13.09 13.00 13.00 
750 No. 3-4... 9.00 9:00 9:00 wat ‘ 3 75 
1200 Na. 304 9°50 9°50 9°50 0 to 10 pour test...... ee. 3- 13.75 
: 10 to 25 pour test...... ee 13.25 13.25 
2000 No. 3-4 10.00 10.00 10.00 25 to 40 pour test...... 12.75 _ 12.75 _ 12.75 
Red Oils: 600 Stm. rg ea aig 5 = 6 eS re - . ae = $3 
200 No. 5-6 7.00 7.00 7.00 600 Stm. . Olive Green. 6.00 — 7. 5{ 00 = 7.5 6.00 -— 7, 
3 ca a 7.5 5 631 Steam Refined........ 8.50 8.50 8.50 
ae te ce ote = 4 _ Oo Saar Rep Ee 3.25 3.25 3.25 
750 No. 5-6 00 9.00 Se 
1200 No. 5-6 9.50 9.50 .50 ; . sit 5 neri ; : ° 
2000 No. 5-6 1000 10°00 10.00 ‘ Pheseteny i ee we district refineries) (Viscosity at 210°) 
Note: South —— red oil prices shown above cover oils with green cast; 1 " _ — ates 9 00 9.00 9.00 
blue cast red oils are slightly lower in some cases. elaine ela 10.00 10.00 10/08 
Mid-Continent (Viscosity at 100° F.; F.o.b. Tulsa basis. Prices | 200.............-. seseee 11.00 11.00 11.00 
represent quotations and sales). Bright stocks, 160 vis. at 210 ,No. 8 color: 
0 to 10 Pour Point: 0to10 pour point.... tS..75 15.75 15.75 
Vis. Color 15 to 25 pour point.... 15.25 15.25 15.25 
ihe ria ha ie 5.25 5.25 5.25 _ 30 to 40 pour point... 14.75 14.75 14.75 
LIT? Ngee i eae aaa ian 5.75 5.75 5.75 E filtered Cyl. Stock...... 13.50 13.50 13.50 
oe ee 10.00 10.00 10.00 (Continued on page 106) 
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Unbranded Lubricants 


of Highest Quality 


If you are a tank car buyer of lubricants, Mid-Continent Petroleum Corporation is 
in an exceptional position to ‘meet your complete requirements. For 22 years this 
modern refinery—centrally located and the largest in the world operating exclusively 
on selected 100% paraffin base high gravity crudes—has been supplying many of the 
largest and most successful compounders and resellers, both in this country and abroad. 
An enviable reputation for quality of products and for excellence of service has been 
established and is being maintained. Let Mid-Continent quote you. 
















In addition to a full line of un- PARAFFI IN| 
branded lubricants,Mid-Continent 

manufactures the justly famous : 
Diamond branded line—headed by ‘@) | BS 
D-X Lubricating Motor Fuel and 

Diamond 760 Motor Oil. 


MID-CONTINENT PETROLEUM CORPORATION, Tulsa, Okla. 
COUPON 


Lubricating Dept., Mid-Continent Petroleum Corporation, P.O. Box 381, Tulsa, Okla 


DIAMOND We are interested in the products checked below. Please submit specifications and prices 





(_] High Viscosity Pale Neutrals Cylinder Stocks 
| Neutral Oils Blended Oils 
Bright Stocks _| Paraffin Oils 
] Long Residuums (| Black Oils 
Firm —_ 
By ae 
Address _ City Le ee 
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Refinery Tank Car Markets 
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a 9 April 22 April 15 April 8 
Cylinder Stocks (cont’d) Cream White. ..+...+0++. 3.875- 4.00 3.875- 4.00 3.875- 4.00 
a. ee rere .375— 2.50 2.375— 2.50 2.375— 2. 
Agent 22 onions —*? ME cectcechc areas 2125-2125 21128 2:25. 91198 3.38 
Western Penna. (A.S.T.M. tests; quotations and/or sales prices to PRO oe vies siesaiiess bear vom « 1.75 = 1.875 1.75 = 1.875 1.75 =" 12878 
car unloaders) W 
600 etm. rfd. filterable.... 7.50- 8.00 7.50-8.00 7.50 - 8.00 ax 
650 steam refined......... 10.00 -10.50 10.00 -10.50 10.00 -10.50 Western Penna. (Per pound, f.o.b. New York) 
ES errr rer 11.00 -11.50 11.00 -11.50 11.00 -11.50 122-124 wh. crude scale 
NR RGR: 16.00 -16.50 16.00 -16.50 16.00 -16.50 D> od nt cine akan , 20 ~ 2.15 2.10 - 2.15 2.10 - 2.15 
600 Warren E............ 12.00 -12.50 12.00 -12.50 12.00 -12.50 | 124128" wi “crude” scale, : . 
Bright stock, 150-160, vis. at 210°, 540-550 flash, No. 8 color: PO x cr enneninionns ete Teh | 2a ee 
10 pour test........... 18.50 -19.00 18.50 -19.00 18.50 -19.00 Oklahoma (Per pound in barrels; in a few instances, per pound in burlap 
i‘; seat tet. .......... 12.98 -18.00 17.50 -18.00 17.50 -18.00 bags; f.o.b. Oklahoma refineries) 
20 OOF CeNt.....sa0cs0< 16.50 —17.00 16.50 -17.00 16.50 -17.00 124-126 wh. crude scale, 
SL 15.50 -16.00 15.50 -16.00 15.50 -16.00 BRE SF okodosscakensc 2.820> 2.25 2.00 - 2.25 1.875- 2.25 
, pag kg a a ig ere - oa per pound, in bags. 
carload lots. Melting points A.S.T.M. method; a . to convert into A. m.p.) 
Petrolatums Pilly saben iain aaa 
122- CEE ETC ~ - - 
Western Penna. (Per pound, in barrels, carload lots, f.0.b. Penna tat ae. : ‘3 - ie 14 ié = 1°35 1:6 - 499 
refinery. In tank cars, 0.5c per pound less. Quotations are from majority of 127-129. Pas 4.80 - 4.90 rig 4.90 480 = 4.90 
petrolatum makers). Rs on 5 cia sngecwn 5.40- 5.50 $.40-5.50 5.40 - 5.50 
Snow White............. 5.875- 6.00  5.875-6.00  5$.875-6.00 | 132-134..... 2222220001 5.65-5.75 5:65-5:75 5.65 = 5.75 
Elly White... oo. cecccs. 4.875- 5.00 4.875- 5.00  4.875- 5.00 | 135-137..... 1 22iiiiitt! 6.40-6.50 6.40-6.50 6.40 - 6.50 
~Mi Tank Car Mark 
Mid-Western Tan ar Markets 
Following prices are in cents per gallon, except fuel oil in barrels, in tank car lots, representing majority of sales of products made 
from legally produced crude to jobbers on Group 3 freight basis, although shipments may originate in other refining districts, such 
as North, West and East Texas, Louisiana, Arkansas, Indiana, Illinois, Kentucky, etc. Prices do not include state or federal taxes. 
Gasoline April 22 April 15 April 8 
AS | ees 2.75 — 2.875 2.75 — 2.875 2.75 — 2.875 
U. S. Motor gasoline: April 22 April 15 April 8 : Straw. .... eee esas pe . aaa ee . 2's : ae ” +f  # 
62 octane and below (3rd 450 - 4.625 4.375- 4.50 4.25 - 4.375 | No. 4. (per bbL).2.2° 2.2.2 $0:875-80:90  $0:875-0:90  $0.875-$0.90 
63°70 ocnine (regular)... 5.25 a 5.375 ze 195. 5 25 5.00 ~ 5.125 No. 3; (per bbl.) C8 0666 re Se $0.675-$0.70 $0.675-$0. 70 $0 .675-$0.76 
71 octane and above.... ; ee ee es 
60-62, 400 e.p 450° 4.625 4.375-"4:50, 4:25°-"4.375 | ay eesap, 
$8.70" 350-500 Rihonsaesne 155 £875 tease 5F tes e manera NS bee $0.85 -$0.875 $0.85 -$0.875 $0.85 -$0.875 
, ihe _ 3» — pers Paexte Aivib-sie = S Se 50'S oes ae “33-625 
: o. 6, (per 2 eee . -$0.55 -50 -$0. 0.50 -$0. 
Kerosine U.G.I. gas oil............ 2.50 - 2.625 *2.50 2.375— 2.50 
PEMD WEES 6 since islere.cien 3.50 - 3.625 3.50 - - a ; i 
Ns a's 0:60:40 6 aa's:e 3:625=— 3.75 3.625— 3.75 -625- 
ae Naphtha and Solvent 
Fuel and Gas Oils Stoddard solvent......... 6.375 6.375 6.375 
D iA V. M. & P. naphtha...... 6.875 6.875 6.875 
lomestsc: . : Cleaners’ naphtha........ 6.875 6.875 6.875 
No. | prime white........ 3.125— 3.25 3.125- 3.25, = 3.00 = 3.25 | Mineral spirits........... 5.875 5.875 5.875 
POs WOON ob encincwsieeeas 3.00 — 3.125 3.00 - 3.12 3.00 Rubber solvent........... 6.875 6.875 6.875 
*Formerly Chicago Tank Car Markets. Lacquer diluent. ......... 7.875 7.875 7.875 








Heating Oil Active 


HE unseasonably cold weather pre- 
T vatting over most of the country 
the first part of last week caused de- 
mand for heating oils to increase. 


Price increases were recorded in 
some Mid-Continent districts for No. 1 
heating oil. The higher prices were 
largely a result of the fact that refin- 
ers had let their stocks become low, 
and when buyers rushed in with or- 
ders for immediate delivery, few re- 
finers had material to sell. 


Pennsylvania refiners continued to 
get a good play in fuel oil. Although 
offerings were expected to increase as 
soon as production of heating oil was 
stopped, demand from the steel mills 
so far has taken up all the increase 
without difficulty. 

NEW YORK, April 20.—Nothing 
extraordinary was reported in the heat- 
ing oil market and both prices and de. 
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mand for this commodity showed little 
change in the week ended April 20. 

Although weather conditions were 
springlike the latter part of the week 
over much of the New England and 
New York area, they were decidedly 
the opposite over the first half of the 
week and demand for heating oils was 
consistent enough to prevent any no- 
ticeable break in tank car or barge 
prices. 

With the present season so nearly 
over most traders were turning their 
attention to contracts for next winter’s 
business. Although considerable com- 
ment was heard that the bulk of next 
year’s contracts would be based on a 
netback over prices at the Gulf, noth- 
ing very definite had been decided on, 
companies generally reported. 

CHICAGO, April 20.—Heating oils 
again acted contrary to expectations 
in the Chicago market the week ended 
April 20. There were many of the 
trade who had expected this market to 


slump somewhat during that period. 
However, the lighter oils held remark- 
ably well, with a comparative shortage 
of the No. 1 oils still existing. 

U.G.I. gas oil continued to draw the 
spotlight of attention as this com- 
modity remained virtually unobtain- 
able, and where available was placed 
on a price parity with the No. 2 oils. 

Industrial demand for fuel oil was 
reported spotty. The market for 
heavy fuels has held unusually steady 
for the past several months. There 
were no indications of price shading. 
In some quarters advances on one or 
more grades were encountered. 


TULSA, April 20.—A price advance 
for heating oil during its peak season 
is not out of the ordinary. It is un- 
usual for heating oil to take a hike 
the middle of April, when ordinarily 
the opposite is expected. That is what 
No. 1 heating oil in several Mid-Con- 
tinent districts did the past week. 


(Continued on page 110) 
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Trend of Gasoline Prices and Gasoline Taxes, 
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Tank Wagon, Service Station Markets for Gasoline and Kerosine 
(Now Ready —Complete Compilation of these Prices, for 1934, in OIL PRICE HANDBOOK) 
Tax column includes 1c federal! tax, state gasoline tax; also city and county taxes as indicated in footnotes 
These prices in effect April 22, 1935, as posted by principal marketing companies at their headquarters offices, 


but subject to later corrections. 





Latest Changes in Tank Wagon Markets 


Motor Gasoline 


S. O. New Jersey — Essolene: Cor- 
rections, on dealer t.w. and 3.3. 
respectively in each case: cut 0.25c 
and 0.5c, Wheeling, to 9.75¢c and 18c, 
Apr. 9. Cut 1.35c and 2.6c, Spartan- 
burg, to 9.75c and 19c, Apr. 12. Cut 
0.25c and 0.5c, Roanoke, each on 
Apr. 13, 14, 16 and 17, to 9.5c and 
18c as of Apr. 17. Cut 0.95¢ and 1.7c, 
Salisbury, to 10.25¢c and 20c, Apr, 15. 
T.c., dealer t.w. and s.s. up 0.5¢, 
Richmond, to 7c, 9.5¢ and 19c, Apr. 
15. T.c. cut 0.5e, Parkersburg, to 
6.5¢c, Apr. 8, 


All s.s. prices above include taxes, 
but t.c. and t.w. do not. 


S. O. New York—Socony Mobilgas: 
Dealer t.w. and s.s. up 0.2¢c, Metro- 
politan New York City, Long 
Island and Westchester county, except 
Borough of Richmond unchanged, Apr. 
18. This brought dealer t.w. in 
Manhattan and Bronx to 8.25c, s.s. to 
16c; in Kings and Queens to 8c t.w. 
and 15.5ce s.s. 


Dealer t.w. and s.s. cut 0.3c, Bing- 
‘thamton, to 15c and 18.5c, Apr. 17. 


Corrections on Apr. 10 general ad- 
vance, over changes reported on page 
57 of Apr. 17 issue, on dealer t.w. and 
:s.s. respectively: both up 0.4c, Dan- 
bury, to 12.4c and 15.9c; up 0.1c, 
Hartford, to 12.1c and 15.6c; up 0.1c, 


Manchester, to 14.6c and 18.lc; up 
0.4c, Rutland, to 15.9e and 19.4ce. 
Burlington prices unchanged in Apr. 


10 advance, at l6c t.w. and 19.5c 
s.s. Jamestown and Plattsburg un- 
changed. 


Dealer t.w. and s.s. up 0.3c, James- 
town, to 14.3c and 17.8c, Apr. 12. 


S.s. up 1c, metropolitan New York 
City, except Staten Island unchanged, 
and up le, in Long Island, and 0.5c 
in Westchester county, Apr. 24. This 
advance is not reflected in prices in the 
table of this issue. 


Atlantic Refining 
Plus: Corrections, on t.w. and s.s. 
respectively, effective Apr. 11: Up 
0.1le, Worcester, to 13.le and 14.6c; 
up 0.1¢c, Hartford, to 12.1le and 15.6c¢; 
up 0.3e, Providence, to 11.8¢c and 
3.3c, Cut 0.2c, Annapolis, to 14.3c 
and 17.8c, Apr. 8. 


White Flash 


Ss. O. Ohio — Sohio X-70 and Re- 
nown: T.w. up 1.5¢, s.s. up le thru 
Allen, Auglaize, Mercer, Paulding and 
Van Wert counties, to statewide prices 
of 16.25¢ and 18.25e¢ respectively for 
former grade, and to 15.75¢e and 
16.75c for latter, Apr. 20. 


T.w. up 0.5c¢, s.s. up le, thru Har- 
din, Logan, Putnam and_e Shelby 
counties, to statewide prices for both 
grades, Apr. 20. 


S. O. Kentucky—Kyso: Correction: 


T.w. cut 0.5¢c, s.s. cut 1c, Montgomery, 
to 20ce and 21c, Apr. 5. 


S. O. Indiana—Red Crown and 
Stanolind: T.w. and s.s. up 0.1e, at 


number of points, due to freight rate 
increase, Apr. 18. Points carried in 
this table that are affected include: 
Detroit, Decatur, Davenpoint, Duluth, 
Green Bay, Grand Rapids, Indian- 
apolis, Kansas City, Milwaukee, Ma- 
son City, Peoria, St. Louis and St. Jo- 
seph. 


Magnolia Petroleum — Mobilgas: 
Correction: T.w. cut 0.5¢c, Ft. Smith, 
to 14c, Apr. 15. 


T.w. and s.s. up 0.5¢c, Roswell and 
Santa Fe, to 19c and 21c respectively 
at former point, and 20.5¢ and 22.5c 
at latter, Apr. 18. 


T.w. and s.s. up le, Dallas and Ft. 
Worth, both points to 15¢c and 17¢c 
respectively, Apr. 22. 


Metro: T.w. and s.s. up le, Dallas 
and Ft. Worth, to lle and l3c re- 
spectively at both points, Apr. 19; up 
le, both points, to 12e and 14c, Apr. 


22. 


T.w. and s.s. up 0.5¢e, Roswell and 
Santa Fe, to 17ec and 19c at former, 


and 18.5¢e and 20.5e at latter point, 
Apr. 18. 
Correction: S.s. cut 0.5¢e, Ft. Smith, 


to l6c, Apr. 15. 


S. O. Nebraska 
s.s. cut 0.8¢, 
Apr. 17. 


Reliance: T.w. and 
Omaha, both to 14.9c, 


Above prices include these inspection fees on both gasoline and kerosine, per gallon, figured on basis of 50 gallons per barrel: 


Alabama, 1/40c on ne 1/2¢ on kerosine; Arkansas, 1/5c per gal. in a single barrel, 1 /20c per 5 
1 /10c per gal. in lots of 2 to 10 bbls., 1/5¢ for 10 to 50 bbls., 2/25¢ for over 5 , 
‘inspection department expenses); Louisiana, 1 /32c; Minnesota, | /25c; Missouri, 3/100c; Nebraska, 3/100c; Nevada, gasoline, 1/20c; N 


per gal. in a single barrel; 


bbis.; Kansas, 1/50c, ( 


in bulk; Florida, 1/8c; Illinois, 3/100c; Indiana, 1 /2c 
3/50c can be charged to meet 
fAc; North 


North Carolina, 


Dakota, 1/20c; Oklahoma, 2/25c per gal. in lots of more than 50 bbls., 1/Sc in lots less than 50 bbls.; South Carolina, 1/8c; South Dakota, 1/10c; Tennessee, 


2/Sce; and Wisconsin, 1/25c. 


Kerosine inspection fee only: Iowa, 2/25c; Michigan, 4/5c per gal. for first 2 bbls.; 3/5Sc for next 3; 2/5c for next 5 3/10c for next 15, and 1/Sc per gal, 


in lots over 25 bbls. 


-April 24, 1935 


(Continued on next page) 


107 








Tank Wagon, Service Station Markets for Gasoline and Kerosine 


(Now Ready —Complete Compilation of these Prices, for 1934, in OIL PRICE HANDBOOK) 
Tax column includes Ic federal tax, state gasoline tax; also city and county taxes as indicated in footnotes 


These prices in effect Apri] 22, 1935, as posted by principal marketing companies at their headquarters offices, 


but subject to later corrections. 





Standard Red Crown and Reliance 
t.w. and s.s. up 0.1c, thru Nebraska, to 
cover 1c cwt. freight advance, Apr. 20. 


S. O. Louisiana—Essolene: in Apr. 
8 price adjustment, thru territory, 
first reported on page 58 of Apr. 10 
issue, prices were revised so that 8.8. 
prices would be 6c over tank car. At 
points published in this table, revi- 
sions were: cuts of from 0.lc to 0.6c, 
and advances ranging from (.2¢ to 
0.5¢c, in t.c. prices; advances in 
dealer t.w. prices ranging from 0.9c to 
2c, and advances in s.s. prices ranging 
from 0.9c to 3c. 


Continental Oil — Conoco Bronze: 
T.w. and s.s. up 0.5c, thru New Mex- 
ico and Wyoming, Apr. 16. 


Demand: T.w. and s.s. up 0.5c, 
thru New Mexico, Apr. 16. 


Imperial Oil, Ltd., Canada——Cor- 
rection: T.w. and s.s. up 1c, thru Al- 
berta and Saskatchewan, to cover road 
tax increase to 7c in both ‘provinces, 
Apr. 1. 


Aviation Gasoline 


Continental Oil—Up 0.5c, thru New 
Mexico and Wyoming, Apr. 16. 


Kerosine 


Ss. O. New York—Corrections: Cut 
0.5¢e, Burlington and Rutland, both 
to 9c t.w., Mar. 22. Cut 0.5c, Prov- 
idence, to 7c t.w., Mar. 28. 


Atlantic Refining—cCorrections: Cut 
le thru New Jersey, Apr. 10. Cut 
0.5¢c, Hartford, to 7.5¢ t.w., Apr. 15. 
Up 0.5c, New Haven, to 8.5c¢ t.w., 
Apr. 11. 


Ss. O. Ohio—Up 0.5c, thru Ohio, to 
12.5¢ t.w. statewide, including lc tax, 
Apr. 28. Counties of Hardin, Portage, 
Summit and Wyandot included in ad- 
vance, to new price of 11.5c t.w. This 
advance is not reflected in the prices 
in this issue, since prices in the table 
are as of Monday, Apr. 22. 

Ss. O. Kentucky——Correction: Cut 
cc, Augusta, to 13c t.w., Apr. 13. 

. O. Indiana—Up 0.1c, at number 
of points, due to freight increase, 
Apr. 18. For points affected, see un- 
der Motor Gasoline. 

8. O. Nebraska—Up 0.1c, thru 
Nebraska, to cover ic cwt. freight ad- 
vance, Apr. 20. 

8. O. Louisiana — Correction: Cut 
le, Little Rock, to 10c t.w., Apr. 6. 


Fuel Oil 
S. O. Indiana—Stanolex Fuel No. 1 
up 0.1¢c, to cover freight increase, Apr. 
18, at these points: Indianapolis, De. 
troit, Minneapolis, St. Louis and Kan- 
sas City. 


1@8& 


S.0. NEW JERSEY TERRITORY 


Posted Essolene Kero- 
Tank Dealer Tax- Posted sine 
ar ; 





C T.W es SS. T.W. 

Atlantic City, N. J.... 6.9 8.9 4 16.4 9 

Newark, No.0... 6.5 9 4 36:5 7.5 
Annapolis, Md....... 6.3 83 5 17.8 10 

Baltimore, Md....... 6.3 8.8 § 17.3 8.5 
Cumberland, Md..... 7.8 310.3 5 F608 Ta7 
Washington, D. C..... 6.5 9 I 5 vis 
Danville, Va......... 7.8 10:3 6 9.8 2.9 
NOMOIK, Vaiss. .<.0s0< 6.3 8:8 6 ‘6:3 41.3 
Petersburg, Va....... 7 9.5 6 19 11.4 
Richmond, Va........ 7 9.5 6 19 7 
Roanoke, Va......... 8 9.5 6 18 | Be 
Charleston, W. Va.... 6.8 9.3 5 17.8 12.6 
Parkersburg, W. Va... 6.5 9 5 7.5 TE 
Wheeling, W. Va..... 7.5 9.75 5 18 12:2 
Chariotte, N. C:.5.... $8.6 32.1 7 21:6. 33:5 
Hickory, “" Ci 89 Ha 7 2159 Bo 
Mt. Airy, N. C $9 ii4 7 21.9 8s 
Raleigh, N. C.. 8.4 20:9. 7 21.4. 43.3 
Salisbury, N. “el Sere eae 8.7 10.25 7 20 13.6 
Charleston, ae 6.4 8.9 7 19.4 11.3 
Columbia, S. C. os. Sa C7 4 22 Be 
Spartanburg, roe S36 S757 19 re. 


Price basis to undivided dealers: Dealer t.w. 
price, less 0.5c per gal. 

_Price basis to commercial consumers: Be- 
ginning Feb. 11, 1935, all new commercial consumers 
will be signed on following differentials over tank car 
price, on yearly purchases: up to 35,999 gals., 2.5¢ 
over t.c.; 36,000 to 119,999 gals., 2c; 120,000 to 
239,999 gals., 1.5c; 240, 000 to 479, 999 gals., lc; 
and over 480,000 gals., 0.5c. 

Above prices apply only when deliveries are made 
in lots of 50 or 100 gals. at one time, depending on 
code region in which deliveries are effected. 

If deliveries are made in less than these minimum 
quantities, 8.8. price at time and place of delivery 
— 

on-contract customers will be billed at 2.5¢ over 
tank car price at time and place of delivery. 

Kerosine Discount: Ic off t.w. price for 25 gals. 
or more, under contract thru territory (Baltimore 
City contract not necessary) except no discount 
in state of New Jersey. 


SOCON Y-VACUUM OIL CO., Inc. 


(S. O. New York Division) 
Socony Mobilga4 


Total 
Posted Posted 
Dealer Deajer Kero- 


I 
T.W. Taxes T-W. T.S. sine 


Metropolitan N. Y. Cit 
Borough of Rikenat (Staten Oe 


ee eee 14.05*17.8 8 
Boroughs of PEER "and Cs OORT e 
PRI e Petre 8.25 *§ 13.25 *16 7.75 
Kings and me mae, SS 43 55-5 7.75 
Albany, N. Y.. 5 14 —F 8 
Binghampton, N. Ve. 40 5 15 S.5, 9.25 
Buffalo, N. i eer: eee 14.7 18.2 8 
Jamestown, N. caheeee of 14.3 17.8 8 
Plattsburg, N. Y. Exons 10 5 15 18.5 9.5 
Rochester, N. Y....... 9.7 5 “4.7 18.2 §.5 
Syracuse, N. Y¥........ 3:3 5 14.5 18 8.75 
Danbury, Conn....... 9.4 3 12.4 15.9 8.25 
Hartford, Conn oi 3 2a 63566. 8 
New Haven, Conn.... 9 3 1Z i5.5 6 
Bangor, Me 9.9 § 4.9 F855 35 
Portland, Me......... 9.5 5 14.5 18 8.75 
Boston, Mass........ 7.3 & 1.3 15.3 7.5 
Concord, N. H........10 5 15 18.5 9.25 
Lancaster, M. 14.......38.28 $ 16.25 20 9.75 
Manchester, N. H 7.6.5 14.6 18.1 9 
Providence, R. I. 7.99 3 10.55 12.8 7 
Burlington, Vt 11 5 16 19.5 9 
Rutland, Vt see 10.9 § 15.9 19.4 9 


ae 2% city sales tax computed at time of each 
sale. 
Discounts to dealers: off normal s.s. price. 4c 
to undivided dealers, and 3.5c to “split” dealers. 
To commercial consumers: Effective Feb. 4, 
1935, covering yearly purchases, billed at sted 
tank car price, plus these differentials: 2.5¢ for 
delivery of 1,200 to 36,000 gals.; plus 2c, for 36.000 
to 120,000 gals.; plus 1.5¢ for 120,000 to 240,000 
i ‘eb’ do0 lc for 240,000 to 480,000 gals.; plus 0.5¢ 
0 gals. and over. Those buying less than 
1200 gals. yearly, get retail 8.8. price. 


ATLANTIC REFINING 


Atlantic White Flash Plus Gasoline 


Kero- 

Total sine 

T.W. Taxes T. Ww. S.S. T.W. 
Philadelphia, Pa...... 10 4 14 16 9 
Pittsburgh, Pa....... 11 4 15 17 10 
Allentown, Pa........ 10.5 4 314.5 16.5 10 
Sf ees mae 11 4 15 1 9 


ATLANTIC REFINING (Cont’d) 


Atlantic White Flash Plus Gasoline 


Kero- 
Total sine 
T.W. Taxes T.W. S.S. T.W. 
Scranton PS... ois 11 * 35 17 10 
Bltoonas Pass cc cc cess 11 4 17 10 
Ee 19.5 4 14.5 16.5 10 
Wilmington, Del...... 0:5 £ 45 16.5 9 
Boston, Mass........ 8.8 4 ia.8 14.3 | 
Springfield, Mass..... 9 4 13 14 8 
Worcester, Mass...... 9. 4 st 6 8.5 
Fall River, Mass...... 9 e 16.5 8 
Providence, R. I...... a8 3 Bee - 83-3 4 
Hartford, Conn....... or 3 a ee oe \ 
New Haven, Conn.... 9 3 12 5.5 8.5 
Atlantic City, N. J.... 9.4 4 13.4 16.4 9 
Camden, Ni Joi. 0s S939 4 25 5 85 
Trenton, Nujw.cccc0. FS HS £3 BO FF 
Annapolis, Rae a3 5 M3. 78 9:5 
Baltimore, Md....... SS 5 f8 Ts 8:5 
Hagerstown, Md...... 9.8 5 14.8 18.3 10 
Richmond, Va........ 10:5. G 36:5 38:5 Th.7 
Wilmington, N.C...24005 © 2755 TS 714 
Brunswick, Ga....... 12 ; 21 = ¥14 
Jacksonville, Fla...... 10.5 8 18.5 20.5 11.5 


Dealer discounts: on Atlantic White Flash Plus 
gasoline, thru territory, divided dealers, price equal 
to 3.5c off posted s.s. price; undivided dealers, price 
equal to 4c off posted s.s. price; authorized dealers 
contracts previous to Aug. 19, 1933, price equal to 
3c less than posted s.s. price, plus Ic rental. 

Discounts to commercial consumers: Con- 
sumer t.w. accounts billed at full t.w. price, with 
these discounts, effective Dec. 4, 1934, on yearly 
purchases: 1800 to 36,000 gals., 1.5c; 36,000 to 
120,000 gals., 2c; 120,000 to 240,000 gals., 3c; 240,000 
to 480,000 gals., 3.25c; 480,000 gals. and over, 3.5c. 
Those buying less than 100 gals. get retail s.s. price. 

*Georgia kerosine has lc state tax, not included 
in above prices. 


S. O. OHIO 
Sohio X-70 Gasoline 
Ohio statewide...... 11.25 5 16.25 18.25 #12 
Renown (Third Grade Gasoline) 
Ohio statewide...... Mate Ss) «Eee 8ESTS kc 


Counties off statewide gasoline schedule: 
Butler, Champaign, Clark, Darke, Greene, Ha- 
milton, Miami, Montgomery and Preble....... 
Sey led eeman ees 17-25 8 16.25 18.25 .... 
Statewide Prices to eatin & Agents 


(On sliding scale basis, reflecting tank car price of 
8c per gal. for 65-70 octane). 
**A uthor- 
tUndivided Divided ized 
Including taxes Accounts Accounts Agents 
Sohio X-70....... 14.75 15.25 ¥525 
Renown a 

(3rd grade)..... 14.25 14.75 14.75 

Note: On single deliveries of motor gasolines under 
25 gallons, to t.w. consumers, s.s. price applies. 

Sales tax: Ohio’s 3% sales tax, effective Jan. 27, 
1935, is added “‘where assessable, to regular posted 
prices”, S. O. Ohio says. 

*Kerosine prices include lc state tax. Kerosine 
t.w. price in Hardin, Portage, Summit and Wyandot 
counties is Ilc. 

t+Excluding authorized agents. 

**Excluding 0.5c rental. 

Discounts to contract tank wagon consumers 
only: on all motor gasolines, effective Dec. 1, 1934, 
off t.w. price, on deliveries per month: 1,000 to 9,999 
gals., 1.5c per gal. 10,000 gals. and over, 2.5¢. 
Under 1,000 gals., full t.w. price. Single deliveries 
of less than 25 gals., full s.s. price. 

Discounts on kerosine: to dealers and com- 
mercial consumers, 3c per gal. off t.w. price, any 
quantity. 


S. O. KENTUCKY 


Crown Gasoline 


Lexington, Ky.. ..06+ 13 6 19 21 7.5 
Louisville, Ky........ 12 6 18 20 10 , 
Padeceh, By... .0605% 12 6 18 20 8 
Covington, Ky....... nM.5 6 TiS 2:5 
Jackson, Mies........ 12 7 19 210 #11 
Vicksburg, Miss...... 12 7 19 21 *14.5 
Birmingham, Ala..... is % @ a5 10 
Mobile, Ala........+.. | i, 22 11 
Montgomery, Ala..... So @ a. . S35.5 
Rasta, GIR. 6 cece 13 7 20 y Me 
pe 11 7 18 20 = *12 
Augusta, eee 2. 7 5. 2. See 
Savannah, Ga........ 11.5 7 18.5 20.5 Si4 
acksonville, | ee 10.5 8 .5 20:5. 44.5 
SS eee 10.5 8 18:5 2.5 13.5 
TOMDRS Flas discc eae 10.5 8 18.5 20.5 12.5 
Pensacola, Fla........ ie @ 22 | 5 
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Tank Wagon, Service Station Markets for Gasoline and Kerosine 
(Now Ready —Complete Compilation of these Prices, for 1934, in OIL PRICE HANDBOOR) 
Tax column includes Ic federal tax, state gasoline tax; also city and county taxes as indicated in footnotes 
These prices in effect April 22, 1935, as posted by principal marketing companies at their headquarters offices, 


but subject to later corrections. 





S. O. KENTUCKY (Cont’d) 


Kyso (Third Grade) 


Kero- 
Total sine 
T.W. Taxes T.W. S.S. T.W. 
Lexington, Ky........ 12 6 18 19.5 
Louisville, Ky........ ll G@ 18.5 
Paaguen. TGs i606 6s 10 6 16 17 
Covington, Ky....... 10:5 6 16.5 147.5 
Jackson, Miss........ ll 7 19.5 
Vicksburg, Miss...... 10.5 7 17.5 19 
Birmingham, Ala..... 7.5% 2.5 @ 
Mobile, Als. . ...c0scc 10.5 *8 18.5 20 
Montgomery, Ala..... 11 * «620 21 
Atlante, Gas oc ciiccss 2s. 2 1o.9 ke 
Augusta, Ga. ........ 6.5 7 7:5 
ae ree 12.5 7 8.5 
Pensacola, Fla........ 9.5 *9 18.5 20 


Dealer Discount: off posted s.s. price, on Crown 
and go ne re to “undivided” dealers 
4c; on Kyso, ‘divided” dealers: Crown and 
Ethyl, 3.5, a fins 2.5c, all effective on or 
about Jan. i, 1934. 

unts to tank wagon consumers: all 
single deliveries of 25 gals. or less, get posted s.s. 
rice; all single deliveries of 25 e or more, to be 
illed at posted t.w. price, plus o— discounts, 
off posted t.w. price: Ethyl and Crown gasoline, 
25 to 2,999 gals. monthly, 1.5c; Kyso, Ic; 3,000 to 
24,999 gals., Ethyl an "Crown, 2c; Kyso, 1.5¢; 

gals. or more, Ethyl and Crown, 3c; and 
Kyso, 2.5c. 

*Taxes: in the tax column is included these 
city and county gasoline taxes at the following points: 
Birmingham, Ic city; Mobile, lc city; Montgomery, 
lc city and Ic county; Pensacola, Ic city. Georgia 
and Mississippi kerosine prices include lc state tax 
Montgomery kerosine. price includes 4c city tax 


S. O. INDIANA 


Standard Red Crown Gasoline 


ee 10.9 4 14.9 16.9 9 

Decatur, Hi. s.6 o6d 00 10.9 4 14.9 16.9 9.5 
pS | ee 10.9 -4 6.9 16.9 $.5 
oS eee 10.9 4 14.9 14.9 9.5 
Gainey, Wh... scisecce 1.7 4&4 Wet te.2 ...959 
Indianapolis, Ind. ....11.8 *5 16.8 18.8 $14.2 
Evansville, Ind....... 11.6 *5 16.6 18.1 f14 

South Bend, Ind...... 12.6% 7.0 9.0 gia 

Detroit, Mich........ 12.4 4 16.4 18.4 9,1 
Grand Rapids, Mich. .12.3 4 16:3 38.3 16.3 
Saginaw, Mich.......12.5 4 16.5 18.5 10.5 
Green Bay, Wisc..... 11.6 5 16.6 18.6 10.2 
Milwaukee, Wisc..... | Se 16.2 18.2 9.8 
La Crosse, Wisc...... EF 3 6.3 1.5: So 
Minneapolis, Minn....11.3 4 15.3 17.3 9.9 
Duluth, Minn........11.7 4 Me. kent Seca 
Mankato, Minn......11.3 4 S.3 ine 
Des Moines, Iowa.....10.7 4 14.7 16.7 9.3 
Sioux City, Iowa..... 10.9 4 4.3 %.9 3.5 
Davenport, lowa..... 10.9 4 144.9 36.9 99.5 
Mason City, lowa....11.1 4 15.2. 37.3 9.2 
St. Louis, Mo ccewax 10.6 T4 14.6 16.6 7.6 
Kansas City, Mo 10.3 +4 14.3 16.3 7.6 
St. Joseph, ae 0.3 74 3 16.2 8.9 
Fargo, No. Dak. .32.3 © 16.3 38.3 16.9 
Minot, No. Dak...... Bos 4 2.5 Tes fe 
Huron, ee 11.8 *5 16.8 18.8 10.4 
Wichita, Kans........ 9.8 4 33.8 15.8 6 


Note: Kerosine s.s. 


prices are generally 3c above 
normal t.w. price. 


Stanolind Gasoline (Third Grade) 
Decatur; To. : ices: 9.9 4 M.2 ES53 
go | 9.9 4 13.9 52.9 
Evansville, Ind....... 10.6 *5 15.6 17.4 
Indianapolis, Ind. ....10.8 ¥*5 15. 17.6 
Des Moines, lowa..... 8.0 4 2.0 15.7 
Detroit, Mich........10.2 4 14.2 16.2 
Grand Rapids, Mich..10.6 4 14.6 16.6 
Saginaw, Michigan....11.8 4 15.8 16.8 
Duluth, Minn........ 10.7 4 14.7 16.5 
ce 2 : arr 10.8 *5 15.8 17.6 
Wichite, Eanes ....64% 745-4. 32 Bee 

tSt. Louis, Kansas City and St. Joseph prices 


include lc city tax. fincludes 4c state tax. 


*South Dakota gasoline and kerosine prices include 
O.le for sales tax. Indiana t.w. and s.s. gasoline 
prices include 0.2c for chain store tax. 


Discounts: Effective Dec. 1, et thru territory 
except Michigan, effective Apr. 1935, maximum 
discounts to controlled and BeBe dealers 
and undivided gasoline accounts, off s.s. price at 
normal points, Ethyl and Red Crown gasoline, 3.5¢; 
Stanolind 2.5c; at points where prces are more than 
lc subnormal, 0.5c less. Divided gasoline accounts 
get 0.5c less per gallon. In case of lease and agency 
and AAA accounts, the above discounts inde e the 
0.5c¢ per gal. rental allowance. 


Discounts to commercial consumers: ef- 
fective Jan. 1, 5, thru territory, including 
Chicago, except Michigan effective Feb. 1, on pur- 


April 24, 1935 


chases per month, discount off t.w. price; all gasolines, 
25 to 1,000 gals., at t.w. price; 1,000 gals. or more, 
1.5¢ off t.w. on Ethyl and Red Crown, and 0.5c on 
Stanolind. Purchases of less_than 25 gals. get regular 
6.8. price. 


S. O. NEBRASKA 


Standard Red Crown Gasoline 
a 


tal 
T.W. Taree TW. S.S. tw 


Omaha, Neb 3.3 6 17.3 19.3 10.1 
McCook, Neb EZ 6 18 20 10.8 
Norfolk, Neb “so: ae 17.7 19.7 10.5 
North Platte, Neb.. [2.3- ¢ 18.1 20.1 10.1 
Scottsbluff, Neb.. 12.8 6 18.8 20.4 11.6 
Reliance Gasoline (Third Grade) 
Omaha, Neb......... 9 6 15 15 
McCook, Neb 11 6 17 18.5 
Norfolk, Neb 0:7 6 16.7 18.7 
North Platte, Neb....11.1 6 7.35 ¥9.1 
Scottsbluff, Neb...... 10.4 6 16.4 16.4 
Discount to dealers: where service station 
gasoline prices are normal, resellers’ allowance off 


service station prices are (Maximum over-all, 
including rent) as follows: Reliance, 244c; Standard 
Red Crown, and Red Crown Ethyl, 3}4c. Where 
service station gasoline prices are below normal, re- 
sellers’ allowances are reduced one-half of the 
amount below normal, down to the following 
(Minimum over-all eg | rent): Reliance, 2c 
Standard Red Crown and Red Crown Ethyl 3c. 
Discounts to pe me a for tank wagon 
deliveries covered oy by Standard Commercial 
Consumer Contract, effective January 1, 1935. 


S. O. LOUISIANA 


Essolene 
Posted Kero- 
Tank Dealer Tax- Posted sine 
Car T.W. es T.W. 
Little Rock, Ark eh Le, 1.8 40 10 
Alexandria, La ; 6.5 9 *x 20.5 *10 
Baton Rouge, La 7 > oF 20 *12 
New Orleans, La...... 7 r.5 *8 21 *13 
L ake Charles, La ey ».5 *8 21 *12 
Shreveport, La ¢ 8.5 *7 19 *12 
Lafayette, La 7 9.5 *8 21 *12 
Bristol, Tenn : 8.3 10.8 8 22.3 14 
Chattanooga, Tenn 8.5 ll 8 yy eo 
Knoxville, Tenn... os 11.5 8 23 13.5 
Memphis, Tenn...... 7 9.5 8 21 10.5 
Nashville, Tenn...... 8 10.5 8 22 13 
*Baton Rouge and Shreveport gasoline tax in- 


cludes 5c state tax, lc federal tax, and Ic parish tax; 
Alexandria, Lake Charles, Lafayette and New 
Orleans, 2c parish tax. Louisiana kerosine prices 
include lc state tax; New Orleans kerosine includes 
also le parish tax. 

Price basis to dealers: Undivided dealers get 
dealer price, less 0.5c. 

ice basis to commercial consumers: Ef- 

fective Feb. 11, 1935, commercial consumers not 
under contract will be billed at 2.5c per gal. above 
posted bulk plant tank car price at time and place 
of delivery in lots of} ) gals. or more at one time. 
Contract customers will be billed at following dif- 
ferentials over tank car price, on yearly purchases: 
up to 35,999 gals., 2.5c over tank car price; 36,000 
to 119,999 gals., 2c over; 120,000 to 239,999 gals. 
1.5¢; 240,000 to 479,999 gals., Ic; 480,000 gals. 
and over, 0.5c. 

On single deliveries to all classes of commercia 
consumers, of less than 50 gals., 8.8. price at time 
and place of delivery applies. 


MAGNOLIA PETROLEUM 


Mobilgas Kero- 
Total sine 
T.W. Taxes T.W. S.S. T.W 


Muskogee, Okla...... ll 5 16 18 6 
Oklahoma City....... 11 5 16 18 8 
4 | ll 5 16 18 8 
Fort Smith, Ark ae an t5 14 17.5 8 
Little Rock, Ark...... 9 7.5 16.5 20 9 
Texarkana, Ark...... oe 15 17 7 
SG es | 5 15 17 8 
Ft. Worth, Tex ee 5 15 17 8 
Houston, Tex........10 5 15 17 8 
San Antonio, Tex..... 11 5 16 18 8 
ee, Cee i 5 16 18 10 
Santa Fe, N. M 3.5007 . 20.5 22.5 3 
Roswell, N. M 12.5tt6.5 19 21 10 
Metro Gasoline (Third Grade) 

Muskogee, Okla...... 8 5 13 15 
Oklahoma City....... 8 5 13 15 
> ae 8 . 15 

Fort Smith, Ark...... re a 13.5 16 

Little Rock, Ark...... 8.5 7.5 16 18.5 
Texarkana, Ark...... 8 5 13 15 


MAGNOLIA PETROLEUM (Cont’d) 
Metro Gasoline (Third Grade) 


ero- 
Total sine 
T.W. Taxes T. Ww. S.S. T.W 
RN SOR cw cccneda 7 5 12 14 
Ft. Worth, Tex....... 7 5 12 14 
Houston, Tex........ 8 5 13 15 
San Antonio, Tex..... 9 5 14 16 sana 
10 eee 9 5 14 16 eae 
Santa Fe, N. M 11. 5**7 18.5 20.5 . 
Roswell, N. M 10.5¢f6.5 17 1Y — 
*In Texarkana, 4c Texas tax applies; outside 


Texarkana, 6.5c Arkansas tax applies. 

tin Fort Smith, 4c Okiahoma tax applies outside 
Fort Smith, 6.5c Arkansas tax applies. 

**Includes lc city tax. 

ttlncludes 0.5¢ city tax. 

Note: Price basis to dealers off s.s. price 
in t.w., bull or bbl. deliveries, on Mobilgas and 
Ethyl, eo 4 to 100% dealers, 4c; to divided 
dealers, 3.5c. On Metro gasoline in Texas, Oklahoma 
and New Mexico: to 100% dealers, 3c; to divided 
dealers, 2.5c. On Metro, in Arkansas and Louisiana: 
to 100% dealers, 3.5c; to divided dealers, 3c 

Price basis to consumers: All grades of gasoline 
invoiced at consumer’s t.w. price, which normally is 
2c less than s.s. price, less following contract quantity 
discounts at end of month, on monthly purchases: 
thru Texas, Oklahoma and New Mexico: 3,001 to 
10,000 gals., Mobilgas and Ethyl, lc, Metro, 0.5c; 
10,001 gals. and over, Mobilgas and Ethyl, 2c, 
Metro, Ic; 25 to 3,000 gals., no discount. Thru 
Arkansas and Louisiana, on Mobilgas and Ethyl, 
following basis will apply, on an estimated monthly 
consumption, differentials figured over posted tank 
car delivered price: 50 to 3,000 gals., 2.5¢ over; 
3,001 to 10,000 gals., 2c; 10,001 to, 20,000 gals., 
1.5c; 20,001 to 40,000 gals., Ic; 40,001 gals. or more, 
0.5c per gal. over. Deliveries are 25 als. or more in 
Texas, Oklahoma, and N. Mex., and § gals. or more 
in Ark. and La 


CONTINENTAL OIL 


Conoco Bronze Gasoline 


Denver, Colo......... 13 5 18 20 13 
Poodle, Cole....<ccce 12 5 17 19 13 
Grand Junc., Colo....15.5 5 20.5 22.5 15 
CONROE Wee ieiscascakeee 9 18.5 20.5 11.5 
Cheyenne, Wyo.. aes 18.5 20.5 13 
Billings, Mont........ 16 6 22 24 16.5 
Butte, Mont......... 15 6 21 23 17.5 
Great Falls, Mont....13.5 6 19.5 21.5 17.5 
Helena, Mont........ 7 6 23 25 17.5 
Salt Lake City, Utah. .16 . oo 23 16 
ES sc cceecean -5 6 22.5 24.5 18 
Twin Falls, Ida....... 16.5 6 22.5 24.5 18 
Albuquerque, N. M...13.5 6.5 20 22 13 
Demand (Third Grade) 
Deavwer, Goleccc cesses ll 5 16 18 
Cheyenne, Wyo...... 11.5 § 16.5 18.5 
Helena, Mont........ 5 6 21 23 
Salt Lake City, Utah. .14 5 19 21 
pS rere 14.5 6 20.5 22.5 


Albuquerque, N. M...11.5 76.5 18 20 
tincludes city tax ‘of 0.5c. 

Discounts: effective March 1, 1934, on gasolines, 
thru territory, off 8.8. price: to “undivided” dealers: 
Ethyl and Conoco Bronze, 4c; Demand, 3c; to 
“divided” dealers: Ethyl and Conoco Bronze, 3.Sc 
Demand, 2.5c. 


S. O. CALIFORNIA 


Standard_Gasoline 





San Francisco, Cal.. a) ; 4 6.5 38.5 $5.5 
Los Angeles, Cal...... “ S 5 35.5 eS 
i” 3° 4 17 19 12 
Phoenix, Ariz........ 14 6 20 22 = fl8 
| a. 14 5 19 21 13 
Portland, Ore........ 13 6 19 21 13.5 
Seattle, Wash........ 13 6 19 21 13.5 
Spokane, Wash....... 16 6 22 24 16.5 
Tacoma, Wash....... 13 6 19 21 13.5 
Flight Gasoline (Third Grade) 

Sam Francisco, Cal....10.5 4 14.5 16.5 
Los Angeles, Cal...... 7.2 °° TR Ee 
i So eee 1 4 15 17 
Bi iia iices.cace 2 5 17 19 
Phoenix, Ariz 12 6 18 20 
Portland, i 6 17 19 aaa 
Seattle, Wash........11 6 17 19 veka 
Spokane, Wash.......14 6 20 22 wane 
Tacoma, Wash....... ll 6 17 19 ea 

tincludes Sc state tax. 

Discounts: on gasoline: on Stanavo Aviation, 


Standard ar and Standard gasolines, to 100% 
dealers, 2c below t.w. price; on Flight, lc per ‘gal. 
below t.w. To “split” 
le below t.w. 

On kerosine: tank car delivery, 3.5c off t.w. price 
to all classes of trade; transport truck and traile 
deliveries, 3.5c below t.w. to resellers ; plant deliverie 
to jobbers, 3c below t.w. 


dealers, all brands gasoiine 
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Latest Changes in Tank Wagon Markets 


Continued from preceding page 





CANADA 


Prices of Imperial Oil Ltd. 


Per Imperial Gallon, which is 1.2 U. S. Gallons 
Imperial Three Star Gasoline 
Hamilton, Ont....... 16 6 22 25 17.5 
Tossnte, Dat... sss 16 6 22 25 17.5 
Brandon, Man....... 23.3 7 30.3 33.3 23.8 
Winnipeg, Man.......21.7 7 28.7 31.7 20.2 
Rema, Sask... ....... 7 30 33 y 
Saskatoon, Sask...... 29.8 7 2.8 35.8 24.3 
Edmonton, Alta......25.2 7 o2:8 39.8 Boe 
Calgary, Alta........ cS ee 29:5. 32.0 28 
ancouver, B. C...... 7; ae 30 24 
Montreal, Que........ 1 6 24 27 17 
Ses f Sa 8 26 30 19.5 
Halifax, Bes iniaeaniow 8 26 30 19.5 





Discount to dealers and A.R.D. Accounts: 

On gasoline, effective May 14, 1934: in Maritime 
Provinces, all dealers get 4c off s.s. price; in all other 
provinces, open dealers get 3c off 8.8. price and Ic 
additional to 100% accounts. 





Aviation Gasoline Prices 





Following are tank car and/or tank 
wagon prices of aviation gasoline in princi- 
pal marketing territories (Stanavo aviation 
in all territories except Continental Oil and 
Magnolia Pet. Co.) Tax column includes Ic 
federal tax, and state tax; also municipal 
taxes as indicated in footnotes. 


Prices in Effect April 22, 1935 


S. O. New Jersey 
Del’v’d. Total 
Tank Car T.W. Tax T.W. 


9.5 12 4 16 
3 12 > tv 


Bayonne, N. J........ 
Baltimore, Md....... 


Total 

T.W. Tax T.W. 

Washington, D. C..... 2.6 35 15.6 
NS eee ree 2.5 6 5 
CRON. TO. Gin s s ssn cscwne os oe 7 “HS 
SS, eae mera 14.6 7 21.6 
RDN, WE s WAvsivicinpwecine se 14.2 5 19.2 

Colonial Beacon Oil Co. 
OS i ee ee 12.8 5 17.8 
Se Se ee ee i... 2 18.7 
PNR: DEROS 5.x soc sw scecévecs 13.5 4 17.5 
S. O. Pennsylvania 
Philadeiohia, Pa... .csccccssecs 4.1 #4 38.2 
PIE DAs 6 so cecasnnccans 14.9 4 18.9 
S. O. Louisiana 

POSINGE, TORR. . ss sescwoscuws 2:0 6 Qe 
Del’v'd 

Tank Car 

Dt NOI, BO 5 casks cand scdeeadee *8 

*F.o.b. Tulsa. 


Note: S.S. prices in above four territories are 
generally 6c over t.w. prices. Following discounts 
apply for t.w. deliveries, on monthly purchases, off 
t.w. price: 3,000 to 10,000 gale. 0.5c; 10,000 to 

4 


20, gals., 1c; 20,000 to 40,000 gals., 1.5c; and 
over 40,000 gals., 2c. 
S. O. Ohio 
Total 
T.W. Tax T.W. 
Thru Ohio: (To Commercial Consumers) 
Stanavo Ethyl venemmens ej a, os 


Discounts: For delivery on contract to hangar 
operators and resellers: 2c below commercial con- 
sumer posted t.w. price. 


S. O. Indiana 


ee | See bee 4 7.3 
Indianapolis, Ind..... 14.2 5 be 
Detroit, Mich........ 14.8 4 18.8 
Milwaukee, Wisc. ....13.6 5 18.6 
Minneapolis, Minn....13.7 4 
St, AM, DEO. «20... 13 3 16 

Kansas City, Mo. ....12.7 *4 16.7 
SNe 8 ee 14.7 4 18.7 
ree, BD. B......6.. **14.2 5 19.2 
Wichita, Kans........ 12.2 4 16.2 


*Includes Ic city tax. 
**I ncludes O0.lc to cover sales tax 


110 


MAGNOLIA PETROLEUM 
FO as ee ee 13 5 18 


HUMBLE OIL & REFINING CO. 


Tank Car 
Baytown, Tex. (exclusive of taxes)........ 8.2 
CONTINENTAL OIL CO. 
Total 
1. Tax se 
Denver; Colo... ..6.22 16 5 21 
Cheyenne, Wyo...... 16.5 5 po ee 
Helena, Mont........20 6 26 
Salt Lake City, Utah..19 5 24 
Albuquerque, N. M...16.5 *6.5 23 
*Includes city tax of 0.5c. 
S. O. CALIFORNIA 
Phoenix, Ariz... .....5 14.3 6 20.3 
Los Angeles, Cal...... a 4 16.3 
San Francisco, Cal....12.2 4 16.2 
Reno, Nev....<<-..<< 3.5 5 18.5 
Portland, Ore........ 14.7 6 20.7 
Seattle, Wash........ 15.4 6 21.4 
Spokane, Wash....... 17 6 23 


Note: For discounts, etc., see note under Standard 
and Flight gasoline above. 





Heating Oil 


(Continued from page 106) 


Prices were up 0.125 cent in Okla- 
homa and Texas. Advances were at- 
tributed to an increase in business as a 
result of the recent cold snap. Rush 
shipment was required. But few Mid- 
Continent refiners were in position to 
make prompt shipment. Their stocks 
were low and in many cases they had 
discontinued heating oil production. As 
a result, prices were bid up an 0.125 
cent to buyers. 


Brokers, who ordinarily have a 
ready source of supply for odd cars of 
heating oil, were combing the market 
for supplies. They found little avail- 
able at former prices, and only oc- 
casional cars at advanced levels. By 
the end of the week buyers were ac- 
tively offering 3.125 cents, on a Group 
3 basis, for No. 1 white oil. 


Gas and fuel oils, suitable for crack- 
ing and industrial purposes, were the 
“untouchable” products. Even higher 
offers-to-buy failed to bring buyers in 
touch with supplies. 


The fuel oil situation in East Texas 
remained tight. Reports indicated that 
heavy cracked fuel oil was being sold 
in the open market at $0.60. 





Naphtha Prices 


Heating Oil 





Prices in Effect April 22, 1935 
(In Tank Wagon or Steel Barrels) in Cents per 
Gallon) 


Mineral 
Spirits 
V.M.&P. 
Naphtha 
Cleaner 
Naphtha 
*Solvent 


Altoona, Pa.... 
ee a aa srg 
Boston. ......... 17 17 
Bridgeport..... er ; 
Buffalo (met)... .... 
COMCERO .. . <0 0.00 3.7 1 
| Eee 417.4 = «=f 
Kansas City... 14 1 
Lancaster, Pa.. .... : 
Milwaukee..... 3.5 
Minneapolis.... t19.8 2 
Newark, N. J... .... 

New York City. 13 
Philadelphia... 13 
Providence..... 
Rochester (net). 
Be. CAN. ces 
Syracuse....... 


"De 
+ 
“ 


15 


aa 


16. 


wu wun 


= Ol RON 
= 


_ woe. 


21 
+22. 
3 is: 
5 16 


+ 
cud Grub GnS Gab (ent Ora Oud ONS SND Quad ons ened Out ud ems Oued goes Ons 


Dwr MIO NNVIDNON VIF Wns 


. - ° 
ao oe 
© we 


Petroleum Spirits (Solvent) 


In Tank Cars (F.o.b. refinery or seaboard terminal) 


Ee EEE eee 9 
ge OS See ere 9 
ee re rer ere 9 


Note: 2c off above t.w. prices to large buyers in 
some instances. 


*In the East, prices apply on product generally 
known as Petroleum Spirits; in the middlewes. 
prices apply on Stanosol (S. O. Indiana grade of 
Stoddard Solvent). 


tAt the following points, these taxes and/or 
discounts apply on the products specified: Baltimore, 
solvent, 2c discount if under contract, and 3c dis- 
count for 200 gals. or more, with lc premium on 
steel bbls.; Detroit, first three products include 3c 
state tax, prices applying on 150 gals. or more, with 
prices lc higher for less than 150 gals.; Milwaukee, 


V.M.&P. price includes 4c state tax; Minneapolis, 


first 3 products include 3c state tax; price for solvent 
for less than 100 gals. is lc higher; Rochester, 3c 
discount for deliveries of 150 gals. and over. 


Following are tank wagon prices of various 
grades of heating oil at the points shown in various 
territories. Prices are in cents per gallon. 


Prices in Effect April 22, 1935 


No. 1 No. 2 No. 3 No. 4 
S. O. New Jersey 


WOOWOE Ne Yak. o icine s5% 8 6.5 6.5 
Atlantic City, N. J...... 8 6.5 6.5 
Baltimore, Md......... 8.5 7 7 
Washington, D.C....... 8.75 7.25 ee 
S. O. New York 
New York City......... 8 7 7 6.5 
Te a ap Pena 8.5 6.75 6.75 6.50 
Rochester, N. Y........ 8.5 7 7 7 
Boston, Mass.......... 8.50 6.50 6.50 6.50 
Ageusta, Me........... Oi2s @.08 Vote B25 
Manchester, N. H....... 8.50 6.75 6.75 6.75 
Burlington, Vt......... 1.45 teas foes 
ew Haven, Conn...... 8.50 6.50 6.50 6.00 
Providence, R. I........ 8.50 6.50 6.50 6.50 
No. 1 No. 2 No.3 No. 4 
Atlantic Refining 
Philadelphia, Pa........ i a are 5.5 
Allentown, Pa.......... 9 to (803 Fen 
Wilmington, Del........ 8.5 7 sage, Boe 
Springfield, Mass....... 8.75 7.25 7.25 
Worcester, Mass........ S.75 7.25 7.25 
Hartford, Conn......... ss 7 7 
S. O. Ohio 
Ohio Statewide......... 8 718s TC F235 


Note: S. O. Ohio prices are for hose dumps; bucket 
dumps are 0.5c per gallon higher. 


S. O. Indiana 


Stanolex Fuel Oil No. 1 


Ca eee eT Pee 
PMMNDIML UNE, oo cov cen so oss ene woes *1 
RTE iar ccg awk anaes euchens § 
OS SE OS eee ere ee ae 
CT Eo os wetpreg soa oss wee ware 
Se: SURAT. 5) 6a) ne. 6 ace & Ser ece lela 
NN EE, INS wos he herent et eweees 


*Includes state tax of 4c. 

Discounts: at Chicago above price applies on 
150 gals. or more; 100 to 149 gals., 0.5c higher, 
under 1 gals., 1.5¢ higher. Indianapolis and 
Detroit lc off t.w. price for deliveries of 100 gals. 
and over; at St. Louis, le off for 50 gal. dumps and 
over; at other above points, Ic off t.w. price for 
deliveries 150 gals. and over. 


NWO DO DOW) 
Or OC 
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S. Crude Runs and Gasoline Stocks as Reported Weekly by A. P. I. 





TOTAL FINISHED MOTOR FUEL STOCKS 
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Bulk Motor Fuel Stocks Fall 97,000 Barrels 


By Telegraph 

NEW YORK, April 23 

DECREASE of 97,000 barrels 
was reported in bulk stocks of 
motor fuel the week ended April 20 
when stocks stood at 66,311,000 bar- 
rels, according to the American Petro- 
leum Institute. Refinery stocks de- 
clined 543,000 barrels, to 37,405,000 
barrels but this was balanced by an 
addition of 300,000 barrels to in- 
transit and terminal stocks and one of 
110,000 barrels to other motor fuel. 
In-transit and terminal stocks totaled 
18,460,000 barrels on April 20 and 


ether motor fuel stocks 4,695,000 bar- 
rels. Stocks of unfinished gasoline 
gained 36,000 barrels, to 5,751,000 
barrels, 

Stocks of finished gasoline declined 
243,000 barrels, to 55,865,000 barrels 
on April 20. The largest decreases 
were in East Coast and California 
where declines amounted to 343,000 
barrels and 355,000 barrels respective- 
ly. Another sizeable decline was re- 
ported in the Indiana-Illinois-Ken- 
tucky district where stocks were 
lowered 111,000 barrels. Texas Gulf 
stocks increased 364,000 barrels and 


stocks in the Appalachian district rose 
115,000 barrels. 

Crude runs to stills increased 31,- 
000 barrels, to 2,386,000 barrels daily 
average. This is at 89.8 per cent of 
the country’s plants, operating at 70 
per cent capacity the past week. East 
Coast refiners lowered runs 21,000 
barrels. Plants here were operating at 
74.9 per cent capacity, as compared 
with 78.5 per cent capacity the pre- 
vious week. Texas Gulf refiners in- 
creased runs 25,000 barrels daily, to 
86 per cent of capacity, and California 


refiners increased runs 39,000 barrels. 








Current Refinery Operations 


Cracked Gasoline Production 


Re. 


k 
(Thousands of Barrels) 





Per Cent Daily Average Crude Per Cent of Reporting 





Total Daily Av. Pro- 
‘° 

Oistricts Capacity to Stills (Barrels) Capacity Operated Total Finished Total Finished Gas& Gas & pacity duction (Barrels) 

Reporting Week Ended Week Ended Motor Fuel* Motor Fuel® Fuel Oil Fuel Oil Reporting Week Ended 
Apr. 20 Apr. 13 Apr. 20 Apr. 13 Apr. 20 Apr.13 Apr.20 Apr. 13 Apr. 20 Apr. 13 

East Coast. . . 100.0 436,000 457,000 74.9 78.5 17,442 17,785 9,017 9,722 95.0 70,000 73,000 
Appalachian.... 93.3 107,000 110,000 76.4 78.6 2,060 1,945 777 822 100.0 25,000 21,000 
Iad., HE, Ky... ‘ 94.6 341,000 347,000 80.8 82.2 9,601 9,712 4,075 4,271 95.1 101,000 100,000 
Okla., Kans., Mo... 83.7 267,000 271,000 69.2 70.2 5,551 5,510 4,007 3,934 93.0 69,000 66,000 
Inland Texas....... 47.6 92,000 98,000 55.1 58.7 1,449 1,369 1,776 1,764 80.5 24,000 25,000 
Texas Gulf.... : 97.7 505,000 480,000 86.0 81.8 6,959 6,595 8,950 9,114 99.2 104,000 102,000 
ee 96.4 101,000 99,000 62.3 61.1 1,465 1,484 3,108 3,293 100.0 19,000 15,000 
No. La., Ark.. : 83.7 43,000 43,000 55.8 55.8 244 221 311 330 92.7 8,000 8,000 
Rocky Mt:......... 66.7 46,000 41,000 71.9 64.1 974 1,012 765 770 91.3 11,000 11,000 
California. . 96.9 448,000 409,000 54.5 49.8 10,120 10,475 64,460 64,311 100.0 48,000 49,000 
DORMER 6a wee Sines 89.8 2,386,000 2,355,000 70.0 69.1 55,865 56,108 97,246 98,331 95.6 479,000 470,000 


*Includes stocks at refineries, in bulk terminals, pipe lines and in transit. 


April 24, 1935 








Complete Seaboard Markets 71 mitre one ietude federat 


(Now Ready—Complete Compilation of these Prices, for 1934, in OIL PRICE HANDBOOK) 








Eastern Domestic Markets New York Export Markets 
(Prices for tank car lots, unless otherwise noted, f.o.b. refinery or A (Prices in cents per gallon in barrels, F. a. s. New York) 
Seaboard terminal, representing majority of sales and quotations to | CYLINDER OILS (Pennsylvania Products) 
jobbers and/or consumers. Florida and S. Carolina inspection tar April 22 April 15 April 8 
not included.) Bright stock, Light...... 21.00 -21.50 21.00 -21.50 22.00 -22.50 
MOTOR GASOLINE, Prices—April 22 oo OO, eee 21.50 -22.00 21.50 -—22.00 21.50 -22.00 
9 Oc 10-15 pour test........ 24.00 —25.00 24.00 -—25.00 24.00 -25.00 
TL 6 lakes «= Neutral 200 No. 3 color... 28.50 -29.00 28.50 -29.00 33:00 -33.50 
a en rage 5.75 - 6.00 6.00 - 6.25 | Neutral 150 No, 3 color.. 23.30 -24.00 23.80 -24.00 27.00 -27.50 
ew Y.rkharbor....... 5.50 - 3.75 5.75 — 6.00 6.00 - 6. 600 Warren E filtered.... 18.50 -19.00 18.50 -19.00 19.00 -20:00 
New \ \k harbor, barges 5-50 5.30 - 5.75 5.75 - 6.00 | 600 stm. refd. unfiltered, 14.50 -15.00 14.50 -15.00 14.50 -15.00 
ge pal rf o° ct ar fe - $° 98 a - e a rig = “et = _. rfd. unfiltered. . 16.00 —17.00 ag -17.00 16.00 -17.00 
ios ser vag Pheer acinar Ah > < ag ee a, eee 6 ash, steam refined... 16.50 -17.50 16.50 -17.50 16.50 -17.50 
Mie Seduce FRIER PRISER GRIER | SUSIE SRS NO HER ahaa 
g Oo s *- = . of = . . 7 . 
Charleston, S. Cc. district 5.50 — 5.75 5.75 — 6.00 6.00 - 6.25 
Savannah district....... 6.00 - 6,25 6.25 - 6.50 6.50 - 6.75 W M 
Jacksonville district...... 6.00 — 6.25 6.25 - 6.50 6.50 - 6.75 ax arket 
Portland district........ 5.75 6.00 - 6.25 6.25 - 6.50 (Prices in cents per pound. Tests made by A. S. a M. methods. Melt 
Boston district.......... 5.50 5.75 — 6.00 6.00 - 6.25 points shown below, however, are A. M. P., 3° higher than A. S. T. 
Boston district, barges... 5.25 5.50 = 5.75 5.75 — 6.00 (E. M. P.) melting points. Export prices are f.a.s. carload lots. Domestic 
Providence « district. 5.50 5.75 - 6.00 6.00 — 6.25 prices are f.o.b. refineries in New York and New Orleans districts, in 
Providence district, barges 5.25 5.50 -— $.75 5.75 - 6.00 bags, carload lots, with 0.2c discount allowed for shipment in bulk). 
Prices—April 22 New York New Orleans 
WATER WHITE KEROSINE—Prices—April 22 Domestic Export Domestic Export 
New York ae oO 5.00 - 5.25 seeioes Se... eo ae Lo os :-< - : + : : - Stas = - a - 2.10 
New York 1arbor, avanna istrict.... = scale. .05 - 5 2.05 — 2. 5 — 2.1252.05 — 2.125 
barees.... 2.5%. .... 4.75 -— 5.00 Jacksonville district. . 5.50 124-6 W.C. scale 2.05 = 2.55 2.05: 2.55 2.05 = 2.35 2.65 = 2.35 
Philadelphia district. .... 5.50 Portland district..... 5.50 123-5 Fully refined. . 4.30 3.625- 3.75 4.20 3.625- 3.75 
Baltimore district..... 5.50 Boston district....... 5.00 —- 5.25 125-7 Fully refined. . 4.50 3.75 — 4.00 4.30 3.75 — 4.00 
Norfolk district....... 5.50 Boston dist., barges... 4.75 — 5.00 128-30 Fully refined 4.75 4.00 — 4.25 4.75 4.00 — 4.25 
Wilmington, N. C...... 5.50 oo district... ee Hoey +B ed a i ah - - 4.50 4.90 4.25 - 4.50 
Prov. dist., barges... 5.06 ully refine 5.50 4.75 - 5.00 5.30 4.75 - 5.00 
135-7 Fully refined. . 5.75 5.00 — 5.25 Ava 
HEATING OILS: New York New York Philadelphia 
Prices—April 22 harbor harbor, barges district 
Mi pin ntaahs . $.00 = $.25 4.75 - 5.00 $25 = $50 Gulf Coast Bulk Market 
No. 2.....-ccccceeee 4.00 - 4.25 3.75 = 4.00 4.25 (Prices are f.o.b. Gulf oil terminals representing sellers’ opinione 
SS SR ree re 4.00 — 4.25 .75 — 4.00 4.25 except a specified to the contrary. Prices cover bulk shipments 
eae 4.00 - 4.25 3.75 — 4.00 4.25 of 20,000 barrels or more, unless otherwise noted.) 
No. (ou a tenes HEE see eeneeee atts Prices—April 22 April 15 April 8 
sini aaaen aan : MOTOR GASOLINE: For Domestic Shipment 
Balti Bost octane an clow..... 5.00 9.12 5.00 — 5.125 5.00 — 5.125 
a aicneien 60-64 octane number.... © 5.125- 5.25 51125-51255 125- 5125 
No. 1 5 50 500 <- §.25 65 octane and above..... 5.25 5.50 5.25 -— 5.50 5.25 - 5.50 
) apeaeeaneaaraten £25 133 HEATING OILS 
ale ee ae 4.25 4.25 No. 1 Heating oil........ 4.00 — 4.25 4.00 — 4.25 4.00 — 4.25 
a a ee 4.25 4.25 No. 2 Heating oil........ :.425=- 325 3.125— 3.25 3.125= 3.25 
No. 5 (pe: barrel)..... $1.35 $1.45 No. 4 Heating oil........ 2.875-— 3.00 2.875- 3.00 2.875- 3.00 
No. 6 (per barrel)..... $1.15 $1.15 KEROSINE 
Boston dist., Providence Providence BEEF Wiinnceescescece cx 4.00 4.25 4.00 - 4.25 4.00 -— 4.25 
barges district dist., barges For Export Shipment 
No. 1 5.00 5.00 - 5.25 5.00 | GASOLINE 
5) URAL Pea any ee 4. 3700 25 7 heared. .... 625 75 618- 4.75 4.625- 4.75 
| ESE 4.00 - 4.25 4.25 4.00 - 4.25 U. S. Motor gasoline 4.625- 4.75 4.625 a: 52 75 
BE Bindiecctnicadens 4.00 - 4.25 4.25 4.00 = 4.25 60-62, 400 e.p. gasoline... = 4.75 — 4.875 4.75 - 4.875 4.75 = 4.875 
Gat ies ema 4.00 - 4.25 4.25 4.00 = 4.95 61-63, 390 e.p. gasoline... 4.875— 5.00. 4.875— 5.00 4.875- 5.00 
us. 375 e.p. gasoline. . 5.00 — 5.125 5.00 -— 5.125 5.00 — 5.125 
U Motor, cases (car- 
Bunker Oil Diesel Oil Gas Oil Diesel Oil es) $1.20 -$1.25 $1.20 -$1.25 $1.20 -$1.25 
Grade Ships’ 28-34 Shore 66, Sip cuir © a ; a 
Bunker Gravity Plants et $1.25 -$1.30 $1.25 -$1.30 $1.25 -$1.30 
Pricee—April 22 Pes iad Per barrel Per gallon Per gallon KEROSINE 
bor..... *$1.15 *$1.89 25 45 as . 
Philedclphia dist... BLS sB189 Her a me 00-428 hbo 403 00.2 £22 
Baltimore district... .. “31.15 $31.89 4.25 wea 41-43 prime white....... 3_875—- 4.125 3.875— 4.125  3.875— 4.125 
ewe > ag} eH 4.25 see W.W., cases (cargoes).... $1.15 -$1.20 $1.15 -$1.20 $1.15 -$1.20 
aan ee ga $1.10 $1.89 ie Gps fh Os ee Pee eran eee Sevens 
Jacksonville dist... ... $1.10 $1.89 eam 4.75 can aw ouneae Domestic and/or Export Shipment 
Er 1.10 1.89 hanes ree nee ss 
ae onaah et ee ni sie *26-30 translucent gas oi] —2.875- 3.00 2.875- 3.00 2.875- 3.00 
Boston district....... $1.15 *$1.89 ates eee *30 plus translucent gas oil 3.125 3.125 3.00 — 3.125 
id dinteic $1.15 1.89 30 pius transp. gas oil.... 3.125-— 3.25 3. €25—._3 25 3.125— 3.25 
Providence district... 1 $1. wei Maw Di Oil shiv’ b $1.7 
®Lighterage for bunker oil, Sc per bbl. additional; for Diesel oil, 6.5c¢ per bbl ae ee, Sanna ae 181.70 131.70 
additional , . , “s , pa Fg bony $1.00 $1.00 $1.00 
Grade C bunker oil, per 
ef. bbl. in cargoes........ $0.85 $0.80 -$0.85 $0.80 -$0.85 
Pacific Export Market *Lessthan 4 of 1% sulphur. tLighterage Sc per bbl. additional. 
(Quotations are at seaboard, Los Angeles, in cargo lots, cents per MEXICAN CRUDE AND BUNKER OILS (f.0.b. Steamer, Tampico) 
gallon, except where otherwise noted.) Heavy fore _— taxes 
‘ as 2? F 5 to be paid, per bbl..... $1.00 -$1.03 $1.00 -$1.03 $1.00 -$1.03 
53-55 U. S. Motor ee mpg ie 7 4 ceptor 4 pease yg 0s Segoe oil, ships’ 
Zeae Nb, SOOEOL s:s\+15 6 3's 5 ’ i a ae unkers, taxes paid, per 
oy naa oe et oe ae neg era oe nga viol 
Sia a eine... 4.50 — 5.00 Ae RO 8 ic ee MID-CONTINENT LUBRICATING OILS: (Prices in cents per gallon 
ea Beane... A 75 = S00 ie oer nOee aren in bbls. f.a.s. Gulf terminals. In drums and new barrels, 0.5c to Ic 
44 w.w. kerosine......... 5.00 i ees ao ee higher per gal. in some instances). se 
Prime white kerosine..... 4.00 4.50 3 GES 2 RCO ees 40% a agte “og stk 22.50 -—23.50 22.50 -23.50 22.50 -23.50 
a : 2 VU Vis eo eT TT Te eee oe eee ee eee oe ee ee 
In Cargo lots, per barrel: ; : 0-10 pour point 19.50 —20.50 19.50 -20.50 19.50 -20.50 
Diesel fuel oil........... $1.10 —$1.25 $1.10 -$1.25 ee ee ne 10-25 pour point...... 20.00 —20.50 20.00 -20.50 20.00 -20.50 
Diesel fuel oil, under 23.9 25-40 pour point... 19.00 -19.50 19.00 -19.50 19.00 -19.50 
oS EERE $1.05 -$1.10 $1.05 -$1.10 Sake dorkeied 150-160 vis. E 210 brt. stk. 19.00 —19.50 19.00 -19.50 19.00 -19.50 
Grade C fu rel oil ee ee $0.75 —$0.85 $0.75 -$0.85 puloe eaninghod 120 vis. D 210 bright sti ck 29.25 19.75 19.25 -19.75 19.25 -19.75 
In Ships’ Bunkers, or deep tank lots, per barrel: ee No. 3 color neutral 
° 1 , rd > > = Ol 
ee ee $1.275-$1.30 SRE Oe | er 0-10 pour point...... 17.25 -17.50 17.25 -17.50 17.25 -17.50 
a ~ , under 23. are $1.175-$1.20 . Pi 30 pour point.... £6.25: =16.75 16.25 -16.75 16.25 -16.75 
Grade C fuel oil. 2.2... $0.925-$0.95 — $0.925-B0.95 tre, sail 
Cased Goods: 0-10 pour point...... 17.75 =18 25 17.75 -18.25 17.75 -18.25 
Gasoline, U. S. Motor. $1.40 -$1.50 $1.40 -$1.50 .......... 15-30 pour point...... 16.75 -17.25 16.75 -17.25 16.75 17.25 
Gasoline, 400 e.p. blend.. $1.60 -$1.75 $1.60 -B1.750 kell. 600 s.r. olive green....... 12.00 -12.50 12.00 -12.50 12.00 -12.50 
38-40 w.w. kerosine, 150 600 s.r. dark green....... 9.50 -10.50 9.50 -10.50 9.50 -10.50 
ESE aaa $1.20 -$1.30 $1.20 -$1.30 =... O31 s.r seeeeee 14,00 -14.50 14.00 -14.50 14.00 -14.50 
Kerosine, prime white.... $1.05 -$1.15 RS 6 a ee (Continued on next page) 


112 


NATIONAL PETROLEUM NEWS 








i i i i ie ee 











Complete Seaboard Markets 


(Cont’d from page 112) 





SOUTH TEXAS LUBRICATING OILS (Viscosity at 100° F. cold test 0) 
(Tanker, f.o.b. Gulf oil terminals, for export shipment) 
Prices April 22 April 15 April 8 


100 vis. No. 3 unfilt. pale 5.50 = 6.00 5.50 = 6.00 5.50 — 6.00 
200 vis. No. 3 unfilt. pale 6.375- 7.00 6.375— 7.00 6.375— 7.00 
300 vis. No. 3 unfilt. pale 7.00 — 7.50 7.00 - 7.50 7.00 = 7.50 
500 vis No. 3% unfilt. pale 7.875— 8.50 7.875- 8.50 7.875- 8.50 
750 vis. No. 4 unfilt. pale 9.00 - 9.5 9.00 - 9.50 9.00 — 9.50 
1200 vis. No. 4 unfilt. pale 9.50 -10.00 9.50 -10.00 9.50 -10.00 
2000 vis. No. 4 unfilt. V— 9.75 -10.25 9.75 -10.25 9.75 -10.25 
100 vis. No. 5-6 red oil... 5.50 — 6.00 5.50 = 6.00 5.50 - 6.00 
200 vis. No. 5-6 red oil... 6.125= 6.75 6.125= 6.75 6.125— 6.75 
300 vis. No. 5-6 red oil... 6.75 = 7. 6.75 = 7.00 6.75 — 7.00 
$00 vis. No. 5-6 red oil... 7.875= 8.50 7.875- 8.50 7.875- 8.50 
750 vis. No. 5-6 red oil... 9.00 - 9.50 9.00 - 9.50 9.00 - 9.50 
1200 vis. No. 5-6 red oil.. 9.50 -10.00 9.50 -10.00 9.50 -10.00 
2000 vis. No. 5-6 red oil.. 9.75 -10.25 9.75 -10.25 9.75 -10.25 


Note: Red oil prices shown above cover oils with green cast; prices for blue cast 
eed oils are slightly lower in some cases. 





Tanker Rates 


(Approximate tanker freight rates to Continental ports, in shipments 
per ton of 2240 pounds, British sterling: to U. S. ports, cents per barrel) 


Crude &/or Fuel Refined Oil & /or Spirits 


Rates—April 22 Last Paid Owners Ask Last Paid Owners Ask 


Calif.U.K. /Continent*... 15 /4.5 15 /-16/ 15/6 16 /6-17/ 

Gulf-U.K. /Continent*... 10/6 10 /6-11/ 12/ 12/-12/9 

Calif.-N. Atlantic....... 60c 55-60c 59c 52-55¢ 
(not E. of N. Y.) 

Gulf-N. Atlantic**...... t19c tl6c $17.5¢ 16.5-17¢ 


(not E. of N. Y.) 

Note: Dirty boat quotations are enlarged to cover, “Fuel and Light Crude’ 
quotations. 

*Continental ports in range between Bordeaux and Hamburg, both inclusive 

**Venezuela loading same rate: Ly) om ong 2c to 3c per bbl. additional. 

tRates for heavy crude or fuel 2c higher than for light crude. 

tCorrect price for Apr. 15 was 17.5c instead of 25c. 





Daily Gasoline Prices 


Daily range of gasoline prices (cents per gallon) in tank cars, as reported in 


PLATT’S OILGRAM. 


(Week ended April 20, 1935) 





U. S. Motor, 62 octane & below (3rd grade): April 15 Apr. 16 Apr. 17 Apr. 18 Apr. 19 Apr. 20 
MMS. ROMO eke Ses dsdusesseneeaeuce 4.25 4.25 4.25 — 4.375 4.25 — 4.375 4.25 — 4.375 4.375 
IN UNOS i dndiniinsie- swan bs raediats .375- 4.50 4.375- 4.50 4.375- 4.50 4.375— 4.50 4.375— 4.50 4.50 — 4.625 
i” ee 4.375— 4.50 4.375— 4.50 4.375— 4.50 4.375-— 4.50 4.375-— 4.50 4.50 — 4.625 
MIMS os 1S ek Soc ktics wae chest 4.375— 4.50 4.375-— 4.50 4.375-— 4.50 4.375— 4.50 4.375— 4.625 4.50 4.625 
Chicago (Group 3 basis)...............4. 4.375-— 4.50 4.375-— 4.50 4.375-— 4.50 4.375— 4.50 4.375-— 4.50 4.375— 4.50 
U. S. Motor, 63-70 octane (regular): 2 
I eters Gina's Gala wradid'neanes ais 4.75 -— 4.875 4.75 — 4.875 4.75 — 4.875 4.75 4.875 4.875— 5.00 4.875— 5.00 
ee ee 5.00 — 5.125 5.00 — 5.125 5.00 — 5.125 5.00 — 5.125 5.00 — 5.125 §.125- 5.25 
WS Bere iekraKsceaSicecarivevdes 5.125-— 5.25 §.125- §.25 5.125- 5.25 §.125- 5.25 $5.25 5.375 5.25 5.375 
ORIGROME, 6 oc kon Siitetaneetiedieees §.125- 5.375 §.125- 5.375 §.125- 5.375 §.125- §.375 5.25 5.375 5.25 — §.375 
Chicago (Group 3 basis)..........0..... §.125- 5.25 5.125- 5.25 5.125- 5.25 §.125— 5.25 §.125-— 5.25 5.125- 5.25 
U. S. Motor, 59 octane & below i : 
New York harbor...............e00ee 5.50 5.50 5.50 50 5.50 5.50 
Philadelphia 0 See er ee 5.50 — 6.00 5.50 -— 6.00 5.50 — 6.00 5. 5¢ 6.00 5.50 6.00 5.50 —- 6.00 
ee ee 5.50 — 5.75 5.50 - 75 5.50 — 5.75 5.50 — 5.75 5.50 — 5.75 5.50 -— 5.75 
Motor Gasoline, 60-64 octane 
ee ee er 5.73 6.00 5.75 6.00 5.75 6.00 5.75 6.00 5.75 6.00 5.75 6.00 
PMMOGCIDMES GiNCLICE. 66s ckccctcccccces 5.75 — 6.25 5.75 — 6.25 5.75 — 6.25 5.75 — 6.25 5.75 — 6.25 5.75 — 6.25 
BNI, ONO git ede edcancusess 5.75 — 6.00 5.75 — 6.00 5.75 — 6.00 5.75 — 6.00 5.75 — 6.00 5.75 — 6.00 
Motor Gasoline, 65 octane & above z : 
rrr 6.00 -— 6.25 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 6.00 - 6.25 
ES ae eee 6.00 — 6.25 5.75 — 6.00 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 ».00 — 6.25 
WAMESINONG GUURTIOE on so cectaccerscese 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 6.00 — 6.25 
U. S. Motor Gasoline 7 ee 
Bradford-Warren (Western Penna.).... 5.125-— 5.25 5.125- 5.25 5.125- 5.25 §.125— §.25 5.25 — 5.375 5.25 - 5.375 
Other districts (Western Penna.)....... §5.125-— 5.25 5.125-— 5.25 5.125- 5.25 §.125— 5.25 5.25 5.375 5 25 = 5.399 
Motor Gasoline, Minimum 60 octane P 5 4 : 
Bradford-Warren (Western Penna.)... 6.25 — 6.375 6.25 — 6.375 6.25 - 6.375 6.25 — 6.375 6.50 — 6.625 6.50 — 6.625 
Other districts (Western Penna.)....... 6.25 — 6.375 6.25 — 6.375 6.25 — 6.375 6.25 — 6.375 6.50 — 6.625 6.50 — 6.625 
Motor Gasoline, Minimum 65 octane E . ‘ 
Bradford-Warren (Western Penna.).... 6.50 — 6.625 6.50 — 6.625 6.50 — 6.625 6.50 — 6.625 6.75 — 6.875 6.75 — 6.875 
Other districts (Western Penna.) ....... 6.50 — 6.625 6.50 — 6.625 6.50 — 6.625 6.50 — 6.625 6.75 6.875 6.75 6.875 
*For shipment to Texas and New Mexico destinations; Group 3 prices are quoted on northern shipments. 





Station To Be Dissected 
At Bonded Meeting 


INDIANAPOLIS, April 22.—Dis- 
secting of a typical independent service 
station will be a highlight at the third 
annual convention of the Bonded Gas 
& Oil System May 1 and 2, at Hotel 
Severin, Indianapolis. 

Phil T. Williams, official of the 
Bonded System, will open the May 1 
program with an address of welcome 
following a luncheon. Other speakers 
are: 

“Independent Chain Store Manage- 
ment vs. Chain Stores,’’ Hugo Wagen- 
seil; ‘‘The Outlook for the Independent 
Refiner,’’ Josh Cosden; ‘Retail Sell- 
ing,’’ R. A. Buchoz; and “Dissecting 
of Typical Independent Service Sta- 
tion,’”’ Russel S. Williams, official of 
the Bonded System. 

The May 2 program begins with an 


April 24, 1935 


address by J. Krawetz, on ‘‘The Need 
for a Successful Independent to Stick 
to Quality Merchandise,” followed by 
“The Need for Pre-Lubrication in Mod- 
ern Motors,’’ F. Alex Nason; ‘Visual 
Management,”’ Phil T. Williams; ‘‘The 
Bonded System from the Jobber’s 


Standpoint,’’ Paul Deer; and ‘‘Sum- 
mary,’ by Russel S. Williams. 
The banquet and_ entertainment 


program will be held on the first eve- 
ning. 

A typical station is to be dissected 
and put back together by Russel S. 
Williams, the program announcement 
stating, ‘‘We’re going to take an aver- 
age service station apart—examine its 
hiring, its sales training methods, its 
management, its purchasing, its pro- 
motion, its advertising, its personnel 
problems. 


‘We are going to discover the faults 
that cripple any one of these essential 
parts. We're going to see how those 
faults can be corrected. Then we're 


going to put the station back together 
and show how it can function more 
smoothly and with greater profit.” 


Virginia Meeting Dates Changed 


RICHMOND, Va., Apr. 22.—-Because 
of conflicting meeting dates on May 16 
and 17, the annual convention dates of 
the Virginia Oil Men’s Association and 
Virginia Oil Jobbers Association have 
been changed to May 23 and 24, ac- 
cording to A. L. Tenser, secretary. 
Place of meeting, as formerly an- 
nounced, will be the Patrick Henry 
Hotel, Roanoke. 


ENID, Okla.-_—The Gentry Oil Co., 
Enid, has been authorized to carry the 
stock of Dixie accessories for the mem- 
bers of Dixie Distributors of Oklahoma. 
A small carrying charge will be added 
to the jobber’s price, but member job- 
bers will be able to obtain prompt serv- 
ice from a centralized stock. 
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Crude Oil Prices (In Effect April 22, 1935) 


Crude prices for the whole year in OIL PRICE HANDBOOK published annually 
(Prices are per barrel of 42 U. S. Gallons at the well; A. P. I. Gravity) 


(Now Ready—Complete Compilation of these Prices, for 1934, in OIL PRICE HANDBOOK) 





EASTERN FIELDS 
Posted by Joseph Seep Purchasing Agency 
(Effective Feb. 4, 1935, except Corning effective 


Oct. 2, 1933) 
Bradford District oil in National Transit Lines $2.20 
Penna. Grade Oil in Southwest Penna. 
(Oe ey eer ey errr 2.02 
Penna. Grade Oil in Eureka Pipe Lines 
Og OS ere rrr rrr rrr .97 
Penna. Grade Oil in Buckeye Pipe Lines 
(Mackeburg, O.)..........-0.+-eeseeesees $1.87 


$1.32 


Corning Oil in Buckeye Pipe Lines (Ohio)... 
ape to March l, 


tFor Mackeburg oil run 
1932, $1.67, effective Jan. 4, 
Posted by Other Companies 
Tide Water Pipe Co., Ltd.: 
Bradford-Alieghany district (Penns 
N. Y.) (E@ective Feb. 4, 1935)............ 
®The Pennzoil Co.: (Effective Feb. 4, 1935) 
Penna. Grade Oil in National Transit Lines *$2.27 
Ashland Oil & Transportation Co.: (Effective Sept. 
10, 1933): 
Somerset Oil in Ashland Lines (Ky.)...... $1.23 
®The Pennzoil Co. ts $2.27 in Cochran, Frank- 
lin, Hamilton and little, Pa. fields; prices in 
other distriets range down to $2.22 per bbl. at well. 


MICHIGAN 
(Posted by Pure Oil Co.) 


Midland, Midland Come (Sept. 30, 1933). .$1.02 
West Branch (Apr. 1, 1934) $0. 86 


(Posted by Simrall Pipe Line Corp.) 


CENTRAL STATES FIELDS 
Posted by Ohio Oil Co. 
(Effective Feb. 1, (Effective May 26, 
1935 1934) 
errr ree $1.15 


West. Kentucky $1.08 
5, 1934) 


(Effective Jan. 
Princeton....... $1.13 Se eee ee $1.13 
CANADIAN CRUDE 
Posted by Imperial Oil Refineries, Ltd. 
Western Ontario 
(Effective 7 a. m. Sept. 9, 1933) 

RS i Seren ye iar ere ee nee gy - $2.10 
EE EEE Pee Rear Se eee $2.17 
Alberta 
Turner Valley 
(Prices f.o.b. field tankage) 

Crude: Naphtha: 
(Effective 7 a.m. (Effective 7 a.m. 

Dec. 9, 1933) May 21, 1934) 
OE |S Sea $1.50 oe $2.31 
Lf). eee 2.07 tDiscolored..... $2.55 

(Effective 7 a.m. 

May 21 1934) 


$0 and abcve.... $2.19 


w 


¢Clear naphtha: 22 color; 10 lbs. vapor pressure, 
Reid method; 90% recovery; end point, 410°, 
Discolored naphtha: same specifications as for clear 
eaphtha except color. 


MID-CONTINENT 
Prices of Stanolind Crude Oil Purchasing Co. 
(Effective 7 a. m. Sept. 29, 1933) 


(In North-North 


(In Oklahoma- Kansas) Central Texas) 


OOOO. £0.84 $.79 
Lo ee ee ae 0.86 0.81 
re ore 0.88 0.83 
Sy err ae 0.90 0.85 
US eae eee 0.92 0.87 
LY RE ee ie eee 0.94 0.89 
oe Se rer rer er 0.96 0.91 
eo eee er ee 0.98 0.93 
ee ER eae 1.00 0.95 
SS ee Ser re 1.02 0.97 
Ls Pe EET eee oe 1.04 0.99 
= ae if OO EEE OO Te 1.06 1.01 
40 and above............ 1.08 1.03 
Above Scanolind prices met as follows: 
Sept 29, by The Texas Co. in Oklahoma, and in 
North and North Central Texas; Continental Oil 


in ail three states; by Empire, White Eagle and 
Gypsy (Gulf). 

See also Carter Oil, Magnolia, Humble schedules 
below and footnotes under Carter table. 


Prices of Carter Oil Co. 
(In Oklahoma and Kansas) 
(Effective 7 a. m. Sept. 29, 1933) 


Below 25....... $0.76 DE LEY fe: $0.94 
rit Lo er 0.78 oC 0.96 
OS Eee 0.80 LS iy See 9.98 
is y i err 0.82 Sn Be Se 1.00 
lS ear 0.84 EL Le ere 1.02 
a ts J eee 0.86 | ee 1.04 
kt eee 0.88 St ee .06 
8 eee 0.90 40 and above... 1.08 
OR ee 92 


0. 
Sept. 29, Carter gravity and price schedule met in 
Oklahoma- Kansas o Sinclair-Prairie, and Humble 
price schedule met in North-North Central Texas 
except that Sinclair-Prairie posts five lower grades 
down to below 25, with 2c differential for each. 
Same day, Shell Petroleum met Carter in full in 
Oklahoma-Kansas. 


Prices in Magnolia Petroleum Co. 
(Effective 7 a. m. Sept. 29, 1933) 


In Oklahoma, same schedule as Carter Oil, which 
see above, beginning with below 25, at $0.76 and 
ending with 40 & above, at $1.08. 

In Texas: North and North Central, including 
Burkburnett, Archer, Stephens, Henrietta, Electra, 
Comanche and Olden; and in Central Texas, in- 
cluding Mexia, Wortham, and Panola county, same 
gravity and price schedule as Stanolind in Texas, 
which see above, beginning with below 29 at $0.79, 
and ending with 40 & above, at $1.03. 


MID-CONTINENT (Continued) 
tPrices of Humble Oil & Refining Co 
@In North, North Central and Central Texas 
(Effective 7 a. m. Sept. 29, 1933) 

$0.79 T5:35 9 


Below 29....... 5. eer 
vo: Se 0.81 . Sor 0.95 
Pn ok Se 0.83 Tod 0.97 
Se 0.85 (aaa 0.99 
ot aa 0.87 bh 1.01 
er 0.89 40 and above... 1.03 
34-34.9..... dare ts 


*Including North Texas, Ranger, Mexia, 
Beggy Creek, Richland, Wortham, 
Moran fields. 

tEffective Dec. 1, 1934, Humble prices are based 
on is’ tank tables at 60F. Allowance or deduction 
of 1% is made for each 25° change in temperature 
or below 60F. 

PANHANDLE TEXAS 


Humble Oil & Refining Co. 
(Effective 7 a. m. Sept. 29, 1933) 


Powell 
Currie and 


Tay Carson- 
County Hutchinson 
eh ee Ce ree .79 50.9 
Sk, Serer 0.81 0.71 
Ce, ee ee 0.83 0.73 
oo ie er 0.85 0.75 
:  } Seer 0.87 0.77 
La gs ee ee 0.89 0.79 
lt ear 0.91 6.81 


Sept. 29, above prices met by Sinclair-Prairie, 
Magnolia and The Texas Co. in the entire area 
aleo by Continental Oil in Carson-Hutchinsoa. 

EAST TEXAS 
(Effective 7 a. m. Sept. 29, 1933) 


Stanolind, Humble, Sinclair-Prairie, Texas and 
eer eee SN inieee eens se $1.00 
WEST TEXAS and NEW MEXICO 

Humble Oil & Refining Co. 
(Effective 7 a. m. Sept. 29, 1933 

Ector, Pecos and Winkler Counties, W. Texas and 

SO, | Sn ee rr 75 

Crane, Upton, Crocket, Howard and Glasscock 

CORTE Ws POR ois cios eicandovactactad teen 70 


Sept. 29, Magnolia met in Crane, Upton, Howard, 
Glasscock, Mitchell and Winkler. Sept. 29, Texas 
Co. met Humble in Winkler, Crane, Upton and 
Lea counties; Stanolind Oil & Gas mzt in Hendrich 
field, Winkler county and posted in Marion county, 
Tex. below 25 at $0.63, plus 2c differential to 40 & 
above at $0.95. 

SOUTH and SOUTHWEST TEXAS 


(Posted by Humble Oil & Refining Co.) 
(Effective 7 a. m. Sept. 29, 1933) 


Darst Creek..... $0.87 ee $0.80 
CO ee 0.87 a, ee 1.05 
ee 0.85 Tomball)....... me OS 

—_ 30, The Texas Co. met Humble in Darst 
Creek. On Sept. 29 it posted $0.80 in Duval county 
and $0.85 in Saxet-Greta. 


(Continued on next page) 
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| Serr .69 .65 .75 .76 73 
OL eee .72 .65 .78 . 80 76 
- 2 aa Be .65 81 .83 .80 
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CALIFORNIA CRUDE 
Standard Oil Co. of Califernia 


Effective 7 a. m. Sept. 6, 1933 





. ~ : 
.s © < 
oO 5 = 2 
« e . * = 
© og © wl & c= 
sa, * « @ y | & 
aes 38 &€ = 2 
2 264 ° © = - e Q 
= ~ O o= o ¥ = ° = 
6 <A  & “ eB = o) 
$0.65 «+++ $0.65 $0.65 $0.65 $0.65 $0.65 
.69 peas . 66 .65 .65 -65 .65 
Be aoe aes .69 -67 -68 -65 .65 
| 2 ote. «t0 oan .65 .68 
to 2 a ae oe 
.82 ‘: ; .78 .78 .78 .65 .74 
.85 . x 81 .82 81 66 .78 
: ae 6 . 83 .85 .85 69 = .8i 
5 ee A a a a 
95 $0.83 we .89 .93 90 .76 .87 
.98 . 86 .92 Pe di Be .80 .90 
1.01 ee ; ae ae .85 .93 
1.04 ee -98 1.04 .89 96 
1.07 i eee --. 1.08 we .99 
eS ie >| re ee 1.02 
sinless i<25 1.05 
<< Ss oer 1.09 
- ln: | 
es - eee Kettleman Hills 155 
sh Pr $0.93 1.18 
ai . weno .96 Re 
ma 1.09 .99 aes 
een 1,12 1.02 
t 1.15 1.05 
‘ ane 1.08 
nS 1.11 


co 


(Crude Oil Prices continued on next page) 


\ gravities above those quoted take highest price offered n the field) 
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; .57 Rr 4 m4 Ry 4 Bg Be caer 
m5 J R. ¥ j a .57 -57 $0.57 
.57 Bi .57 SM Re ont 
as ae -61 -61 ae . 58 .60 -61 
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aa .70 .73 -68 -67 .69 .70 
or AY &, .76 yy - .70 «Fe sve 
ee Ay i | 79 By Be, one ene 
sae és .81 .82 .78 76 .78 81 
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ae .89 .88 cen ai . 84 .8 
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1.05 1.05 1.00 Le ew 
1.08 1.09 ja eevee ae 
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) ig 
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1.30 S. (ete 
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Crude Oil Prices (In Effect April 22,1935) 


(Continued from preceding page) 





SOUTH TEXAS (Continued) 

Oct. 2, Magnolia pone $0.87 in Darst Creek and 
$1.15 in Tomball; Sept. 29 it posted $0.80 in Mi- 
eando, $0.75 in Luling and $0.95 in Lytton Springs. 

a 11, 1934 Magnolia posted $1.00 for Cleveland, 
Liberty county, Tex. 


Humble 
Conroe (Montgomery Co., Tex.) 
(Effective 7 a.m. Sept. 29, 1933) 


ee ECE $1.09 pod Beene $1.15 
. 8 ee 1.11 bh 1.17 
kh ene 1.13 40 & above..... 1.19 


Sept. 30 Texas Co. met above prices. 


NORTH LOUISIANA-ARKANSAS 
Prices of Standard Oil Co. of Louisiana 
Effective 7 a.m. March 17, 1934, except Homer, 
Smackover and Nevada county Sept. 29, 1933) 
In Caddo, Homer, Haynesville, Sabine, De Soto, 
arepta, Carterville, El rado and Miller county). 


a eee $0.71 BS PT $0.89 
SS a 0.73 co A ere 0.91 
SS) ee 0.75 5 | Ab eee 0.93 
yo ae 0.77 St ere 0.95 
eee eee 0.79 37-37.9.. Ha 
(8 ae 0.81 . Sf eer 0.99 
(aa 0.83 ..  k eee 1.01 
i 4 ae 0.85 40 and above... 1.03 
; = re 0.87 
SME MNOOE, FER 6 5 kok i sasséaddcectacedeeds $0.70 
oe eer re re eee 0.60 
Urania, La. (La. Oi] Refg. Co., Jan. 1, °34).... 0.87 


*GULF COASTAL 
Posted by Humble Oi! & Refining Co. 
(Effective 7 a. m. sept. 29, 1993) 


Below 20....... $0.82 ys 7 te Se $0.98 
MED. ao%0,0.0 4 0.84 pa 1.00 
See 0.86 yy Oe 1.02 
7. Se 0.88 Be 1.04 
, Sh) 0.90 (3) 1.06 
CSF 0.92 cr 1.08 
2. 0.94 bs | Ee 1.10 
ae 0.96 34 and above... 1.12 
EP e e  re rr re $0.85 


Effective Dec. 1, 1934 Humble prices are based 
on 99% tank tables at 60 F. Allowance or deduction 


of 1% is made for each 25° change in temperature 
above or below ; 

*Includes these fields: Barbers Hill, Goose Creek, 
Hull, Humble, Liberty, Moss Bluff, Orange, Pierce 
-. Rabbs Ridge, Raccoon Bend, Refugio 
ight, Sour Lake, Spindletop, Sugerland, and West 
Columbia. 

Above 


rices met Sept. 29 by Sinclair-Prairie and 
Sun Pipe Li 


ine Co. 


The Texas Co. 
(Effective 7 a. m. Sept. 30, 1933) 


Same gravity and price schedule as Humble up 
to 30-30.9 gravity, which see; plus these grades: 
oe $1.04 Leer $1.10 
SL} 1.05 7) eee Poul 
Li | A 1.06 . are 1.12 
<a 1.07 Fou tt fe Ee |S. 
ae 1.08 40 and above... 1.14 
SE er 1.09 

ROCKY MOUNTAIN FIELDS 
Posted by Stanolind Oil & Gas Co. 
(Effective 7 a. m. Sept. 29, 1933) 
Salt Creek and Dutton Creek, Wyo. Same 


schedule as Stanolind posts in Oklahoma-Kansas 
which see on first crude price page. 
NING sce ow Cees See enaNa eee ens $1.18 
Grass Creek, light &. 
Grass Creek, heavy 0 
Greybull-Torchlight 1 
a ee en eee 0. 
RE A sl ie hard a dbaSeowiddccwntedexes 0.90 

1 

0 

0 


RE EGS Orc a os. «aes wate obnwewe Ke 
Frannie light (Effective May 1, 1934) 
Frannie heavy 


Posted by Ohio Oil Co. 
(Effective 7 a. m. Sept. 29, 1933) 


RNC ONO oi eic oncendeccdceede eee Skea $1.18 
Ce INN 6 cc. wadaweeshecedadiendas 1.18 
MOON d « ctacetesancaseesanccsacesece 1.02 
a in cea cca HK6s RC RRKR Tae 1.01 
BUUNNNE, DUONG ho hiccccccds cer cartanscnces | Fe 


Posted by *International Refining Co. 
(Effective 7 a. m. May 23, 1934) 
Ce ea 8 vase reeled cddencdueiesin $1.4 


*Texas Co. subsidiary. 





New REFINING PATENTS 





Oxidation, No, 1990229, issued 
Feb. 5, 1955; filed Aug, 16, 1932; A. 
V. Friedolsheim and Martin Luther, 
assignors to I, G, Farbenindustrie Ak- 
tiengesellschaft. 

the liquid phase 


XIDATION in 
of fused paraffin wax at 100 to 


220 C. (212 to 428 F.), for hydro- 
genations of unsaturated organic com- 
pounds, chlorinations and mainly for 
processes in which an intimate and 
uniform mixing of the reaction com- 
ponents is desired. The reactions take 
place in a column consisting of two or 
more chambers arranged one above the 
cther in such a manner that no reflux 
of liquid takes place from one cham- 
ber into the preceding chamber. The 
advantages of using up the gases much 
better and requiring only a half or a 
third of the oxygen of other processes 
are pointed out, 


Claims (2) 
Process for oxidation in the liquid 
phase of fused paraffin wax with air 
which comprises passing the wax and 
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air successively through at least two 
separate spaces situated as above not- 
ed so that air bubbles through fused 
wax in each chamber and carries por 


tions into the next sueceeding cham- 
ber. 
* 
Acid Sludge. U. S. P. 1° 987 278, 


Jan. 8, 1935, application filed June 16, 
1930; Wm. S. Wilson, assignor to 
Merrimac Chemical Co., Inc. 


HE methods hitherto employed for 
T recovering acid from petroleum 
acid sludge by hydrolysis have been 
cumbersome and slow, requiring 
pensive acid-resisting equipment. The 
rate of hydrolysis irregular, 
falling off rapidly from a high initial 
rate to almost no reaction at all. This 
invention, however, for uni 
form, constant yet complete evolution 
of the sulfur dioxide, with much more 
rapid separation of the inorganic acid 
from the tar, in a process which re- 
quires only simple, inexpensive equip- 
ment and does not occupy a large area 


ex- 


was 


provides 


the 
effectively hydro 
lvzed in a fraction of the time hitherto 
thought 
features are attained by 
controlled mixing of and acid 
sludge, with steam if needed, to gen 
erate a suitably high temperature, and 
flowing the liberated gases in counter 
current relation to the acid sludge and 
water. Frothing is 
cooling the reacted mixture, 
further advantage that 
and resinification are 
vented. 


of floor space. kven most re 


fractory sludges are 
necessary. These improved 
continuous 
water 


prevented by 

with the 

polymerizatior 

also thus pre 
Claims 

Treating unhydrolyzed  petroleun 


acid sludge, in admixture with proper 


amounts of water for hydrolysis, by 
causing it to flow downward while a1 
inert heat carrier gas flows upward 
so that the liberated sulfur dioxide 
flows in counter-current relation. to 
the acid sludge while avoiding any 


substantial concentration of the wate) 
and acid sludge mixture 

Wax Separation, No, 1,991,389, is- 
sued Feb. 19, 1935; filed March 23, 
1932; L. M. Henderson, S. W. Ferris, 
and H. C, Cowles, Jr., assignors to 
The Atlantic Refining Co. 
MPROVEMENT in the sweatability 
| of wax by the addition of a wax of 
needle erystal structure, 


Claims (19) 

Method for improving the sweat 
ability of a wax by adding a second 
wax composed of at least substantially 
s( per cent of needle wax having a 
refractive index at 80° C. greater than 
that denoted by the expression n = 
1.390 + 0.001T where n 
value of the refractive index 
the melting point of 
in Centigrade degrees, 


denotes the 
and T 
the 


denotes wax 


> * * 

Cracking. No. 1 990 254, issued Feb. 
5, 1935; filed April 1931; J. D. 
Seguy, assignor to Universal Oil Prod- 
ucts, 

PRIMARY cracking system, a re- 
A ection zone, and a fractionating 
consisting of two stages, a re- 
duced pressure system for flash distil- 
lation of the residual oil from the pri- 
mary cracking and a conver- 
sion system comprising a heating zone 
and reaction zone in which flash con 
densate and reflux condensate may be 
subjected to conditions. 


27, 


zone 


system, 


reconversion 
Claims (8) 


Cracking oil in a primary cracking 


zone, separating the coil into vapors 
and unvaporized oil, subjecting the 
vapors to primary and _ secondary 


dephlegmation, returning resultant re- 
flux condensate to the eracking zone 
for retreatment, flash distilling the un- 
vaporized oil by pressure reduction, 
combining the flashed vapors with sec- 
ondary reflux condensate formed by 
secondary dephlegmation, supplying 
the resultant mixture to a_ second 
118) 
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CANNED OIL 


at no Extta CoAt 


MR. (Really Independent) JOBBER: How often have you wished some responsible refiner would 
offer you a Super Quality Motor Oil in 1-Quart and 5-Quart LITHOGRAPHED cans under YOUR OWN 
BRAND—and not penalize you the excessive costs associated with individual set-ups? Often, we’ll 
wager! But, it took one of the most progressive independent refiners of quality oils in the business to 
work out a plan that NOW MAKES THIS POSSIBLE. Months of planning, preparation and co-opera- 
tion with the leading can manufacturer, has resulted in the most economical and timely INDIVIDUAL. 
IZED MARKETING SERVICE EVER OFFERED THE INDEPENDENT JOBBER. 


FIRST: 


A motor Oil that for SEVEN YEARS has commanded the respect and confidence of jobbers and motor- 
ists alike. BAYOU STATE “80” SERIES PREMIUM MOTOR OIL. An oil that “has everything” 


HIGH SPECIFICATIONS . HIGH GRAVITY 
HIGH VISCOSITY INDEX - - LOW CARBON -. - LOW COLD TEST 


and a reputation for PEAK PERFORMANCE in modern high-speed motors. An oil you'll be proud to 













SECON D: offer under your own name. 


This Premium Oil in your OWN INDIVIDUAL 
3-COLOR Lithographed 1-Quart and 5-Quart Can 
and INDIVIDUAL MARKED Carton, without in- 
vesting in Costly art work or plates, equipment or 
contracting for large quantities of cans. AND NOTE 
THIS: Not a stock open panel can, into which your 
name or brand is merely inserted BUT a flexible 
arrangement whereby name—designs, slogans, ad- 
vertising copy and optional color are INDIVIDUAL. 
LY REPRODUCED without EXTRA COST. 


NAME_ 
ADDRESS 


POSITION 





THIRD: 


Costly—not at all!. In fact, you can order as few 
as 1250 Gallons in 1-Qt. cans or in 5-Qt. cans at a 
price that will net you a good wholesale profit and 
your dealer a good retail profit, based on a 25c-a 
Quart Retail Price. If you sell at a premium—so 
much the better. And the more you order, the greater 
your profit! All S.A.E. Grades are same price and 
subject to quantity discounts. 

Remember, we are offering only “80” Series 
Premium Oil. WE WILL NOT CAN OUR COM. 
PETITIVE GRADE! 


BAYOU STATE OIL CORP 


SHREVEPORT , LA. , U.S.A. 


Canned Oil = BAYOU STATE OIL CORPORATION 
Division Slattery Building 


ATTENTION! DouGLas MacDonaLp, Manager of Sales: I am interested 
in your Canned Oil proposition. Let me 
have full details at once! 


Shreveport, Louisiana 





(0 CHECK HERE: 


If you would like a sample de- 
sign submitted, send us a rough 
sketch or description, giving 
name, slogan, special design (if 
any) color scheme and any copy 
you wish—and we will send you 
YOUR DESIGN on a can. A 
nominal charge of one dollar is 
made for this and will be re- 
bated on your first order 
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Create Bigger Petroleum Market 
Moorhead Advises Jobbers 


CHICAGO 
REATE a bigger market for pe- 
troleum products by developing 
travel and by selling more fre- 
quent lubrication, J. E. Moorhead, ex- 
ecutive secretary, urged jobbers and 
retailers in the Chicago area at the 
third annual dinner meeting of the 
Pennsylvania Grade Crude Oil Asso- 
ciation here April 16. 

The Chicago meeting was the first 
of the central west gatherings of job- 
bers and retailers in the 1935 meet- 
ing series to discuss the association’s 
aims and advertising campaigns. 

The association’s official party con- 
sists of Mr. Moorhead; George H. 
Sheldon, president of Hommann, 
Tarcher & Sheldon, the association’s 
advertising agency; and Hamilton W. 
Smith, association assistant secretary. 
The field men supervise local arrange- 
ments. 


The Pennsylvania industry saw the 
changes coming in refining processes, 
and was not “caught off the base,”’ 
Mr. Moorhead told the jobbers. The 
Pennsylvania oil region has been able 
to match processes, the difference in 
oils comes in the raw materials, he 
said. 


Pennsylvania has gone on the pre- 
mise that quality refining does not 
have competition from below, but 
from above, and the real competition 
comes from Detroit where automobile 
engineers have the motor car of next 
year, and the next and the next, on 
the drawing board, he said. 


With the large group at State Col- 
lege, Pa., studying lubrication the 
Pennsylvania industry can say to the 
automotive engineer, ‘‘trot out your 
new engines. .... “When you get 
out a better car Pennsylvania will be 
able to lubricate it,’ Mr. Moorhead 
said. 

A billion barrels of Pennsylvania 
grade oil has been produced in the 
past 75 years, another billion barrels 
still is recoverable, and 5.5 billion 
barrels will then remain in the sands 
not recoverable by methods known 
now, but constituting a challenge to 
the ingenuity of petroleum engineer- 
ing, he said. 

The figures of 180,000 wells, with 
68,000 barrels daily production now, 
were analyzed by Mr. Moorhead to 
show the supply of lubricants avail- 
able for the ‘‘quality’’ market. 

The contest for superiority cannot 
be settled on specifications, he con- 
tinued. Specifications are not ade- 
quate to determine what happens in 
the automobile engine, and the con- 
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test will bé settled by Mr. John Q. Mo- 
torist driving his automobile enough 
miles and years to know which oil 
does the job, he said. 

There is no possibility of the Penn- 
sylvania refiner overlooking an oppor- 
tunity to improve his product, Mr. 
Moorhead said, and he will welcome 
any new addition, or refining method, 
for his oil. Also, when a new com- 
pound is developed which the car 
manufacturer says is required then 


the Pennsylvania refiner will have it. 

Mr. Moorhead urged jobbers and 
retailers to spend less time in divid- 
ing available business and to spend 
more time creating new business. He 
mentioned travel bureaus and devel- 
opment of local travel to points of in- 
terest, and selling more frequent oil 
drains, as business builders. 

Mr. Sheldon then presented the 
1935 advertising campaigns, in mag- 
azines or general circulation and in 
trade publications. The 1935 cam- 
paign is about three times as large as 
last year. 

Thirteen meetings are being held in 
the 1935 series, and after April three 
will remain on the program. These 
are May 13, President hotel, Kansas 
City; May 14, Fontenelle hotel, 
Omaha; and May 16, Brown Palace 
hotel, Denver. 






































Piping Bulletin 

A new bulletin dealing with the flow 
of fluids through pipes has. been 
brought out by Tube-Turns, Inc., 
Louisville, Ky. Of particular interest 
is the method illustrated for determin- 
ing the most economical pipe sizes and 
the amount of frictional resistance in 
straight pipe and bends. 

Included in the bulletin are a num- 
ber of charts by means of which cor- 
rect pipe sizes and pressure drop can 
be easily figured. The charts are 
drawn up in such a manner that the 
most economical pipe size and amount 
of pressure drop can be read direetly 
from the charts. The data covers the 
flow of fuel oils, lubricating oils, cot- 
ton seed oil, water, brine, gasoline and 
ammonia at temperatures ranging 
from —20 F. to 400 F.; and steam, 
air, oxygen, nitrogen, hydrogen and 
ammonia at temperatures from —100 
F. to 1200 F. 

nn ? e 
Oil Sludging 

Acheson Colloids Corp., Port Huron, 
Mich., is announcing the availability 
of a new Technical Bulletin No. 40.1 
which deals with crankcase analyses 
and deductions relative to sludging. 

= * = 


Testing Lubricants 


Herman A. Holz, 167 East 33rd 
St., New York, is agent for the ‘““Oxyda- 
tor,””’ a newly designed apparatus 
which produces the ageing effect on oils 
by applying oxygen under standardized 
conditions. An ‘‘Ageing curve’”’ is de- 
termined by means of the apparatus 
which is said to show the entire proc- 
ess of oxidation against time. The 


Interesting 


TRADE ITEMS 
































sludge test is said to be an attempt to 
get indirectly the results which the 
Oxydator reveals directly. 

The test period for a complete age 
ing curve is 100 minutes. For sim- 
ple control analysis, 30 minutes is suf- 
ficient. The quantity of oil required 
for one test is 15.5 grams. 

= * t 


Steel Distributor 


Enduro Stainless Steel is now avail- 
able at the Gilmore Steel & Supply Co., 
San Francisco, according to an an- 
nouncement from Republic Steel 
Corp., Youngstown, Ohio. 

* - * 


New Meter Representative 


C. C. Morrison has been appointed 
national representative of Pittsburgh 
Equitable Meter Co. and its subsidiary, 
Merco Nordstrom Valve Co. Mr. Morri- 
son was formerly president of the 
Pennsylvania Pump Co. and is looked 
upon as an authority on equipment and 
marketing problems. 


* * * 


Shipping Boxes 

The Hinde & Dauch Paper Co., San- 
dusky, Ohio, is calling the attention 
of users of corrugated fiber shipping 
boxes to the fact that the thousands 
of square feet of surface on these boxes 
when used for display may be likened 
to a billboard. The company is mak- 
ing an intensive study of the use of 
containers for display and advertis- 
ing purposes, 

Acquisition of The Evans Fibre Box 
Co., Chicago, recently, has been an- 
nounced. The new addition equips 
the company with 26 miles of factories 
covering this country and Canada. 
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a SPAR 


IN 60 SECON DS 


A LITTLE FIRE is quickly trodden 


out, which being suffered, rivers can not 
quench”’—Shakespeare apparently knew 
his fires, but modern oil plants weren't 


around in those days. ‘Today oil fires need 
instantaneous smothering. Lux gas does 


just exactly that--and it does it) more 
effectively than any other extinguishing 
agent 


Phe Super-Lux, model 20. was created to 


meet your requirements. Phone your local 
dealer today for a demonstration or write to 


Walter Kidde & Company 
47 West Street, Bloomfield, N. J. 


BE SAFE 


Effective Fire Protection for 
/ Refineries Bulk Plants Trucks 





New Refining Patents 


(Continued from page 115) 


cracking zone and cracking the same 
therein at vapor phase cracking tem- 
perature. 
* 4 * 
Cracking. No, 1,990,868, issued Feb. 
12,1935; filed April 8, 1927; J. B. 
Heid, assignor to Universal Oil Prod- 


ucts Co, 

RACKING process in which heat 
* spent for conversion is recovered 
in Other parts of the process and uti- 
lized for removing lighter fractions be- 
fore cracking the remaining oil, 

Claims (3) 

Method of treating comprising sub- 
jecting oil to eracking conditions, 
passing resultant vapors to a dephleg- 
mator, flowing charging oil for the 
cracking zone in heat interchange re- 
lation with vapors in the dephlegma- 
tor, uniting the charge with reux con- 
densate separated from the vapors, 
vaporizing the more volatile constitu- 
removing and condensing these 
constituents, and passing unvaporized 
oil to the cracking zone for treatment. 


ents, 





| * » * 
Lubricants. No, 1,990,664, issued 
i} Feb, 12, 1935; filed Jan, 18, 1929; 


W. L. Nelson and G. H. Fancher. 


EFINING lubricants from various 
R residua of refining by the appli- 
| cation of heat at pressures less than 
latmospheric without the formation of 
|mueh lighter hydrocarbon material. 
| Claims (21) 

Process for the production of lubri- 
eating oils by thermal decomposition 
of heavy hydrocarbons at a tempera- 
ture maintained above 700° F, and 
pressure under 600 mm. or 
‘at about 30 mm, absolute. 


absolute 


¥ % * 
Lubricants, U. Ss. P. 1 988 648, Jan. 
(22, 1935, application filed June 25, 
1/1929; Ernest F. Engelke, assignor to 
Doherty Research Co. 


HE customary methods of refining 

lubricant cuts from crude oils are 
unsatisfactory because they do _ not 
| prevent contamination of the _ dis- 
|tillates and residues with asphaltic 
‘materials such as are present in most 
crudes, A new system has therefore 
been developed which produces bright, 
lubricants directly from _ the 
because only pure refined oil 
the distillation the 
non-destructive that 


clean 
| erude 
and 


reaches stage 


distillation is so 


a clean purified product is obtained. 
The gasoline and kerosene fractions 
are left in the oil during the pre- 


liminary stages so that separation of 
sludges from the oil is accelerated and 
thin the oil with 
filtering. These 
‘benefits are gained by treating the oil 
weight of 


separating the 


ijthere is no need to 


naphtha, before 


with about 5% by 


first 


sulfuric acid (60°Be.), 





sludge, neutralizing with hydrated 


lime, filtering through a special clay, 


and distilling. The yield is much 
larger than in prior methods. 
Claims 
Refining crude oil by agitating with 
about 5% by weight of 60°Be. 
sulfuric acid, removing the acid 


sludge, agitating the oil with hydrated 
lime to remove oil-soluble sulfuric 
acid reaction products, clarifying and 
decolorizing the oil with decolorizing 
clay, gradually heating the purified 
crude sufficiently to vaporize all the 
oil lighter than cylinder stock, and 
fractionating the resulting vapors into 
gasoline, kerosene, ras ~=soil:~Ss and 
lubricants. 
* * * 

Cracking. No. 1,990,878, issued 
Keb. 12, 1935; filed Sept. 9, 1929; 
kK. F. Nelson, assignor to Universal 
Oil Products Co, 


PPARATUS for application § of 
rN heat to vessels used in cracking 
by which entering material is assured 
closer contact with the heating zone 
and is maintained in a turbulent state 
more conducive to the efficient recep- 
tion of heat. 


Claims (2 
Reaction chamber — for cracking 
which comprises a vertical cylindrical 
a eylindrical baffle hung with- 
in the vessel from the top to a point 
adjacent the bottom so as to form an 
annular passageway for the material 
entering at the upper end of the pas- 
sageway, a jacket surrounding the ex- 
terior cylindrical portion of the ves- 
sel, and means for passing a heating 
medium through the jacket, 


vessel, 


+ 7 . 
Hydrogenation, No. 1,990,708, 
sued Feb. 12, 1935; filed Aug. 
1931; Pier, Kroenig and Simon, 
signors to Standard-I. G. Co. 


is- 
iy - 


as- 


ROCESS for removing impurities 
from hydrogen-containing 


gases 


used in the hydrogenation process 
which cause difficulties and injurious 
reactions, In particular the strongly 


unsaturated hydrocarbons, further 
free oxygen, the sulfur compounds and 
the oxides of nitrogen are removed by 
adsorbing agents, chemical agents and 
/or catalysts. 


Claims (17) 


Hydrogenation process which 
prises passing an impure gas over a 
catalyst having a hydrogenating action 
at atmospheric or super atmospheric 
pressure, and a temperature between 
180° and 700° C. to saturate highly 
unsaturated hydrocarbons and convert 
sulfur compounds, free oxygen, oxides 
of nitrogen and undesirable quantities 
of of carbon into readily re 
movable and non-injurious inorganic 
removing inpurious inor- 
ganic substances, and effecting hydro- 
genation by econtacting with the puri- 
fied 


com 


oxides 


substances, 


Lases. 
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On The Lazy Bench 





No Burglar Safes Needed Here 


H. B. Lewis, a gasoline station pro 
prietor near Trinway, Ohio, has a Ger- 
man police dog named Garmer who is 
highly sensitive to bells. When the 
cash register tinkles, he’s on the job 
immediately. If it’s one of the family, 


he’s satisfied. When Lewis is operai- 
ing his gas pump outside and the 
phone bell rings, Garmer woofs voci- 


ferously so that Lewis never misses a 
call. The has only one draw- 
back. The phone is on a rural party 
line, and code rings for other parties 
are also heard at the 
Garmer exercises no discrimination. 
Regardless of the hour, he waxes 
melodious whether the eall is for the 
Lewis family or someone else on the 
line. ‘‘After 


system 


Lewis phone. 


midnight,’’ says Lewis, 
‘*these calls are ‘doggone’ bad."’ 
flello, 


Ohio Bell Telephone Co 


NPN 

On Being Nonchalant 
‘Have a fag?” asked a girl of older 
companion, while waiting for the other 
members of their party. 

“Smoke a cigarette,” 
uantly. “Goodness gracious I'd rather 
kiss the first man who came along.” 

“So would I,’’ retorted the young 
ster vivaciously, ‘‘but have one while 
you're waiting.” 


she cried indig 


Nuinoce Diantouwd 


Sun Oi Company 
NPN 
Willie was annoying the passengers 
ibroad an ocean liner. 
Mother 
speak to 


(exasperated ) 
Willie.”’ 
Father 


“Father, 


Seasick ‘“How-de-do, Wil 


Varquette Lubricator 


Varquette Petroleum Products, line 


—NPN— 


“Honestly, now, you'd have 

thought that this car of mine was one 

Y bought second-hand, would you?” 
“Never in the world, I thought you'd 


made it yourself.” 


never 


Varquette 
Varquette Petroleum 


NPN— 


Lubric ator, 


Products, Lire 


“Can we play store in here, Mama?” 

“Yes, but 
quiet.”’ 

“We will, Mama 
<dion’t advertise.’”’ 


you must be very, very 


We'll pretend we 
Varque the 


Petroleum 


NPN 


Lubricator, 


Products, Tne 


Varquetle 
A Juicy Retort 
Miss: “I’m marrying the 


product of a fine family tree.’’ 
Jealous Miss: 


Happy 


‘*Yes, the sap.”’ 


Sunoco Diamond, 


Sun Oil Conipany 
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‘hy Copper? 


Copper Pipe is ductile 
but will not break when 
ground heaves or settles. 
No more costly digging 
for trouble. 


Smooth pipe bends re- 


. : ; 
place Swing Joints with 


a worth-while saving 


No sharp turns to break 


. . a « 
up gasoline. Friction loss 


reduced to a minimum. 


Hays Double Seals fea- 
ture a 2-faced pipe flare 
5° + 90° 


fectly on a 


that fits per- 
machined 
double seat 15 + 9O 
It's copper to copper 
with no intermediate 
sealing agent required. 
No more litharge solder, 
varnish, ete. 
little 


The extra flare 


* makes the big difference. 


More than 400 sizes and 
styles of Double Seals. 
Approved by Under- 


writer’s Laboratories. 


is a forty-five degree 
plus a ninety degree 


Connection 








| HAYS MFG. CO., ERIE, PA. 


Send 


lay-outs. 


neers 


how the Hays Copper 
Method can be 


with economy. 


HAYS MFG. CO., ERIE, PA. 


Please send your 24 page catalog describing Hays Copper Plumbing 


station 


will show you 


piping 


Hays’ Engi- 


used 


NAME 


ADDRESS 


CITY 


INSTALL AIR, 
GASOLINE, OIL 
and WATER LINES 
by Hays Copper 
Method —— then 


forget ’em 





EW attractive and efficient equip- 


+ 


ment above ground sells more 


merchandise. Efficient piping under- 
ground insures your big investment 
above ground against expensive service 
delays. Copper Pipe installed by the 
Hays Method gives life-long trouble- 


free service. 


Hays Double Seals seize 
copper pipe in a doubly 
tight grip that will take 
that 
ground settling or heay- 



























any punishment 


d 
‘ : ; ‘ , 5 
ing. jarring or vibration & 

3 
‘an give. Independent §&% 


Laboratory Tests prove 
Hays Double Seals to be 
the strongest method of 
joining copper — pipe. 
We welcome the oppor- 
tunity to prove every 
claim we make for Hays 
Double Seals. No obli- 
gation to you. Send 

the 


coupon. 


convenient 


STATE 





Hyvis Wins Injunction 
In Adulteration Case 


CLEVELAND — An injunction re- 
straining the Fred G. Clark Co. of 
Minnesota from selling lubricating 
oils in the future under the “HyVis”’ 
or “Oil Man’ brands of Hyvis Oils 
Inc., was issued in the U. S. District 
Court at Minneapolis on April 6. The 
court sustained Hyvis Oils Inc, in its 
cancellation of contract with the Min- 
nesota company for failure to pay 
royalties on the trade marks and for 
adulterating Pennsylvania oils with 


Cushing's 


New Gasoline 


Mid-Continent oils. 
By order of the court the Fred G. 
Clark Co, must deliver to the marshal 


of the court all packages, signs, 
printed matter and the like carrying 
the Hyvis company’s brands. 


The Fred G. Clark Co. of Minneso- 
ta urged that Hyvis could not cancel 
its contract because royalty payments 
had been waived at one time, It en- 
tered a cross suit asking $400,000 
damages because of cancellation of 
the contract. Denying the waiver plea 
the court said: 

“Furthermore, the fraudulent con- 
duct of the defendant in adulterating 
the product sold and thus perpetrat- 





needs no BEWARE signs 


it’s safe! 


You don’t want to endanger the life of 
your customers — you DO, when you sell 


them a poisonously doped gasoline. 
you DON'T, when you offer them CUSHING 


— it's high octane ! 


Cannonball Service anti-knock ! 


WIRE, WRITE OR PHONE 
FOR QUOTATIONS 


Anti-Knock 400 End Point 
60-62 Better than U. S. Motor 
60-62 Under 400 End Point 
64-66 Under 375 End Point 
68-70 Under 360 End Point 
42-44 W. W. D. T. Kerosene 


38-40 Light Straw Zero Dis 
tillate 


32-36 rac uncracked Gas 


Straight Reduced also Cracked 
Fuel Oil 





REFINING & GASOLINE 


CUSHING, OKLA. 
Division Sales Offices: 2007 Foshay Tower 
Minneapolis, Minn. 


REFINERIES: CUSHING and BLACKWELL. OKLAHOMA 


General Sales Offices: 
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safe, for its power comes 
out of the brand new 
modern Cushing plant— 


not out of a dope barrel! 


Part of the new Cush- 
ing plant, Towers and 
section of Vapor Line. 


But 













and it's 








ing a fraud which strikes at the very 
heart of the contract, constitutes such 
conduct that no court of equity will 
look with favor upon the defendant's 
plea invoking the doctrine of waiver. 
It cannot be heard to say that the 
Mid-Continent oils are just as good as 
the Pennsylvania oils, and that no 
harm was done to the business of the 
plaintiff as the result of the continued 
adulteration. 


“Defendant assumed to benefit by 
the use of the representations made to 
the public that the product sold was 
100% pure Pennsylvania oil, and no 
court will now permit the defendant 
to assume the position that its repre- 
sentations, advertising and assurances 
to its customers as to the qualities of 
the product sold were of no conse- 
quence and a mere sham.” 


The court’s decision is looked on as 
of considerable importance to Penn- 
sylvania refiners in their campaign to 
stamp out substitution and adultera- 
tion of Pennsylvania lubricants, The 
case was handled for Hyvis Oils Inc., 
by Cull, Fuller & Laughlin, Cleveland 
attorneys, and Fowler, Carlson, Furber 
& Johnson, Minneapolis attorneys. 


Hyvis is now selling its oils direct 
to the trade in Minnesota, North and 
Scuth Dakota, Montana and a few 
counties in Wisconsin in which the 
Fred G. Clark Co. of Minnesota for- 
merly held the exclusive franchise. 


Cut in Montana Gasoline 
Would Curtail Service 


NEW YORK, April 19.—Retail gas. 
cline prices in Montana cannot be re- 
duced unless motorists in the state are 
willing to forego the conveniences 
which the modern service station of- 
fers, a committee of the Montana 
House of Representatives reported, 
according to the American Petroleum 
Institute. The committee recently 
made a study of gasoline prices in 
Montana. 


If the Montana motorist is willing 
to get along without the conveniences 
offered, such as free air, water, wash- 
rooms, lavatories, free oil-draining, 
and greasing services, then it would 
be possible to reduce the cost of gaso- 
line throughout Montana, the House 
committee reported. However, it 
pointed out, that such a _ reduction 
would mean the elimination of em- 
ployment for a great many oil com- 
pany men. 


The committee found the average 
cost of refining of all companies op- 
erating in Montana was approximate- 
ly 8.25 cents a gallon for first grade 
gasoline. To this must be added the 
6 cents a gallon state and federal gas- 
oline taxes and a dealer’s margin ef 
profit of 4 cents a gallon. In addi- 
tion, the average cost of transporta- 
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tion from the refinery to the dealer 
was found to be 3 cents a gallon, or 
a total of 21.25 cents a gallon cost to 
the supplying company. 


Commodity Exchange 


NEW YORK, April 22..—Trading on 
the Commodity Exchange was more 
active last week. Forty-six gasoline 
contracts totaling 1,932,000 gallons 
changed hands in the four days of 
trading. Prices were fractionally above 
the lows prevailing a week ago. No 
crude sales were consummated. 


Gasoline Futures 


Week ended April 20, 1935 


High Low Close* 
4.93 6.91 5.89-91 





*Bid and Ask. jtNominal. 


Note: Gasoline trading in 1000-barrel units: 
U. S. Motor 55-59 octane, deliverable from Ex- 
change license storage in Houston-Galveston 
(Texas) area. Crude oil trading in 2000-barrel 
units: Oklahoma-Kansas, 36-36.9 gravity legally 
produced oil, deliverable from Exchange li- 
censed storage in Houston-Galveston area and 
Cushing-Drumright (Okla.) area. Deliveries of 
other grades of gasoline and crude subject to 
premiums or discounts set forth in Exchange 
by-laws. 


Coming Meetings 
(Continued from page 17) 


American Society for Testing 
Materials, annual meeting, Book- 
Cadillac Hotel, Detroit, June 24 to 
28. 


American Petroleum Equipment 
Suppliers’ Assoc., place to be named 
later, some time in August. 


American Chemical Society, San 
Francisco, Calif., Aug. 19 to 24. 


Kentucky Petroleum Marketers 
Assn., Louisville, Ky., Sept. 12 and 
13. 


North American Gasoline Tax 
Conference, Arlington Hotel, Hot 
Springs, Ark., Sept. 18, 19, 20. 


National Petroleum Association, 
annual meeting, Hotel Traymore, 
Atlantic City, N. J., Sept. 18, 19, 20. 


Ohio Petroleum Marketers Assn., 
place to be named later, sometime 
in September. 


National Safety Council, 24th An- 
nual Safety Congress, Louisville, 
Ky., Oct. 14 to 18. 


Independent Petroleum Assn. of 
America, Adolphus and Baker Ho- 
tels, Dallas, Tex., Nov. 4, 5. 

American Petroleum _ Institute, 
16th annual meeting, Biltmore Ho- 
tel, Los Angeles, Cal., Nov. 11 to 14. 


April 24, 1935 
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toW. V. KIDDER, 
Not sold under any 
Look for this 
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G10 PYROIL 
GIVES PYROIL RESULTS 


This famous lubrication process is sold throughout the 
civilized world. Its efficiency in safeguarding engines, 
machinery and equipment—and in greatly improving 
their performance—is experienced daily by millions. 

Pyroil is an extreme pressure stand-by lubricant, 
Used by Sir Malcolm Campbell in achieving the fastest 
land speed ever made; by Barney Oldfield, A. S. Duesen- 
berg, Bill Cummings, Lou Meyer, and many other 
authorities. 

By the use of Pyroil, valves are freed—enabled to 
function properly. Rings’ are better sealed. Gears, 
bearings, all frictional areas are safeguarded against 
many damages. Nothing is finer for safe break-in, 


NOTE: PYROIL IS HIGHLY EFFICIENT 
WITH ALLOY BEARINGS, ALL TYPES. CON- 


TAINS NO HARMFUL OILS OR ACIDS. 


It pays to sell and service Genuine Pyroil. Once used it 
constantly repeats. Builds good will, profits and sales of 
companion products. Nationally advertised—See Saturday 
Evening Post, April 20; Time, April 22; Country Gentle- 
man, May. 
Mail coupon for further interesting facts. Manufactured and 
guaranteed by Pyroil Company, W. V. Kidder, Pres., 685 
LaFollette Ave., LaCrosse, Wis., U. S. A. 


<>» 1567 MILES IN ONE 
DAY USING PYROIL 


Bob McKenzie, Transcontinental Road 
Champion, recently drove a Pyroil-protected 
Willys Sedan 1567 miles in 24 hours, on Muroo 
Dry Lake, California. ‘‘Pyroil gave me the same 
satisfactory results as in the past,”? says Mc- 
Kenzie. 
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Pyroil Company 
685 LaFollette Ave. 
LaCrosse, Wis., ae Ss. Ax 


Please send further facts of Pyroil’s 


Name 


Address 
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Spring Spray, 


(Dals.....; 


which are to be truly efficient must be capable of 


retaining their lubricating properties while with- 
standing tremendous pressures. Ordinary spray oils 
must of necessity sacrifice one or the other of these 
qualifications. ‘“@ Acheson colloidal graphite is 


particularly suited for use as a base in this type of | 


| cial features for the benefit of non- 


lubricant. The pressure resisting properties assure 
its remaining long after the carrier oil has been 
consumed, its small particle size permits penetration 
between the tightest fits, and its excellence as a 
lubricant guarantees a job which not only reduces 
body squeaks to a minimum, but also lasts longer. 
Marketers of spray oils should send for Bulletin T92. 








National Petroleum News, 
500 Penton Bidg., Cleveland, Ohio 


Yes—I’m one that is always promising myself ‘‘my own personal copy”’ 
of NATIONAL PETROLEUM NEWS each week. So here goes! Send me the 


next 52 issues for which I enclose $5.00. (Foreign $6.50, Canada $7.50, in- 
cluding tax.) 


NAME..... 
Address. 





Div. of Industry 


ce a ll 





Company.......... - ee F 











New Books 





Formulas 


“‘Henley’s Twentieth Century Book 
of Formulas, Processes and Trade Se 
crets” has just been issued in a new 
edition, the tenth since the original 
in 1907. A book of 800 closely print 
ed pages, it contains 10,000 hous« 
hold, workshop and scientific formulas, 
recipes, and processes, the editors 
state. 

The new edition contains two spe 


technical readers, a glossary of chem 
ical terms and their corresponding 
common names and several pages of 
information concerning the materials 
required on compounding formulas, A 
section on laboratory methods with il 
lustrations, outlines many operations 


necessary to proper compounding. 


Many new formulas are included 
and many of those out of date have 


|} been deleted. A classified buyers 
| guide will assist users to get in touch 
i with commercial centers. Newer and 


more modern methods have been given 


special attention. 


The book is published by The Nor 


, man W. Hanley Publishing Co., New 


York The price is $4. 


Attorney Questions 
Code System 


CHICAGO, April 18.—-Codes con 


| taining only provisions on _ hours, 
| wages, and child labor, leaving all 
| other details to a commission similar 


to the Federal Trade Commission was 
offered as a solution to the present 
code problem by Charles Lederer, Chi- 
cago attorney, in an address before 
the Chicago Oil Men’s Club, April 18 

Mr. Lederer questioned the sweep 
ing away of old business landmarks, 


| such as supply and demand, unit costs, 


and replacing them with codes re 
straining competition and fixing prices 

It is far more important to adhere 
to the prineiples of the anti-trust 
laws and court decisions than to a cod- 
ification that requires submitting ree 
ords, accounts, and company business 
secrets to code authorities who may 
be competitors or in the employ of 
competitors, he said. 


Visitors At Oil Club 


CHICAGO, April 18.—Out of town 
guests at the Chicago Oil Men’s Club 
regular meeting today were A. D 


| | Dubuisson, Wolverine Service Sta- 


| tions, South Haven, Mich., and Fred 


} 


H. Buehler, secretary, South Dakota 
Independent Oil Men’s§ Association, 
Madison, S. D. 
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New Patents 





Burnham, patent and 
trade-mark attorney, 511 Eleventh street, 
N. W., Washington, D. C., from whom 
copies may be obtained at the rate of 25c 
each. State number of patent and name 
of inventor when ordering. 


Prepared by R. E. 


April 2, 1935 
REFINING 


Process of hydrocarbon oil conversion 

Jacob B. Heid, Chicago, Ill., assignor 
‘to Universal Oil Products Co. Filed Nov. 
t9, 1930. No. 1,996,243. 

Process and apparatus for separation 
of liquids from gases—Ewald Pyzel, 
Pittsburg, Calif., and Richard Tillmann, 
The Hague, Netherlands, assignors to 
Shell Development Co. Tiled Feb. 4, 
1933 No. 1,996.257. 

MISCELLANEOUS 

Production of glycols——Albert E. 
Dunstan. London, and Stanley F.. Birch, 
Sunbury-upon-Thames, england, as- 
signors to Anglo-Persian Oil Co. Ltd., 
London. Filed Sept. 12, 1931 No. 1,- 
996,193. 

Process of 
pounds from 


preparing valuable com- 
waste products obtained 
from refining cracked mineral oils 

Waclaw von VTiotrowski and _ Josef 
Winkler, Drohobyez, Poland Filed 
Mar 1933 No. 1.996, 
* 
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oo 692 


* 
April 9, 1935 
REVKINING 


Process for manufacture of 
products from ethylene 
homologues-——Max Hofsasz, 
Netherlands, assignor 
ment Co. Tiled Mar 
997,144. 

Recovery of hydrocarbons from gases 
containing constituents such as diole- 
fines and like—-Willy Herbert, Germany. 


. 


and/or its 
Amsterdam, 
to Shell Develop- 
3, 1930. No. l,- 


assignor to American Lurgi Corp. Filed 
Dec. 7, 1932 No. 1,997,145. 

Treatment of hydrocarbon — oils— 
Charles C. Towne, Poughkeepsie. N. Y.., 
assignor to Texas Co. Iiled Feb. 6, 
1932 No. 1,997,159 


Apparatus and process for re-refining 


waste lubricating oil—-George R. Duffy, 
Medford, Mass., assignor to Star Oil 
Refining Corp., Boston, Mass Filed 
July 21, 1933. No. 1,997,295. 


MISCELLANEOUS 
Liquid-dispensing device 
Witter, Jamaica Plain, Mass., 


Lawrie IL.. 
Kiled Mar 


. 1933. No. 1,996,944 

Revivifying adsorbent materials 
Howard H. Gross, Beacon, N. Y.. as- 
signor to Texas Co. Filed Oct. 20, 1932 
No. 1,997,174 

Treatment of asphalt-——(harles  D. 
Lowry, Jr.. Chicago, Ill, assignor 
(Tniversal Oil Products (Co. Filed May 
26, 1934. No. 1,997,261. 
Gasoline-pump-——William H. Curtis, 
Dayton, Ohio, assignor to National 
Pump Corp., same place Filed Nov 
26. 1932 No. 1,997,294 
Gustatson Moves Office 

CHICAGO, April 18.—The Gustaf- 
son Bros. Oil Co. has moved from the 
eighth to the ninth floor at 624 S. 
Michigan Ave., Chicago, taking on | 
larger quarters. The company now 
has four private offices at the end of 
a wing of the building, and a large 
traffic department and store room 
space. The new address is room 918, 
624 S. Michigan Ave 

Xpril 24, 1935 















Keeping faith with the 

buyer of Lubrication 
has been our policy 

since 1904! 


May we serve you? 






Your Lubrication Man 


Mister Skippers 


AMERICAN OIL & GREASE CORP. 


201 N. Wells St., Chicago, III. Phone: Randolph 9371 





Everything about this 
BATTERY SALES PLAN 








valuable | 


to | 


is right for YOUR 
STATION! 


With Universal’s propo- 
the 
battery business of all your gas and 





























sition you can win 


oil trade—there’s a battery in the 


complete Universal line to meet 


the wishes of every customer. And in each 
Battery to 


increase your reputation and repeat busi- 


Universal there’s real quality 


ness. 


UNIVERSAL’S TESTER A BIG HELP 

This sales booster reveals every source of 
electrical and battery trouble right before 
your customers’ eyes. You can sell him 
complete service without technical knowl- 


edge. 
UNIVERSAL 
The 


ing helps for service stations is complete. 


| Write 


COOPERATES WITH YOU! 


Universal line of sales and advertis- 


today for all details, including free 


copies of our Battery Guide and our Cata- 


log No. 10. We'll also send all the facts 
| 
| about the profitable Universal Franchise 


for service stations. 


| UNI cei . a CO. 


| 3489 South La Salle Chicago, 


UNIVERSAL 
BATTERIES 


FOR AUTO... RADIO... FARM LIGHT 








tahitian 





























Last Transactions Week Ended April 20 
= a 1935 Listed Par Current Div. Sales P Week's 
2 Low High Low Shares Value Company Dividend Paid Shares High Low Last Change 
55 39 58 48% 922,070 N.P. ie Ey. Oo, ci a er 50cQ Jan. 31, 35 5,300 58 56% 57% 1 
4054 29% 3136 29% 2,290,412 $25 Associated Oil Co... «2.206.005 08 35c Mar. 30, 35 "10 *3114 311g 3158 ; “s 
$34 2144 25% 21 6 2,696,652 25 Atlantic Refining Co............ 25cQ Mar. 15, 35 20,000 24% 23 24 — &% 
ee S% 9 54 2,258,779 ; 5 cpg i Oe «ae ee May 11, 31 47,600 *9 8% 8% + & 
13% +14 7% es Bits ao ee a See a wee - 100 7 a 7 + 
4 %% ,218,83! N.P. onsolidated Oil Corp........... c ict. 31, 34 ,200 8 4 
ges, 108 | 112. 109 132,771 $100 2 re . Prasat eens $2Q a ae, ro hie == s vial 
235) 15% 19% 15? 4,722,652 5 Continental Oil Co.............. 25cQ Oct. 31, 34 29,700 *19% 1844 19 + & 
233 2 18% 11% 413,333 $10 General Asphalt Co............. Aenea June 15, 32 4,300 1534 14% 15 + & 
4 12% 17%4 9% 95,841 100 PERRO axis iisiesns ‘Sada » gaeececee 2,100 15% 14 15 0 
i 2% 3% 1% 678,234 25 LE SSR Ole eens Feb. 1, 32 1,500 3 4 2% 0 
“4 2% 2% 2% 1,207,132 10 Indian Refining Co.............. Dec. 15, 20 300 *25% 2% 2% + 
3% ‘ 8% % 1,309,060 N.P. LOUMINDR EE, COPD... co6. cide et boca 1,700 1% 1 1% + 
wi, 14 14% 7% 40,000 $100 io ee See nee May 16, 32 290 13 8% 12 + if 
\% \ 1% 1 330,000 N.P. Maracaibo Ce eaeioraen Co..., sss. seeesaieas 300 1% 1% 1% + k 
30 50 wane teas 449,083 $100 Mexican Petroleum Co.......... wee ee ree pres rete said nea 
is 9% 12% 9% 1,857,912 N.P. Mid-Continent Pet. Corp........ 25¢ Nov. 15, 34 11,700 12% 11% 12% + 
i % 1828 12 4 6,648,052 N.P. Ohio Le Sere ere 15c Dec. 15, 34 26,700 *12 11\% 12 - sa 
1% “A 11% 10% 4,699,885 _ $5 Pan Amer. Pet. & Transp. Co.... ee Mar. 15, 33 300 11% 11% 11% 0 
\ % 1% 74 199,370 N.P. Panhandle Prod. & Ref’g. Co..... aS.) (xem mains 1,000 1% 1i¢ 1% + % 
ett Z 12 6% 17,994 $100 lL, a eee ee Been aee cr {aly 2,35 110 11 9 10 0 
+t 4% 10% 7% 2,153,444 5 Petroleum Corp. of America..... 50c ay 14, 34 4, *10% 9 9 0 
i>! 13% 19% 13% 4,439,450 N.P. Phillips Petroleum Co........... 25¢ Mar. 1, 3 23,200 *19% 18 18 + *% 
4 % fs 3 1,184,817 $25 pe a he ee i ee ee ,300 % %% 0 
10%4 434 6 3% 150,000 100 do “ ne et ee ee parks Feb. 1, 22 300 wolf 5% 6 + 1 
aoa oi 1k 44 2,500,000 N.P. Pierce Petroleum Corp...... aa Feb. 16, 31 1,900 1 % 1 ao ig 
164 is 10% 644 1,050,000 $5 nt SS,” ee 25cQ Mar. 30, 35 20,900 *10% 9% 9% + & 
13% 6 734 57 3,038,370 N.P. eS ne tiers Sept. 1, 30 10,900 7% 74 734 + 
> 4 e. $33 130,000 $100 i eee eis Apr. 1, 33 920 60% 55 oi +4 
44, ; 34 29? 425,342 $14.00 Royal Dutch Co. (N. Y. shares) .. $1.35 {uly 31, 34 1,100 *33% 33% 33 + 
% 20% 28% 20% 1,244,383 N.P. Seaboard Oil of Del............. 25cQ ar. 15, 35 7,700 *28% 274% 28 4 
26% 19 25 : 20% 6,148 L2 Shell Transport & Trading Co.... 7Sc fi ge = Ee Crees ae Satie sens Sire 
% 6 7% 5% = 13,070,625 N.P. Shell Union Oil Corp............ aes June 30, 30 7,700 7% 6% 7 0 
A a 78% 63% 400,000 $100 o pfd. w.w..... males ne | 1,700 76 74 76 + 2 
ins Yy%es18% 13% 461,000 10 Simms Petroleum Co 50c op. 1,35 3,500 16 1534 %— 
i 6 95% 6% 1,100,069 25 Bhelly Gos, oc casas co ccasises eee Dec. 15, 30 900 ¥9 9 : 
py cee 84 60 120,000 100 ie eee ates ete ita trata ee May 1], 31 8 *84 81 81 —1 
ul 4% td] 14% 11 31,701,348 25 Socony Vacuum Oil Co.......... 15¢ Mar. 15, 35 42,800 14 13% 14 + 
aoe 36 3 116 it 764,925 100 S. O. Export Corp. pfd.......... $2.50S.A. Dec. 31, 34 5 115% so«1:4 4 —1 
42% : re 33 2734 ~=13,102,900 N.P. is OD AO MIONOIR so. i5 Si 5a 0 54 0 vilsisic:s 25cQ Mar. 15, 35 24,700 *33 31% 32% +1 
uf 34% 25% 23 ad 15,375,175 $25 EAT AROIADR..-s acicicie com.cn see's 25¢ Mar. 15, 35 28,800 25% 24 25% +1 ‘s 
= = 32 28% 20,000 10 Se, een ore 50c Oct. 31, 34 200 29% 29 29% +1% 
50%6 4 | 43% 35% 25,740,965 ; 25 REINO W URIBE 85.0 5.5. <.0:s 6 0isia:2ino +7 Mar. 15, 35 36,000 413% 3934 41 +1 
B+ i Rit 68% 60% 1,590,406 N.P. go CS eee 25cQ Mar. 15, 35 1,000 68 64 67 + 3 
; a et 115% 000. $100 RR care ros gen hsb d's wos $1.50Q Mar. 1, 35 510 121 119 119 as 
cer 4 ’ 1% 966,979 N.P. Superior Oil Corp. (Del.)......-.. eee > ° | teaaieeees 18,600 *3 2% 2% + & 
2 $4 9 21% 16% 9,851,236 $25 Phe Texas Crp: 6.6.00 5 soi was « 25cQ Apr. 1, 35 18,600 *21% 20} 2%— _\% 
2 : 4\% 3% 30,570 10 Texas Pacific Coal & Oil Co...... ee Dec. 31, 29 5,300 4 34 3% 0 
sess 1044 7% 5,998,919 N.P. Tide Water Associated Oil Co.... oar Feb. 16, 31 400 *10% 33 1 — K 
7 a 3° 8 a 695,503 $100 See Lok Oy el Paar $2.00 Apr. 1, 35 2,700 *95% 93 95% +3 
4 4 84 2634 2,191,823 N.P. wage Water On Go..........5..20 Sc OA es | ne pt a ae esis le Si 
gets, 7 105 | ; 100, ; 199,446 $100 oe ener ce One aeere $1.25Q Feb. 15, 3 700 =105 103% 105 + 
204 : % 18% 1424 4,386,070 25 Union Oil of California.......... 25cQ Feb. 10, 35 8,200 *18% 17% 1% + 
3% 5% 26% 20% 1,200, N.P. wmon tank Cer ©o.......25.5.. 30cQ Mar. 1, 35 2,600 25% 25 2544 + 
is 1 1% by 759,538 NLP. Warner Quinlan Go... ........... eae uly 3, 30 1,100 1 4 1 + kh 
5% 62 2% 431,443 $5 H. F. Wilcox Oil & Gas Co....... MOP EO, 28 kksses eee avers 
*New high. tNew low, x Ex-div. **On accum. pfd. ttIn Mission Corp. Stock. 
Standard Oil Stocks on New York Curb Market 
Last Transactions Week Ended April 20 
1934 1935 Shares Par Current Div. Sales Week’s 
High Low High Low Issued Value Company Dividend Paid Shares High Low Last Change 
11 6 6% 6 40,000 $25 Borne Scrymser Co............- a Oct. 15, 30 50 6% 6% 6% + 
38 26 37% 30% 200,000 50 Buckeye Pipe Line Co........... 75cQ Mar. 15, 35 100 *37% 36% 37% +41 
180 116 157 115 120,000 xk Chesebrough Mfg. Co........... $1.50 Mar. 29, 35 150 123 120% 123 + 3% 
144% 9% 13% 10 5,977,873 N.P. Creole Petroleum Co............ aie == (é‘«c ee uve nN 16,000 12 11\% 12% + % 
37 30 38 34 50,000 $100 Eureka Pipe Line Co............ $1Q reo, 2). “sawsen caste avec PG eee 
49 33% 50% 44 9,000,000 N.P. Humble Oil & Refg. Co.......... 25¢ Apr. 1, 35 8,700 49% 48% 49% +1% 
17% 12% 17% 15% = 26,742,792 N.P. Rempersal it 2d... cc. ceca yes Tt25c S.A Dec. 1, 34 4,600 16% ies 146% + % 
17% 12% 17 16% N.P. iO MOSIURLED. 62. 2s os sees 25¢ i 1, 34 200 16% 16 146% + % 
6% 3% 4% 3% 300,000 $10 Indiana Pipe Line Co........... ttl5c S.A Nov. 15, 34 600 4% 4% 4%+ 
33% 19% 31% 28 14,247,088 Mr. International Pet. Co............ tt56c S.A Dec. 1, 34 9,800 31% 31 31 — 
9% 7 8% 6% 513,000 $12.50 National Transit Co............. 35c Dec. 15, 34 500 ¥*84 8 8% + % 
434 3 : MS a ae 100,000 5 New York Transit Co........... 15c S.A Oct. 15, 34 100 3% 3% 3%+ & 
7 4% 6 5% 120,000 10 Northern Pipe Line Co.......... 25c S.A. June 2, 35 100 5% 5% 5% — % 
91 83% 101% 90% 580,796 100 Oe es Ee Se: 7 a er $1.50Q Mar. 15, 35 2,200 *101% 98% 101% + 1% 
84% 83% 1 7% 400,000 25 Penn Mex. Fuel Co............. sath ae Oe . caves ates bie aie 
5% 3% 4% 3% 100,000 10 Southern Pipe Line Co.......... 15c Mar. 1, 35 100 4% 4g 4% 0 
26% 17% 24 21% 1,200,000 25 South Pean Od Co... 666.5 cs0e's 30c Apr. 1, 35 1,400 24 23% 24 + & 
47 a 52% 45% 35,000 50 South West Pa. Pipe Lines...... $1Q Ne: Cee {ees ee ee ims Brey 
18% 145% 215% 18) 2,606,983 10 hs Ae UNE gos ish ovinneas’s 1Sc Mar. 15, 35 1,700 19% 18% 19 — 4% 
16% 8% 10 7% 190,822 25  §. 0. Nebraska.............--.- “ae June 20, 34 300 #10 9% 10 1% 
28% 12% 16% 11% 7521465 a. RRR th Apr. 16, 34 2,000 *16% 14% 15 ~ Me 
95 : 77% 95 91 120,000 100 ae in gh EGS reno $1.25Q Apr. 15, 35 75 93 Nh 92 0 
44% 2% 2% 2% 34,158 25 Swan Finch Oil Corp........... re Dec. 1, 30 100 2% 2% 2% — kK 
*New high. tNew low. ttIndiana Pipe Line .0Sc extra, Nov. 15; International Pet. Co. 44c, Dec. 1; Imperial Oil, 15c, spec., Dec. 1, 34. 


x Ex dividend. 


Equipment Contractors Meet 


BOSTON, Mass., April 15.—The As- 
sociation of Petroleum Equipment 
Contractors of Massachusetts met at 
the Hotel Statler here April 9 in an 
effort to devise a workable plan of 
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price stabilization and contract rates. 


CHICAGO, April 


17.—Chairmen of 


A number of contractors will submit 
their price sheets to a committee 
which will endeavor to work out a 
price schedule agreeable to all mem- 
bers. 


state stabilization committees in the 
middle west met in Chicago April 17 
to co-ordinate activities and to have 
closer contact with the general stabil- 
ization committee, 
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Dykem Colors 


for 





Gasoline 


DYKEM ORANGE GY 


(yellowish orange shade) 


DYKEM ORANGE Y 


(reddish orange shade) 


DYKEM ORANGE GR 


(deep orange shade) 


DYKEM BRONZE 
ORANGE R 


(bronze orange shade) 


DYKEM AMBER Y 


(amber shade) 


DYKEM BRILLIANT 
YELLOW 


(sunset golden shade) 


DYKEM YELLOW N 


(lemon shade) 


DYKEM GREEN GN 


(bright ¢ emerald shade) 


| DYKEM GREEN YN 


(medium emerald shade) 


DYKEM GREEN N 


(bluish grass shade) 


DYKEM GREEN BN 


(deep sea shade) 


DYKEM BLUE 


(deep sky shade) 


DYKEM VIOLET 


(deep violet shade) 
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DYKEM PURPLE R_ | 


(bright purpie shade) 


soniiened 


DYKEM RED B 


(bluish rose shade) 


DYKEM RED 


(scarlet shade) 


DYKEM BROWN YR 


(walnut brown 1 shade) 


DYKEM BLACK B 


(deep black shade) 








All a with dispatch 
rile or wire 
DYESTUFFS & CHEMICALS 
INCORPORATED 


11th & Monroe Sts. 
St. Louis, Mo. 


In Canada: The Dykem Company of 
anada Limited 


14 Toronto St., Toronto, Ont. 




















Standard Oil Co. of Indiana Reports Net 
Profit of $18,949,680 in 1934 


TANDARD OIL CO. OF INDIANA 
increased its net profits from 
$17,674,351 in 1933 to $18,949,- 

680 in 1934, according to the annual 
report of the company, recently issued. 
A reduction of nearly $1,500,000 in 
interest charges and a reduction of 
more than $3,000,000 in depletion and 
depreciation charges were largely re 
sponsible for the increase. 

Current assets were reduced from 
$224,326,391 in 1933 to $213,817,165 
in 1934, most of the reduction due to 
purchase of 312,827 shares of the 
company’s own stock. Current liabili- 
ties at end of 1934 totaled $30,927.- 
270 compared with $32,027,! at end 

of previous year. 


rar 
roe 


Intangible development 
$2,684,432 in 1934 compared 
$915,606 in 19338. 

The company produces about 25 per 
cent of its crude oil needs and in 
order to increase this percentage seri- 
ous consideration is being given to 
acquisition of the Yount-Lee Oil Co. 
Acquisition of these properties would 
give the company about one-third of 
its own crude needs. Ultimately it is 
hoped that the company can produce 
one-half of its crude requirements. 


costs were 


with 


Short term borrowing would be re- 
sorted to if purchase of the Yount-Lee 
company was finally decided upon. The 
purchase price would be well under the 
$50,000,000 figure mentioned in re- 
ports. 


income account for 
compares as follows: 


Consolidated 
year 1934, 


1934 1933 
Gross income $278,180,375 $242,532,018 
Costs and exp 225,926,583 189,068,024 
Taxes 7,222,441 §9,758,410 
Intang. develop. cost 2,684,432 915 606 
Depl., etc 1,574,451 699,621 
Deprec., ete 24,436,823 28,543,370 
Net oper. income $16,335.648 $13,636,978 
Other ein (net 4,497 347 5,235,840 
Total income $20,832,992 $18,872,818 
Int. & disc 43,308 1,524,722 
Federal taxes 1,976,813 
Min. int *1 36,806 *326,255 
Net income S18, 949, 680 $17,674,351 
tDividends 15,371,229 15,688,672 
Surplus $3,578,451 $1,985,679 
*Credit. tDividends paid by Standard Oil Co. of 
Indiana. §$Includes federal income taxes 


Consolidated balance sheet 
ard Oil Co. 


of Stand- 
of Indiana and subsidiaries, 


as of December 31, 1934, compares as 
follows: 
Assets 1934 1933 
Goodwill and other iu ab 

tang. (net).. $3,540,222 ‘ 
Cash 32,053,441 $32,635,962 


Marketable sec 33,691,605 41,989,317 


Short term com. notes 

at cost Es 9,428,434 
Accts. & notes rec 28,289,877 35,344,118 
Oil inventory 103,854,255 107,652,247 


Materials & supplies 6,157,614 6,308 ,42 
Yther curr. assets 341,939 398 ,32¢ 
*Prop, plant eq., etc 275,715,684 306,632,853 
Invest. in subs $34,539,942 : 
Claim agst. U.S. Govt 6,553,906 6,553,906 
Inv. in other cos. and 

long term rec 124,601,093 136,672,49¢ 
Dep. with trustees 205,744 310,54° 
Deferred charges 1,745 646 2,279,614 

otal $660,719,402 $676,775,808 
Liabilities 
Funded debt $125,001 
Long-term notes pay $457,596 142,085 
Purchase obligations 7,956,074 7,410,328 
Accounts payable 15,508,328 18,296,677 

cerd. taxes, etc 14,917,630 13,199.67: 
Other current liabilities 501,312 531,182 
tCapital stock 380,391,942 388,212,619 
Cap. stk. & surp. of 

minority interest. 14,719,398 20,731,164 
Deferred credits 76,178 
Other reserves 3,32( 
Capital surplus 146,878,320 47,523,989 
Earned surplus 79,388,802 80,523,587 

Total : $669,719,492 $676,775,808 

*After depreciation, depletion, amortization, ete 
tPar $25. JAt lower of aggregate cost or market. 


§Excess of cost over book value at date of acquisitior 
on investments in subsidiaries 


Imperial Oil Limited 


For the year ended Dec. 3 
Imperial Oil, Limited, had net earn 
ings, after all charges, of $25,771,653 
as compared with $14,101,561 ir 
1933. The 1934 earnings were equiv 
alent to 95.73 cents per share on the 
outstanding 26,919,871  no-par-value 
shares, as against 54.93 cents 
share the previous year. 


1934 


per 


Of total net earnings in 1934, only 
$3,000,000 or 11.23 cents per share 
was earned from operations in Canada 
The remainder was received in divi 
dends from its subsidiary, Internation- 
al Petroleum Co. Refining and mar 
keting activities in Canada provided. 
therefore, 17 per cent of all net earn 
ings in 1934. 


Income from Canadian marketing 
and refining operations in 1934 were 
$3,023,400 compared with $3,926,891 
in 1933. 

The company drew not only in 
creased regular dividends from its sub 
sidiary, International Petroleum, but 
took more than $8,500,000 from ae- 
cumulated earned surplus of that and 
other subsidiaries as well. This repre- 
sents surplus earnings of years be 
fore 1934. 

Out of the company’s net earnings of 
95.73 cents per share 92 cents a share 
was paid out in dividends. The com 
pany paid income tax in Canada of 
$3,200,000, or $200,000 more than its 
net profits in Canada. Dividends paid 
thus came entirely from earnings out 
side of Canada. 

G. Harrison Smith, president, in his 
remarks to shareholders said that 
provincial gasoline taxes were from 1° 
to 13 times the company’s profit per 
gallon. For each & gallons a motorist 
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put in his ear, five cents went in profit 
to Imperial Oil, and from 48 to 64 
cents in taxes to provincial treasuries. 
The remainder of this bill would repre- 
sent the cost of crude, refining and 
marketing. 

Earned surplus as at December 31 
last shows a reduction to $82,414,511 
from $95,380,998 a year previous. The 


largest item accounting for this de 
crease is dividend disbursements of 


$24,881,255 as against $13,415,169 
paid in 1933. 
There was also deducted from 


earned surplus $4,861,690 as a write- 
off of all expenditures made prior to 
Jan. 1, 1934, on exploration of prop- 
erties in Western Canada found to be 
non-productive of oil. This is under- 
stood to refer to operations outside of 
Turner Valley. The company is now 
undertaking a geodetic survey of 
Saskatchewan to determine the oil and 
gas possibilities of that province. 
The company shows itself to be in 
a highly liquid condition, working 
capital standing at $69,055,219 as com 
pared with $49,310,547 a year earlier. 
Current assets compare wtih current 
liabilities in the ratio of 11 to 1. Cash 
and gilt-edge securities alone, among 


current assets, amount to nearly 38 
million dollars. 
The company did not increase the 


its merchandising outlets 


year. 


number of 
during the 


Skelly Shows Profit 
The annual report of the Skelly Oil 
Co. shows net profits of $713,577, after 
all charges compared with a loss of 
$820,534 in 1933. The 1934 profits 
were equal to 31 cents a share on the 
common stock after dividend require- 


ments on 67,000 of 6 per cent pre- 
ferred, on which there are also ac 
cumulated dividends due. 

Current assets as of Dee. 31, 1934 


were $8,504,424 against $10,197,988 
a year ago. Current liabilities at end 
of 1934 totaled $2,442,293 compared 
with $2,241,913 at end of 1933. 

The company continued its policy of 
reducing its outstanding funded debt 
and its 6 per cent preferred stock, and 
the results of this policy were reflected 


in a continued reduction of interest 
charges. 
Consolidated income account for 
year 1934, compares as follows: 
1934 1933 
GrO88 cecccccccececcesscecseeeeesceeeeeee 24,616,568 $19,008,177 
Costs, exp., ord. tax, ete. 18,952,085 14,103,977 


$5,664,483 
168,060 


£4,904,200 
$17,508 


Oper. profit 
Other inc. (net) 
$6,132,543 


Total income $5,321,708 


PING diesecccousscione 617,712 651,207 
Depr., depl., etc. 4,616,128 5.777.162 
Fed. taxes, etc. 185,126 
Profit inti $713,577 *$1,107,661 
Dise. on deb. purch. for 
sink. fund . - 287,127 
Profit $713,577 *$820,531 
*Loss. 


Consolidated balance sheet 


of Skelly 


April 24, 1935 


and subsidiaries as of Decem- 


1934, compares as follows: 


Oil Co. 
ber 31 ‘ 


Assets 1934 1933 
Cash $2,442,293 $3,475,587 
Notes and accts rec... 

after reserves 1,632,221 1,739,083 
Inventories 4,429,910 4,983,319 
Deferred receivables 577,301 718,969 
*Prop.. pit. and eqpt $1,527,488 29,563,306 
Investments 2,217,549 1,867,246 
Specific funds ls 2,854 
Prepaid and def. ches 469,518 608,396 

Total $43,296.280 $42,958,760 

Liabilities 
Notes and accts. pay $1,918,767 $1,607,131 
Acerd. int., tax, etc. 599,516 634,782 
Res. for Fed. inc. tax EGGS cee 
Funded & long term debt 9,615,679 9,922,793 
Contingent res., ete. 1,437,763 1,436,821 
Cum. 6% pfd. stock 6,700,000 7,480,000 
[Common stock 25,213,715 25,213,715 
Deferred credits 399,301 458,711 
Minority interest 13,291 pcadeeee 
Capital surplus 43,122,252 2,786,578 
Operating deficit 5,868,194 6,581,771 


Total $43,296,280 $42,958,760 
*After depletion and depreciation. +After 
crediting account with $335,674 discount on 


company's preferred stock purchased for retire- 
ment tPar $25 


Union Oil Co. 


Union Oil Co. of California more 
than earned its dividend requirements 
in the first quarter of 1935, 
to a company statement. 

Profit for the three-month 
$1,350,000, after all charges, 
equal 51 cents a share, Current 
assets increased $100,000 to 
$41,700,000 during the quarter. Cur- 
rent liabilities decreased about $300,- 
000 to $5,300,000. 

A cash dividend of 25 cents was de- 
clared payable May 10, 1935. 


according 


period 
was 
to 
about 


Shell Companies Combine 
Advertising Programs 


CLEVELAND, April 20. When 
Shell Petroleum Corp. mapped out 
its advertising campaign for the new 
Super-Shell gasoline, it didn't consult 
the dictionary, but instead enlisted 
the aid of its manufacturing depart- 
ment to see what it ‘“had’’ in the new 
gasoline. 

Thus evolved the theme of the cam- 
paign—-the three-way saving quality of 
Super-Shell. These qualities the com- 
pany describes as: power to start in- 
stantly and warm up quickly; power 
for acceleration and hill-climbing; and 
power for long runs. 

All 


used 


media are 
campaign. 


advertising 
coast-to-coast 


major 
in this 

Shell Oil Co. on the Pacific Coast 
and Shell Eastern Petroleum Prod- 
ucts, Inc., on the Atlantic, have joined 
with the Shell Petroleum in putting 
across the campaign, according to the 
March-April issue of Shell Globe, 
pany publication. 


com- 






THE 
OIL INDUSTRY 
EXCHANGE 


Positions Wanted 


REFINERY SUPERINTENDENT, young man 
with fine experience in skimming, cracking, lubri- 
cating oils and greases would like to associate 
with energetic company. Address Box 193 

YOUNG MAN, seven years experience in 
jobber, wholesale, retail selling and operation 
Desires sales position after April 30. Address 


Box 204. 
Wanted to Buy 


TANK 


IR 





CARS 


To purchase 50 to Class 111 or later, 
clean 8000 gallon capacity tank cars. Give 
historical record, approximate price, present 
location. 


io, 


Address Box 208, 
National Petroleum News 


For Sale 


GOOD WHOLESALE OIL JOBBING 
COMPOUNDING GREASE PLANT 
FOR SALE 


1934 oil 350,000 gals., grease 
No debts, real good equipment, 
ample sterage, live business, making 
money. Sell for cash only-—about $10,000. 
Located in Oklahoma. 
Address “‘Jobbing Plant,” 
eare National Petroleum News, 
904 World Bldg., Tulsa, Okla. 


Business Opportunities 











Sales for 
250,000 Ibs. 








What American Oil Company will finance in 


Germany an auto oil branded 


PANGOLIN MOTOR OIL 


(Registered Trade Mark) 


For further information communicate with 


PANGOLIN OEL GESELLSCHAFT, 
Gellertstrasse 23, 


Hamburg 39. Germany 








Professional Services 


ANTI-KNOCK VALUE 
DETERMINATIONS 


THE GRAY INDUSTRIAL LABORATORIBS 
Chemists and Engineers 
S8pecialists on Petroleum Products 
961-976 Frelinghuysen Ave.. 


NEWARK, N. J. 
Telephone Bigelow 8-4020 











BURRELL-MASE ENGINEERING CO. 


Law and Finance Building 
Pittsburgh, Pa. 


PETROLEUM & NATURAL GAS 
Consultation—Construction—Testing 








OCTANE RATINGS 

By A. S. T. M.-C. F. R. METHOD 
DYNAMOMETER TEST 

economy of gasoline. 
REFINERY GASES and NATURAL GASO- 
LINE analysis by Podbielnik apparatuses. 

PHOENIX CHEMICAL LABORATORY 
“An exclusive petroleum testing laboratory” 
3953 CASTELLO AVE., CHICAGO, ILL. 


for power and 




















The Viking Principle 


The amount of liquid pumped per minute 
varies in direct proportion to the revolutions 
per minute of the pump shaft. Pump 
capacities may be materially increased when 
handling self-lubricating liquids, without 
decreasing the efficiency or subjecting parts 
to excessive wear, by slepping up the operat- 
ing speed. 





Study The Principle 


1—Rotor and idler mesh, forming 
barrier between ports. 2—Idler draw- 
ing away, creating suction and open- 
ing to be filled with liquid. 3— 
Spaces between rotor and idler teeth 
completely filled. 4—Idler and rotor 
teeth mesh again, forcing liquid out. 


THE VIKING --- 





with its *“Original Gear Within A Gear ..... Two Moving Parts 
Principle” has been proved over a wider period of years ..... 
(nearly a quarter century) and in a greater number of units 


(approximately 400,000) than any other rotary pump principle. 


VIKING PUMP COMPANY 


Cedar Falls, lowa 





* Copyrighted 
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